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For complete contents, see p. 97 





proposes a direct attack on the decay of homes and neighborhoods, 
eases FHA pressure for homes too cheap to be good (p. 100) 


rehabilitates whole Boston neighborhoods, makes handsome profits, 
could become general under the new Housing Act (p. 110) 


are tackling the modernization market, could go much further with better financing (p. 126) 


must be found. For this enormous problem no solution has been approved (p. 150) 


could work under the new legislation, enabling millions of families to buy better new homes (p. 132) 


supply stimulating ideas for modernizers (p. 140 and below) 


























In survey 
after survey, 
consumers 
choose 


As a home salesman, you can point with pride to “Jack- 
straw,” the product your customers prefer by an over- 
whelming 20%! That’s how “Jackstraw” rates in nation- 
wide surveys. By all odds, it’s the favorite inlaid linoleum 
design! Your customers see it constantly in powerful na- 
tional ads! It sells on sight. And it keeps on selling through- 
out its long life. Because it’s genuine Gold Seal Inlaid Lin- 
oleum, it doesn’t pit, scar, or crack. 


As a builder, you'll be interested in the installation econ- 
omies made possible by “Jackstraw.” Like all Gold Seal 
Inlaid Linoleum for residential installation, it has an ex- 
clusive patented felt backing that eliminates the need for 


For more information about this wonder-working linoleum design, write Builders’ Service Department. (HH-10) 


GOLD SEAL Floors and Walls 


CONGOLEUM-NAIRN INC., Kearny, N. J. 








ackstraw 


extra lining felt. The random design requires no special 
matching, eliminates waste. And of course “Jackstraw” 
carries the famous Gold Seal guarantee of satisfaction—or 
your money back! 


As a decorator, you can do more with “Jackstraw” than 
with any other design on the market. It comes in 12 differ- 
ent background colors, each highlighted by 3 accent col- 
ors. It makes small rooms look bigger, all rooms look 
airier. It takes to either modern or traditional—goes with any 
room—and it’s so good it’s featured in your NAHB film: 
“Million Dollar Castle.” See “Jackstraw” now at your Gold 
Seal Flooring Contractor’s. In 6’ widths or 9” x 9” tiles. 








LINOLEUM «VINYL INLAIDS » CONGOWALL ® + RANCHTILE® + LINOLEUM TILE * VINYLTILE * VINYLBEST TILE * CORK TILE * RUBBER TILE * ASPHALT TILE 


A new home buyer’s first impression is often the most lasting, 
and builders everywhere are “Dressing Up Their Door-Ways” 
with KWIKSET’S new “400” line 5” backset. 

The use of this inexpensive styling feature on Entry Doors 
adds dramatic distinction to the homes you build by enhancing 
the beauty of the lockset design. It also prevents the possibility 
of “knuckle nicking” on door jambs. 

Installation is made fast and easy by substituting the stand- 
ard latch with the new One-piece 5” Backset Latch and inserting 
the new 514” Trim Rosette under the exterior knob assembly. 
A 5-inch Backset Adapter for the Kwikset Three Hole Jig is 
also available from your local hardware supplier. 

The Trim Rosettes are made from wrought brass, polished to 
a jeweler’s finish and plastic coated for lasting durability. They 
are available in all popular finishes. 












Will a '/o" plastic Panay 
laminate...2/3 thicker = mms 
than usual... pERONTER Ho 
Save you time and 
money? Read what | 

another experienced 13 stun tote or One 


= fortable modern living. 
builder says... 


Give the lady what she wants! It’s good business 
when you’re building homes for resale, and the lady 
wants plastic surfacing! Up to now, that demand 
meant a highly specialized, costly application pro- 
cedure. But not with new, extra-thick Consoweld 10! 


Read what R. P. Watt, builder of Frontier Homes in 
Sacramento, Calif., has to say about dollar-savings 
with Consoweld 10: 





The same applies to a counter-top job. Use an in- 


“in order to insure continual eaten of our Frontier expensive supporting surface of sheathing-grade ply- 

Village homes, we are constantly striving to improve wood. Knotholes or cracks won’t “telegraph” through 

= finished products and yet keep our costs down to spoil the finished beauty of the Consoweld 10 plas- 

to the minimum. tic surfacing. 

“Our use of Consoweld 10 has proved to be a natural ; 2 

in keeping with this policy. It not only gives us a Prove it on YOUR next job! 

better f inished product, but its enay adaptability to Specify rugged Consoweld 10—and you can throw away 

on-the-job installation results in a saving of 23% nth re i : : 

bath lis and kitch mini ts.” the “kid gloves” that you needed with conventional lami- 

ee yr pleag ~ nates! You'll find that Consoweld 10 saves time, saves 
A bathroom wall offers a good example of what Mr. labor, saves money. 


Watt means by easy adaptability to on-the-job in- 


stallation. With thicker Consoweld 10, you don’t 
need expensive plywood backing. Gypsum lath or ab 1 ee spe a aap 
building board is smooth enough. You cover a large 


area with one panel—available 30 and 48 inches wide, p | as t j C $atF f acin g 
96 and 120 inches long. Bond it with easy-to-handle, 3 ‘ 
rubber-base mastic adhesive which permits shifting gro spt Colorful Lijeting 

the Consoweld, if necessary, for a perfect fit. Apply 


edge mouldings—and the job is done! Consoweld Corporation, Wisconsin Rapids, Wis. 
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at less cost! 


This gleaming counter-top may look custom-fabricated, but it was 
built on the job... with thicker, more rigid Consoweld 10. A typi- 
cal example of the top-quality job you get using Consoweld 10... 








aii 


Up-to-the-minute bathrooms in Frontier Homes are good for a color- 
ful lifetime—with Consoweld 10. This wall is covered with one large 
panel... which means big labor savings over other types of wall 
coverings. 


‘lour costs 200 


... Writes R. P. Watt, General Contractor 





CONSOWELD 6 


Consoweld 6 (the usual .060” thickness) has long 
been a favorite of many fabricators for shop appli- 
cation and for some types of on-the-job use, espe- 
cially where self-edging is desired. It is applied with 
pressure- or contact-type adhesives. 

The quality of Consoweld 6 and Consoweld 10 is 
the same, the only difference being in thickness. 
Consoweld 6 panel sizes: 30-, 36- and 48-inch widths; 
72-, 96- and 120-inch lengths. 


<amm Both Consoweld 6 and Consoweld 10 are ex- 
\° tremely durable high-pressure thermosetting dec- 
orative laminates. They meet or exceed the high 
standards of the National Electrical Manufac- 
turers Association ... your assurance of highest 
quality. 














Mail this coupon 
for complete information 


Y 


Sacramento, California 


Consoweld Corporation 
Wisconsin Rapids, Wis. 


Please mail free booklet showing how to handle 
counter-top and wall jobs quickly and easily with 
new, heavy-weight Consoweld 10. 


NAME 





ADDRESS 





CITY ZONE__STATE 
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Here's another home equipped with Ceco-Sterling Aluminum Windows / Jack Boeder, Building Contractor-Architect 



















ow to get bigger rooms 


in small homes... 


Builder Jack Boeder adds the vistas of nature... with 
Ceco-Sterling Aluminum Windows 





Seven little words just about sum up what buyers want in homes today—'"'Small 
houses with lots of big rooms.’’ That's the way Jack Boeder, Western Springs, 
lll., builder, sees it. So that's what he gives them... and he does this neat trick 


with windows... Ceco-Sterling Double-Hung Aluminum Windows. Slender 


frames add more glass area... which means more view, with nature coming is 
right into the home, and rooms looking as big as all outdoors. This is economical gan 
expansion—no expensive special-size glass—natural ventilation provided at no lig 
extra cost with standard sash. Yes, Builder Boeder gives his home owners open plc 
glass area—and at the same time plenty of inside wall space for furniture and de 
pictures. Spreading over the entire interior is new beauty, too... beauty born Ur 
of light. Here are five other reasons why you'll find Ceco-Sterling Windows better: as 

1, Easy to install... no weatherstripping necessary; dis 





. When equipped with storm windows, the cost is no more than wood; 


2 
3. Maintenance cost is nil... no painting necessary; 
4, Won't stick, warp or rot; 

5 


/n construction products 
M@ This is a detail of the Ceco Aluminum Exterior Fin and 
es Ceco ENGINEERING 
Trim used on Boeder homes. Erection time is saved 


because fitting is eliminated. Jambs act as guides for siding makes the big difference CECO STEEL PRODUCTS CORPORATION 
or masonry. Siding butts to the drip cap and sub-sill, Offices, warehouses and fabricating plants in principal cities 
General Offices: 5601 West 26th Street, Chicago 50, Illinois 


. Modern, functional beauty complements any design. 
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4 controlled lighting — an entirely new 


) for every occasion, every activity, every 


§ den, it opens a whole new world of 


: demonstration soon. Simply call Western 
9 Union Operator 25 in your own city and 
| ask for the name of your LUXTROL 
distributor, 





» have the very same kind of lighting right in 
| your home. For LUXTROL brings you 


§ concept in gracious living. It eliminates 


) fingertips just the right amount of light 


} is Underwriters’ Laboratories Approved 

j and made by a leading producer of 

§ lighting control systems. Whether you 

® plan to build, buy or modernize, arrange a 








Entirely new concept 


DRAMATIC 


NEW LIGHT 


Tamareveat-miielasiiareiiels 


FOR 


YOUR HOME! yl 


ig * 


= exUKMelm Ze)) milale(=14i] oy: 
You've seen it in the theater and on your UIs OF your fingertip es WITH N EW 


TV screen .. . the smooth, dramatic, 
LUXTROL 
LIGHT CONTROL 


breath-taking transition of light from 
complete darkness to full brightness. Now 
with new LUXTROL Light Control you can 


ordinary ‘‘on-off'’ switches, puts at your 


mood. In your living room or TV room, 
bedroom or nursery, dining room, bar or 








beauty, convenience and comfort. LUXTROL 


For free literature on LUXTROL light control, 
write your name and address on a corner of 
this page, tear off and mail to The Superior 
Electric Company, 14104 Demers Avenue, 
Bristol, Connecticut. 
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AMERICA’S 
MOST VERSATILE 
BUILDING 
MATERIAL 


7 
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Roof sheathing of West Coast lumber— 
the building material with an outstanding 
record of performance—is strong, rigid 
and long-lasting. It is easy to handle, easy to 
apply, offers real nail-holding power. 

West Coast lumber is time-tested in 
conventional construction. And, as always, 
it remains the natural choice of the day’s 
most creative designers. 


For dependable lumber, specify the 
West Coast species... Douglas Fir, West 
Coast Hemlock, Western Red Cedar 
and Sitka Spruce. 

Send for folder describing free literature 
available for your reference files. 


West Coast Lumbermen’s Assn., 
1410 S. W. Morrison St., Portland 5, Oregon 





L U M B E R Douglas Fir * West Coast Hemlock 


Western Red Cedar «+ Sitka Spruce 


whatever the job, consider WOOD FIRST! 














HOUSE & HOME 








IME 





SPL hater dels SRT 





ait 


- 





Simplify 
“hideaway” 









~ installations with 

$ UTILITY HORIZONTAL 
$ FORCED AIR 

= FURNACES 


me Oe og + 
t, 


Adaptable , 


= - *a; “ae 
° 






























































GAFFERS & SATTLER 
AND OCCIDENTAL 
Automatic Gas Ranges 


UTILITY 
Furnaces e Air Conditioners 
Air Coolers « Water Heaters 












a happier living family tree... 


all branches of furiniry) 












Let us send you information on the complete Utility heating and air conditioning line. 





UTILITY APPLIANCE CORP., Dept. HH-10 
4851 S. Alameda St. « Los Angeles 58, Calif. 


ico ER w 

“ ee ne 

Pee | Please send me full information on: 

C] Utility Automatic Heating and Air Conditioning Equipment 

4 C] Utility Cooling Equipment = 

UTILI : 3 Y | C] Utility Automatic Gas Water Heaters B3 
4 oe 

is a 


NAME 
ADDRESS 
CITY. ZONE___STATE 
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Seafoam green asbestos shingles 


Now, you can offer your prospects _ you side with this beautiful green isa 
fresh, authentic colors inspired by —_ powerful “billboard” for you because 
the beauty of Bermuda—“Seafoam Gold Bond’s exclusive “Surfaseal” 

Green” shown above and “Holiday _ Finish keeps colors fresh years and 

Blue” on opposite page. The new years /onger. The coveted Good 
Gold Bond Chroma-Tex creation— Housekeeping Guaranty Seal backs 
“Seafoam Green” — gives your jobs every Gold Bond As- 


pee. 2 ; : Kae. GN 
a beauty and distinction that just bestos Shingle. Send (¢,Grsjonerdby © 
\ 


can’t be matched. And every house foractualsamplesnow. “ 


45 anveanst HSS 


NATIONAL GYPSUM COMPAN 
BUFFALO 2, NEW YORK 
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y”"DPEN DOORS TO MORE SALES! 















































Holiday blue asbestos shingles 


Here’s another brand new Gold Beauty” national advertising cam- 
Bond Chroma-Tex color—stunning paign in magazines like Better 
“Holiday Blue.” This color is dee Homes and Gardens and Good 
signed to turn your prospects into Housekeeping. Gold Bond gives 
customers. You'll be pleasantly sur- _ you exclusive colors in shingles that 
prised to find how many prospective _ are easier to handle, faster to apply. 
homeowners have been pre-sold by Write National Gypsum Company, 
Gold Bond’s powerful “Bermuda Dept. HH-104, Buffalo 2, N. Y. 
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N W Build better with — 


Dutch Lap Hexagonal Corrugated ee 
Siding Siding = Roofing Sheets ne 
Shingles Shingles 9 ~~ Se 





Gold Bond . « ASBESTOS PRODUCTS 
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SelecTemp Highlights 


THERMOSTAT IN EVERY ROOM. Temperatures 
can be varied in every room to fit the 
“activity plan” and personal preference of 
the occupants. 

MODULATED HEAT. Air circulation is contin- 
uous. Both temperature and volume of air 
are automatically modulated, as required to 
offset heat loss from room. 

FILTERED, CIRCULATED AIR. Individual room 
air circulation prevents transmission of odors 
or bacteria from other rooms. Air is cleaned 
by a spun glass filter in each room unit. Fil- 
tered outside air can be introduced if desired. 
BOILER LOCATION. Does not require centrally 
located heating plant. Boiler can be placed in 
any desired location, with proper distribution 
of heat to every room. 

LOW POWER COST. No electricity required 
to operate circulating fans or thermostats. 
LOW INITIAL COST. No other system can be 
so easily installed in either new or old con- 
struction. Small soft copper tubing (1% inch 
I.D.) carries steam to individual room heater 
units. Return lines are 4 inch. Substantial 
savings in installation costs. 

LOW FUEL COST. Temperature easily reduced 
in unused rooms. Eliminates overheating. 
AUTOMATICALLY BALANCED. No special ad- 
justments of dampers, valves or orifices 
required to balance heating system. Each 
unit continuously regulates heat needed for 
each room. Automatically compensates for 
external heat sources such as fireplace or 
solar heat, without affecting temperatures of 
other rooms. 











A THERMOSTAT 
IN EVERY ROOM 


79 
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* BAB y's BAT 
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Advanced new central heating system 


permits choice of any temperature in any room 


SelecTemp offers more genuine comfort 
than any other central heating system 
yet devised. With SelecTemp heating 
the occupants of every room may select 
whatever temperature they desire, at 
any time. The air within each room is 
filtered, warmed and quietly circulated 
by room heater units with independent 
thermostat controls. A SelecTemp sys- 
tem solves forever the problem of hard- 
to-heat rooms, and rooms requiring 
special temperatures—like the bath, 
the baby’s room, and the occasional 
sick room. 

And very important—SelecTemp 
heating, with its individual room tem- 
perature controls, costs no more than 
many conventional systems with only 
one thermostat for the entire house! 


Smooth, even warmth at any temperature 


Whatever temperature is chosen for 
each room, it is maintained exactly. 


IRON FIREMAN 


PRODUCT OF 


SelecTemp room heater units do this 
by constant heat flow. Each unit oper- 
ates continuously : not the conventional 
“on and off,” but faster or slower 
depending on weather changes. With 
this immediate reaction to the slightest 
temperature change, SelecTemp heating 
completely eliminates the drafts and 
heat fluctuations of regular furnace 
““cycling.”” Units may be turned down 
as low as 40°F. in unoccupied rooms, 
for real fuel economy. Comfortable 
temperatures are quickly regained when 
needed. 


Send for SelecTemp catalog 
SelecTemp heating can help you design 
and build more comfort into any type 
residential, institutional, or commercial 
building—new or old. Be sure to send 
for complete information and specifi- 
cations. Please use the coupon below. 


THE IRON FIREMAN 


NEY 


IRON FIREMAN MANUFACTURING CO. 


Send for full 


information 


Copyright, 1954-I.F. Mfg. Co. 


Name 


3242 W. 106th Street, Cleveland 11, Ohio. 


Please send literature on Iron Fireman SelecTemp heating. 
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leo LIMESTONE VENEER 


ectablighes permanence in...vALUE 


Using tlea Limestone Veneer partially or completely in the 


construction of a home always assures these permanent 


advantages. For many builders, permanent value is of primary 


importance. Permanent in every way, ilea Limestone 


Veneer establishes value in addition to imparting beauty 


and distinction. For quality — for durability — 


QUALITY 
BEAUTY 
DISTINCTION 
DURABILITY 


ilea Limestone Veneer is unsurpassed as a home investment. 


Adaptable to every contemporary design, tlea Limestone 


Veneer adds eye appeal for more sale appeal. 











OCTOBER 1954 





BEDFORD, INDIANA 
“World’s Largest Producers of Building Stone” 





INDIANA LIMESTONE COMPANY, INC. 
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for f Sauarignive booklet 











CITY & ZONE STATE 





BUSINESS OR PROFESSION 


® INDIANA LIMESTONE COMPANY, INC. 

- DEPT. HH10, BEDFORD, INDIANA 

> Please send me FREE 2-color booklet on ILCO Limestone 
es r 

e Veneer. 
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Time and material for chimney construction is being cut 
30-50% on average new housing installations with the Van-Packer 
Packaged Masonry Chimney. It goes up with 2 ft. genuine 
masonry flue sections — installs with one man in 3 hours or less, 
with two men, 14 hours. Ceiling or floor suspended (under 


construction above), the chimney installs directly over furnace 
saving valuable floor space. No special skills required. Sections 
made of 5g” fire clay tile inner lining, 3” vermiculite concrete 
insulating wall, and cement-asbestos jacket, Chimney’s insulating 
value equal to 24” solid brick wall. 


Genuine masonry Van-Packer chimney 
goes up by sections in 1!/2 hours 








& lit il 


Easy-to-use plastic squeeze bags provide Approved for all fuels—coal, oil, gaa— Completely packaged, all parts 
the acid-proof cement permanently sealing the Van-Packer Chimney is FHA accepted, needed delivered to the job. See your local 
each joint (above), Van-Packer Chimney UL listed, approved by major building classified telephone directory for listing of 
withstands 2100° F., is UL listed for codes. “Brick-Panel” Housing has “buyer Van-Packer distributor. If none is listed, 
zero clearance. acceptance” of conventional brick, write Van-Packer Corp. 


YZ PACKAGED MASONRY CHIMNEY Send for all the facts 
ran-Packer WITH “BRICK-PANEL" HOUSING °° ‘he Van-Packer 


Van-Packer Corporation ¢ Bettendorf, Iowa Safety Chimney. Ask 


Packaged Masonry 


for Bulletin 19J- 
AF28. 
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KD MULTIPLE-USE CABINETS 


Mako Solling Remodeling Jobs 
Easior...More Protitable 


Here are three big reasons why: 
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BILT- WELL cobinets are EASY TO FINANCE 


BILT-WELL multiple-use cabinets meet all the require- 
ments for easy-payment financing under FHA Title | or 
open end mortgages. You can sell your prospects a complete 
remodeling “package” that can be painlessly financed with 
one loan. 


Whether the job calls for remodeling a kitchen, 
a bedroom, a basement, or the entire house, 
BILT- WELL multiple-use cabinets provide added 

advantages to help you get the contract and 9-4 — 7. 
make a good profit. Write for complete infor- 
mation today! 

“There’s a Quality BILT-WELL Cabinet Unit 


to Meet Storage Needs in Every 
Room of the House” 





BILT-WELL 


j 








cabinets ore EASY TO INSTALL 





BILT-WELL cobinets are EASY TO SELL 


Your customers will like the custom-made appearance of 
BILT-WELL cabinets. They are manufactured from 
friendly, clear Ponderosa Pine and are designed with 
modern, continuous lines and smart rounded corners to 
harmonize beautifully with contemporary appliances and 
furniture. They are ideally adapted to all types of finishes 
... Natural, stained or painted. They're inexpensive too! 
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The BILT-WELL Line: 


BILT-WELL WINDOW 
UNITS—Awning, Double 
Hung, Casement, Base- 
ment, Storm and Screen, 
Gable, Sash & Louvers... 
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BILT-WELL CABINET 








Your labor costs will be drastically reduced if you specify 
BILT-WELL KD cabinets for your remodeling jobs. A 
complete installation can be made in just a fraction of the 
time it takes to custom-make cabinets on the job. Each 
BILT-WELL unit is completely factory machined, pre- 
fitted and individually cartoned with all component parts 
and simple-to-follow assembly and installation instructions. 
There are over 50 different types and sizes to fit easily into 
any shape or size of room, any wall opening. 





UNITS— Kitchen, Ward- 
robe, Multi-Purpose, Cor- 
ner China, Mantels... 


BILT-WELL DOORS—in- 
terior, Exterior, Combina- 
tion, Garage, Screen, 
Flush, Entrances. 
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Johns-Manville 


Specified by 
Lathrop Douglass, 
architect for the 


Cross County Shopping 


Center —the largest 
in the world! 


The new Cross County Shopping Center in 
Westchester County, New York, represents 
a major step forward in the design and 
construction of suburban shopping facilities. 

J-M Colorbestos, a new pre-finished siding 
material, makes an important contribution 
to the beauty and architectural design of 
this huge construction achievement. 

Made of two practically indestructible 
materials, asbestos and cement, Colorbestos 
comes in sheets 32” wide by 96” long and 
3/16” thick. They are predecorated and will 


JOHNS MANVILLE 







Colorbestos sets a new style in modern construction... combines beautiful 
color and striking texture in a large, lightweight asbestos sheet 


never require preservative treatment. They 
cannot rot or rust and, of course, they 
are fireproof! 


The new colors and striated graining are 
imparted to the sheets by embedded ceramic 
granules in the asbestos cement. The grain- 
ing is so striking, it is difficult for the eye 
to distinguish the vertical joints. No batten 
strips are needed. Used in combination 
with stone, glass, or wood, Colorbestos 
creates a beautiful balance of texture and 
color—inside and out. 


Johns-Manville 


PRODUCTS 





Siding Sheets... 
—"- 
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LPAPER SELLS HOMES 


for the Joan-Mac Corporation, one of 
Long Island’s leading residential builders. 
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“We use wallpaper throughout most of our homes,” reports the Joan-Mac 
Corporation, “since it is less expensive to use and provides our homes with an 
atmosphere of luxury and individuality. As a matter of fact, we can put up wall- 
paper in less time than any other wall covering — and the men prefer it because 
only one application is needed.” 
The Joan-Mac Corporation this year has started over 100 medium priced brick 
homes on Long Island’s south shore. They have found through experience that 
wallpapered homes have the warmth and individuality to assure a quick sale and 
higher profit. 
; 
WALLPAPER COUNCIL 509 Madison Avenue. New York 22, N. Y. 
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the newest thing in kitchens is 
Capitol Kitchens’ completely new 
gline of steel kitchen cabinets 





NEW COLOR! Capitol joins forces with 


the famous House & Garden color program 
to bring you twelve Capitol colors plus white, 
perfectly coordinated with all the quality 
home furnishings and accessories already 
offered in House & Garden colors. 


NEW FINISH! Six of Capitol’s new colors 
are in the remarkable ‘“‘Color-flecked”’ finish, 


a variegated, multicolor effect of unique 
beauty ... and so durable it can actually be 
scoured without marring! 


NEW DESIGN! Capitol kept only its tra- 


ditional quality all-welded construction, then 
restyled from top to bottom. The result is a 
modern, functional, rounded-contour design 
that incorporates such features as: 


Self-closing drawers on silent nylon 
rollers. Self-aligning hinges. Choice 
of four handle finishes. Fully insu- 





KITCHENS 


DIVISION OF HUBENY BROTHERS, INC. 
614 East First Ave. 
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Roselle, N. J. 
“CABINETS OF STEEL FOR LASTING APPEAL" 


lated door and drawer fronts. Re- 
cessed “sit-down” sink fronts ... 
and many others. 


Feature cabinets include popular 
built-in oven and countertop range 
cabinets, mixer cabinets, fan cabinets 
and roto-base corner cabinets. 


NEW PROMOTION! The full-color ad 
shown at left is the kickoff of Capitol’s new 
promotional series. New literature, new ad 
mats, new point of sale material round out 
the program . . . most comprehensive in 
Capitol history. 


NEW SALES OPPORTUNITIES! 1: a! 


adds up to big new moneymaking possibili- 
ties for the dealers and builders who sell and 
use the all-new Capitol Kitchens. 


Write for full details today! A few dealer 
and distributor franchises are still open? 


sg teenie teenies 
CAPITOL KITCHENS 


division of Hubeny Brothers, Inc. 
614 East First Ave., Roselle, N. J. 


Please send complete information about the new CAPITOL 
Kitchens. 


lama [] distributor [) dealer O builder. 


NAME 
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For variety 
in windows 
there’s nothing 
like a “‘family’’ 


From window walls to basement 
sash, there’s window variety for every archi- 
tectural need in the Curtis Silentite “family.” 
That means a single, dependable source for 
all your window requirements. You can give 
home owners exclusive window features and 
advantages, developed through Curtis re- 
search—plus the assurance that materials 
and workmanship of every Curtis Silentite 
window are fully guaranteed. 


So take your choice of the Silentite family— 
double-hung units—casements—awning 
windows—panel windows—convertible 
windows—and many others. With any, or 
all, you’ll achieve the kind of customer sat- 
isfaction that sells homes today. 





It's a ¢ t—awning...or hopper-type window...as 
you choose—this new Curtis Convertible! More than a 
thousand window combinations are possible with this ver- 
satile window that is always “right side up.” 














No window “monotony” here! In this house, Silentite double-hung 
units, casements and picture window form an attractive combination, 
The Silentite “family” offers the right window for every purpose. 


These smart, single-light 
Silentite casements are 
truly weather-tight. The 
Curtis adjuster provides 
fifteen times the opening 
force of the ordinary 
lever type. Screens and 
insulating glass furnished. 
Available in several sash 
styles. 





ORE-FIT 


the Jnsw/ated window 


Curtis makes a com- 
plete line of architec- 
tural woodwork and 
birch kitchen cabinets 
for homes of all types. 
Make your next home 
"all Curtis.” 


Available in twelve sizes, 
Silentite awning windows 
provide controlled ven- 
tilation—with positive 
weather-tightness—in 
any climate. Adaptable 
to any type of wall con- 
struction, Silentite awning 
windows come com- 
pletely factory assem- 
bled and carton-packed 
for easy installation. 


es es ee es ee ee ee Oe ey 
Curtis Companies Service Bureau HH-10-54 
200 Curtis Building 

Clinton, Iowa 

Please send literature on the Curtis line of 
Silentite windows. 
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U. S. Packaged Gas Boiler 


A new, completely equipped, factory- 
assembled, me boiler that cuts instal- 
lation time and costs to the minimum. 
Designed for economy and reliability. Made 
of cast iron—the lifetime metal. Seven 
sizes from 45,000 to 180,000 btu to provide 
comfortable hot-water heating for small 
and medium-sized homes and commercial 
buildings. Approved by A.G.A. and your 
local gas company for natural, manu- 
factured, mixed, L.P. and L.P. Air gases. 
Ask for catalog. 


New product news 


You get the latest developments—in engineering, 
research and manufacturing—when you select 
U.S. To fill your every need for indoor comfort job... 
conditioning equipment—summer and winter— 
it’s easy to do business with U.S. Radiator. There 
are U.S. Branch Offices and Sales Representatives 
in every section of the United States. The U.S. 


U.S. Cast Iron Radiant Baseboard 


Handsome cast iron baseboard of advanced design for steam or 
hot-water heating. Made in 1) and 2-foot sections, with adjustable 
accessories to fit runs of any length. Simple hangers make it quick 
and easy to install, recessed or flush, in homes, offices and com- 
mercial buildings. Few parts and only two radiator lengths simplify 


your stock. Ask for catalog. 


OveER 


UNITED STATES RADIATOR CORPORATION: Boilers, Radiators, Heating Accessories « Pacific Boilers » Cyclotherm Steam Generators » Metal Products « Drayer-Hanson Air Conditioning and Commercial Refrigeration 
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HALF 


GENERAL OFFICES » DETROIT 31, 


U.S. Self-Contained Air 
Conditioners 


Versatile new U.S. Air Conditioner that 
cools, heats, ventilates, filters, circulates, 
dehumidifies! Installed quickly, simply 
anywhere—no ducts required. Available 
in 2, 3, 5, 8, 11 & 15 ton sizes for auto- 
matic operation in old or new _ stores, 
offices, tm etc., of any size. Other 
types of U.S. air conditioning units are 
immediately available for remote or self- 
contained installations, chilled water or 
forced air. Ask for catalog. 


Ask for catalog. 


Aa CENTURY GREAT NAM 





U.S. Super-Pak Steel Boiler 


A completely preassembled, oil-fired steel 
boiler-burner unit that gives you un- 
matched ease of installation. Space-saver 
size and attractive jacket let you place it 
anywhere—in the basement, utility room, 
kitchen or closet. The Super-Pak package 
is shipped with everything bead, we for 
quick installation, including all controls, 
fittings, circulating pump and tankless hot- 
water heater. Just connect to piping and 
wiring, and it’s ready to go. Ask for 
catalog. 


Representative will be glad to recommend the 
right units you need for every heating or cooling 
. boilers, furnaces, radiation and summer 
air conditioning. He will assist you with your 
plans. Write us today for the name of your nearest 
U.S. Representative or for further information on 
new U.S. products. 





U.S. Copper-Aluminum Baseboard Radiation 


No baseboard radiation is easier to stock and install than the new 
copper tube-aluminum fin U.S. Fin-Ray—Model CA. Made in 
6-foot lengths—easily cuts to any length. Backplate positions all 
parts. All accessories quickly install by slip-fit . . . no sheet metal 
screws required . . . tubing is connected by simple sweat fittings. 


UNITED STATES RADIATOR (ORPORATION~ 
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MICHIGAN 





this is the.>* 


ALL THESE OUTSTANDING FEATURES: 


@ The only operating hardware designed and cor- 
related for complete awning window assembly. 


@ Strong worm and gear operators with remov- 
able handle securely lock sash in either vertical 
or horizontal position through screen or storm 
window from inside the room. 


@ Entire operating hardware completely concealed. 


@ Exclusive Win-Dor designed sliding hinges with 
bronze bearings and large nylon slide bushings 
for feather glide operation. 


@ Heavy, ruggedly constructed Win-Dor operator 
with machine cut worm and gear segment, to 
easily control any standard size single or double 
glazed sash. 


@ Newly designed non-projecting locking handle 
has exceptional pulling power to insure tight 
fit of sash against weatherstrip. 


@ Special “kick-out” built into locking handle 
easily breaks paint and ice seal with protection 
against glass breakage. 


@ Field tested and fully warranted by Casement 
Hardware Company. America’s oldest manu- 
facturer of window controls. 


Wir Dor 


FRICTION - HINGES 


Brand New Win-Dor ‘‘through the screen’’ 


awning, panel and casement, opera- 
ting window hardware. 


@ 


LOCKING HANDLE 


Strong rugged device with 
non-projecting handle, has 
sufficient pulling power to 
lock sash weather tight and 
special, built-in ‘‘kick-out" 
action to break ice or paint 
seal. 


SLIDING HINGES 


These hinges enable sash to 
project as it lowers from the 
head. Heavy steel arms with 
brass bearings and large ny- 
lon slide bushings permit 
friction-free lifetime opera- 
tion. 


The Win-Dor Friction Hinge is de- 
signed for durability and positive 


friction holding. Exceptionally 
smooth operation is achieved by 
use of Win-Dor's nylon slide in 
the heavy steel track which gives 
positive tension and holds sash 


in apy Open position. Heavy steel 


arms with brass rivets assure years 


of trouble-free operation. 



































CHICAGO 11, ILLINOIS 


Famous for Quality Since 1906 

















THE CASEMENT HARDWARE COMPAN! 


Dept. E-10, 612 North Michigan Avenue 


Manufacturers of Win-Dor Casement Window Hardware 
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4 Show ease of cleaning, 
*« rounded bottom giving 
access for vacuum or dust 
mop. Run hand over smooth 
surface, point out absence of 
dust-catching crevices. Any 
wife will like that! 


Convince toughest prospects by 


Show prospects the trim, modern beauty of TRANE 

» Baseboard Convectors, for that is what starts selling 
them the minute they walk in the door. Even if they’ve 
taken a heating system for granted up to this point, both 
husband and wife will realize instantly that your house has 
something special. So grab this chance to point out that 


Demonstrate clean heat 

» ... how this gasket cuts 

housecleaning by preventing 

heat streaks on walls... how 

there are no registers to cir- 

culatedust-laden air through- 
out the house. 


No wheezing gusts of air 

» when this system starts 

up—and you can prove it. 

Point out that there are no 

fans... no ducts to transmit 

noise. Prospects will appre- 
ciate quiet heat. 


Show the decorating 
superior comfort — 


your home is 


these TRANE Baseboard Convectors offer not only su- 
perior heating comfort, but more—far more. Show Mrs. 
Prospect their graceful lines that blend with any furnish- 
ings . . . show her that she can paint them to fit any 
decorating scheme she has in mind. Already, you’ve got | 
her nodding her head! 


Show it’s built to last 

» as long as the house 

. . won’t need major re- 
pair or replacement in 15 
or 20 years. Assure pros- 
pects they get a home with 
top resale value built-in! 


7 Instant heat response 
« from TRANE’s efficient 
aluminum-and-copper coil is 
another promise you can 
make. No long, cold wait for 
heat ... no overheating... 
maximum fuel savings. 


NATIONAL ADVERTISING helps pre-sell your house prospects on TRANE Baseboard Convectors. 













intidemonstration that sells houses faster! 


: by} showing these features of Trane Baseboard Heating 


H Glance at these pictures and see how easy it is to Use this demonstration to convince toughest pros- 

rating freedom, explain the delight the wife, make sense to the husband, close pects you’ve built standout value into your house 
sales faster — by dramatizing TRANE Baseboard —prove you're offering more for the money! 

a s roof Heating. Both will appreciate how this system Whether you’re building one house or hundreds 

ort — ere p promises genuine heating comfort by heating where of them, TRANE Baseboard Heating—demonstrated 
| ' cold begins—along outer walls, under windows. Mrs. this way—will help oe speed A et sale. 

° Prospect can see at a glance that TRANE Baseboard See your nearest TRANE Sales ce or write 

me is a standout varwe: allows her complete decorating freedom. TRANE, La Crosse, Wis. 




















surrounded—literally surrounded—by an 


| 2 Show the freedom of furniture arrangement this TRANE sys- Assure them THIS system heats where 

ae » tem permits. They'll like being able to place furniture any- » cold begins — under windows, along even blanket of gentle warmth. There are 
ish, where, even against Baseboard Convector, without harm from _ outer walls. Point out that instead of get- never any more cold drafts around floors 

ee i excessive heat or sharp edges . . . enjoy being able to use any ting spotty heat that’s concentrated at where children play. Drafts are stopped 

Apes ® length of draperies. just a few points, the entire living area is before they start! 



















Let them see the safety! TRANE 

» Baseboard Convectors are never 
too hot for a baby’s touch; no dan- 
gerous sharp edges! From comfort 
to beauty, savings to safety, you’re 
talking the prospects’ language! 


Where wall area is limited, as in bathrooms, your best answer is often WUT 
7 § 

the TRANE Type A Convector. Ties in with same system 

as baseboard. Install free-standing or recessed. — 


Sell houses faster with the help of 


TRANE 


» last 


re Baseboard Convectors 
arith MANUFACTURING ENGINEERS OF AIR CONDITIONING, 


-in! HEATING, VENTILATING AND HEAT TRANSFER EQUIPMENT 


The Trane Company, La Crosse, Wis. « East. Mfg. Div., Scranton, Penn. 
Trane Co. of Canada, Ltd., Toronto e 90 U.S. and 14 Canadian Offices, 














There’s money 
in the attic! 








GET MORE How many unfinished attics are therein your com- 
munity—crowded, cluttered up, old 3rd-floor ‘‘ ware- 

REMODELING JOBS houses”’ for junk—fire hazards. 
Right now is a good time to line up some profitable 
WITH VERSATILE inside work for the winter, turning unused attic space 


into comfortable living quarters for the family. 
And depend on Masonite Presdwood for a big 


M A oe oO wi iT gE “ assist.’? Among the 33 types and thicknesses of smooth, 


rigid Presdwood® are the materials for floors, walls, 


PANELW o o D ceilings, built-ins and decorative touches. 


Panelwood and Tempered Presdwood are grainless, 
AND all wood hardboards made stronger with nature’s own 
lignin. They cut and fit like wood, finish beautifully. 


TEMPERED Send coupon for an idea-starting plan. We’ll also 
send you our “Idea Book” with dozens of money- 


PRE SDWOOD making suggestions for working with Presdwood. 














Please send me, without obligation, your plan No. AE-297 for finishing 
an attic, and your “Idea Book.” 


i 
| 
| 
| HH-10 | 
NATURALLY STRONGER WITH LIGNIN | 
4 sb ® | i 
DUDMIR so os 6b. 500 osc cbseeeebeceeser be eae bec vocccsscccceee 
prespwood | MASONITE? | | 
wom) CORPORATION | ,,, | 
Pere eee eT eR TE eg Wik sess c¢ebes 
Dept. HH10, Box 777, Chicago 90, Ill. WOW Sa 60k ove sce eer ae OSES Wicte sso REO c ren | 
“Masonite” signifies that Masonite Corporation | ! 
is the source of the product | 
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ustom heating for custom homes 
rom General Motors 0 DELC ! HEAT! 






























GM assembly line methods that cut heating unit 
costs to save on every home you build! 


GM backing that gives you a name you can 
merchandise to prospects! 


GM engineering that has designed units to fit 
all today’s modern building needs! 





Here’s the top of the Delco-Heat line—designed specifi- 
cally for the fine installations you need in custom homes. 
Simple and compact, these sensational oil and gas units 
deliver the luxury of perfect automatic forced warm air 
comfort. Both are available in ““H’’ models for basement, 
alcove and closet installation and in “LD” models for 
basement installation. The six gas-fired GSA units range 
in size from 100,000 to 190,000 Btu input. The six oil- 
fired OPC units from 80,000 to 150,000 Btu output. All 
units except the OPC 150 LD and GSA 190 LD are shipped 
assembled for fast installation. 

Your nearest Delco-Heat Dealer is listed in the Yellow 
Pages of your phone book. Or write: Delco Appliance Div., 
Dept. HAH, General Motors Corp., Rochester 1, N. Y. 


|N DELCO-HEAT 


MOTORS 





.a complete line of automatic oil and gas-fired conversion burners. Conditionair forced warm 
air furnaces and heating and cooling units, boilers, water heaters and electric water systems. 
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ee 
bs /. put a Modernfold wall in our model home,” says 
three out of four customers George Seltzer of Seltzer-Fortune Homes, Inc., Parma, 


preferre re Mi oO D gS ee N FO & D % Ohio. “Fully 75% of our customers selected Modernfold 
over a permanent-type wall separating the living area 
—Says builder George Seltzer from a third bedroom. We like them—and so do our 

customers.” 


; 
| 
- 
bi 
| 


Specify Modernfold and you specify extra quality— 
extra satisfaction, made possible by: 


* Modernfold’s exclusive center- 
line design—same number, same type 


the doors that fold of balanced pantograph hinges—both 
like an accordion top and bottom for greater strength. 


f * Two —notjust one—vertical steel 
sate) d ernrTo I d rods to each hinge section for greater 


DOORS rigidity. 





by NEW CASTLE * Trolleys at hinge intersection— 
along the centerline—for smoother 


Copyrighted New Castle Products, Inc,, 1954 torque-free operation. 


Get full details from your Modernfold distributor (under 
“doors” in city classified directories) or write New Castle 
Products, Inc., P.O. Box 878, New Castle, Ind. 


In Canada: New Castle Products, Ltd., Montreal 6 
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“BUILDING GOOD WILL is an essential part of every business. In 


‘ The Sat lay Evening 
home construction, good will depends on the kind of products used by the CN ee 


builder. The better the products, the better the home and the happier the p i” 4 a 
customer. We’ ve found that brands advertised nationally are the best, and that’s | 
one big reason we use forty Post-advertised products.” (Manufacturers of a " z 


building materials, equipment and fixtures place more advertising dollars in the 


Post than in any other consumer magazine.) —gets to the heart of America 
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To solve all your heating and cooling problems... 


To sell even your most particular prospect... 


MODERNIZE WITH SUNBEAM BY AMERICAN-STANDARD 


When you have a modernization job or a trade- 
in home to make more salable, the Sunbeam 
air conditioner line will be your best solution 
to the heating and cooling problem. You can 
be certain there’s a Sunbeam winter and summer 
air conditioning unit designed to fit your par- 
ticular job. That’s because the complete, inte- 
grated Sunbeam line offers you a wide range of 
basement, utility, counterflow, horizontal, and 
gravity units for every home, for every climate, 
for every fuel. 

Prospective home buyers know the quality 
of Sunbeam by American-Standard. They know 
you are offering them the best in home heating 
and cooling because millions of them are being 


American- Standard 
SUNBEAM AIR CONDITIONER DIVISION 


ELYRIA 


pre-sold by full-page Sunbeam advertisements 
currently appearing in The Saturday Evening 
Post, Better Homes and Gardens, The American 
Home, Small Homes Guide and Home 
Modernizing. 

With Sunbeam you can give them year- 
round air conditioning. Or you can install a 
Sunbeam winter air conditioner and show your 
prospects how easily summer air conditioning 
comfort can be added later without expensive 
alterations. 

Sunbeam units undergo the industry’s most 
thorough tests... your assurance that you 
will not be troubled by unnecessary calls or 
adjustments. 


See your Sunbeam distributor or dealer for} 
more information and prices. You'll find him] 
listed in the classified section of the telephone J 
directory under “Furnaces” or “Air Con-ff 
ditioning Equipment and Supplies.”” Sunbeam § 
Air Conditioner Division, American Radiator 9 
& Standard Sanitary Corporation, Elyria, Ohio. | 


GET THIS NEW HANDY BUILDERS’ GUIDE: Condensed a 
guide gives you dimensions, capacities and other per- 7 
tinent information that will aid 

you in selecting the right winter 

and summer air conditioners for 

the homes you modernize and 

the homes you build. 


Sunbeam Air Conditioner Division 
American - Standard 


Name 


Street. 


ORI! ( City 


Dept. H-10, 40 West 40th St., New York 18, N. Y. 


Please send me your Handy Builders’ Guide. 


Executive Offices: 40 West 40th St., New York 18, N.Y. 


~- Seruing home and industry ~~ AMERICAN - STANDARD + AMERICAN BLOWER + CHURCH SEATS & WALL TILE » DETROIT CONTROLS + KEWANEE BOILERS » ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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Perimeter insulation is 
individually wrapped in VISQUEEN film. 


GERHOLZ COMMUNITY HOMES 


uses WIS OU FEN i, 800 unit project 





Sian a 


16 foot wide VISQUEEN 


drops into place with minimum of labor. 


Concrete slab floors protected forever from moisture penetration by VISQUEEN film barrier 


VISQUEEN film, job tested on hundreds of homes, 
is the moisture barrier under the slabs floors in 
Robert P. Gerholz’ prize-winning community devel- 
opment in Flint, Michigan. 

“I used viSQueeEN film in my Westgate Park devel- 
opment for two reasons,”’ says Mr. Gerholz, past 
president of the NAHB. “First it is the most endur- 
ing vapor and moisture barrier I can buy, and 
second, it costs less in place under the slab than 
any comparable material.” 

IMPORTANT: VISQUEEN film is all polyethylene but not all 
polyethylene is VISQUEEN. Only VISQUEEN, produced by process of 


U.S.Patents No. 2461975 and 2632206, has the benefit of research 
and resources of The VISKING Corporation. 


® 
Ulf UW film... a product of 


THE VISKING CORPORATION 

World’s largest producers of polyethylene sheeting and tubing 
Plastics Division, Terre Haute, Indiana 

In Canada: VISKING Limited, Lindsay, Ontario 

In England: British VISQUEEN Limited, London 


Extra-wide (up to 16 ft.), extra-light (1000 sq. ft. 
weighs less than 20 lbs.), VISQUEEN greatly reduces 
labor costs for installing the moisture-proof mem- 
brane. Often the savings are as much as or more than 
the cost of the film. 

Now builders everywhere can have this superior 
moisture barrier under slabs, in crawl-spaces, on 
stud walls and ceilings, for flashing and termite shield. 

Mail the coupon for detailed information and name 
of distributor serving your area. 


The VISKING Corporation, Box HH10-1410 
Plastics Division, Terre Haute, Indiana 


(-] Tell me more about VISQUEEN film. 
(_] Who is the distributor in my area? 


Name 





Company 
Address 











City Zone State 
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add 50% greater 
FIRE SAFETY 


to lath and plaster ceilings 





The simple addition of Keymesh 
galvanized reinforcing lath over 
gypsum lath increases the fire 
rating reference of a ceiling from 
one hour to one and one half hours, 
when finished with % inch of light- 
weight aggregate plaster. 

This increased fire safety is 


further evidence of the excep- 
tional value Keymesh reinforced 
lath and plaster adds to every 
building, from the low cost home 
to large commercial and industrial 
buildings. It’s another reminder 
that Keymesh costs so little, but 
adds so much. 


PLUS positive protection from cracking 


When Keymesh lath is used, your 
entire ceiling and wall surface is 
reinforced with a vast network 
of multi-directional reinforcing 


wires, adding far more protection 
from cracking. This protection 
that stops cracks before they start, 
costs so little, but adds so much. 


PLUS greater over-all strength 


Keymesh lath helps the plasterer 
get a full, uniform thickness of 
plaster. With its open mesh, each 
wire is fully embedded, while 
serving as a gauge to assure the 


full 4” thickness of plaster speci- 
fied. Full, uniform thickness 
assures greater over-all strength. 
Yes. Keymesh costs so little. Key- 
mesh adds so much. 


Recommended and used by America’s leading lathing and plastering contractors. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


KEYBEAD + KEYCORNER 


KEYSTONE NAILS” + 


KEYMESH - 
FABRIC + 


TIE WIRE > 
CLIMBABLE AND ORNAMENTAL FENCE 


KEYSTONE WELDED WIRE «=p 
KEYSTONE NON: [catalog 
in 
SWEET'S FILE 


2d lle 3d 














KEYMESH 


GALVANIZED REINFORCING LATH 


Here’s all you do! After gypsum 


lath is applied, cover it with Keymesh. The 





exclusive reverse-twist weave makes 
it unroll flat; go up flat. It’s so easy to 
apply. Then it’s plastered, following 
customary practice. Proved through 
the years as a superior reinforcement 
for stucco, it now brings new value 


to lath and plaster construction. 


it adds so much, it costs so little. 


For highest quality at lowest cost, 
use the 3 KEYS TO STRONGER PLASTER 


~*~ 
S 





3KkrysTo “ 
STRONGER PLASTER > KEY MESH I|cth for over-all reinforcement. 


Made of galvanized woven wire. Especially 





2 gaol alot tom celmma-iillale Maclartiauiaiiean 





KEYCORNER strip lath, preformed to fit 
snugly in corners. Lies flat when applied to 


joints. Galvanized to prevent rust streaks. 


KEYBEAD corner lath with precision 
iZelduil-toM ol-toleMicl\Mellistie(-Maelgl-s MO) elm 


assures strong, solid plaster corners. 




















P100f of the Pudding! 


Prominent Builder uses 
Flintkote Skyline roofing 


for his own new home! 





Mr. Frank King . . . a Southern 
builder with an unusually suc- 
cessful record of achievements, 
knows his building methods and 
materials. 

So, when Mr. King personally 
selected the Skytab specifications 
of Flintkote’s Skyline Roofing 
System to top off the beautiful 
new home he is building for him- 
self—isn’t that proof of the pud- 
ding? Isn’t that proof of this 
system’s great value? 

Why did Mr. King single out 
the Skytab method of Skyline 
Roofing? 










Because Skytab is engineered 
especially for modern low-pitched 
roofs. 

It employs the use of Flintkote 
Mist Gray Shado-Kool Thikbut 
Strip Shingles insuring long-range 
economy and better protection 
against all kinds of weather. 

And Thikbut Shingles provide 
so many harmonious colors to 
choose from... you are able to use 
the one that exactly fills the bill. 

So take a tip from Mr. King. 
Recommend and use Flintkote 
Skyline Roofing. Write for com- 
plete details today. 


Mr. King’s newly-completed big, spacious home in 
Texarkana, Texas. Architect: Reinheimer and Cox. 


Here is Mr. King (center) “supervising” the in- 
stallation of his 75 squares of Flintkote Skytab 
roofing. Skytab is ideal for all types of con- 
temporary structures, when roof slopes are 
within a range of 2”’ to 4” per foot. In addition 
to Skytab, the Skyline System consists of two 
other specifications: Skytex and Skykote... to 
answer most of your modern-day roofing problems. 














Shingle tabs are quickly, easily and surely 
cemented down with Flintkote’s Stik-Tab Cement. 


THE FLINTKOTE COMPANY, Build- 
ing Materials Division, 30 Rockefeller 
Plaza, New York 20, N. Y. 


—_——_ 
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Pomona’s real clay tile colors never fade or become dull. 


POMONA TILE MANUFACTURING COMPANY 


HOME OFFICES: 629 North La Brea Avenue « Los Angeles, California 


SEATTLE + SAN FRANCISCO - LONG BEACH + POMONA + NORTH HOLLYWOOD + PHOENIX - SALT LAKE CITY 
NORTH KANSAS CITY, MO. - CHICAGO - ARKANSAS CITY, KAN. + F. E. Blegert, Dist. for DENVER & DALLAS 





— —_ a the newest look in kitchens is.. 


Sn 


The newest look in real clay tile is 
Pomona’s new Perma-glaze trim being 
made to match most of the Perma-glaze 
deck tile sold in the west. The Kansas 
factory now offers the mid-west a 
complete new line of sparkling colors 
and, for the first time, a full line of 
Rolled-edge trim with stretcher angles 


to match. See coupon below! 


SEND FOR FREE CATALOG! | 


POMONA TILE 
MANUFACTURING COMPANY 


629 No. La Brea, Los Angeles 36, Calif. 

I do want to see pictures and samples of 
Pomona Tile’s complete line. Please rush a 
catalog to me! 
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SATURDAY EVENING POST 
September 11 Edition 


color oat 4 LIVING FOR YOUNG HOMEMAKERS 
{or Ap WM October Edition 


HOUSE BEAUTIFUL’S MAINTENANCE 
and BUILDING MANUAL 
(Fall and Winter Edition) 








| 
5,418,613 magazine subscribers ... over 10,000,000 
readers ... will see Rezo doors featured and 
recommended by one of America’s top authorities 
on home planning. 








Here’s another “first” for Paine — Rezo doors 
selected and specified all through the SHOW- 
HOUSE model home. Dramatically presented 
in full color close-ups in three of the nation’s 
leading magazines . . . to pre-sell your 
customers on Rezo’s distinctive beauty : 
and unrivalled quality. ; 





You can’t offer your customers a better door 
than Rezo — America’s finest hollow core 
flush door. Proven by nearly 7,000,000 
installations — backed by over a century of 
millwork craftsmanship. 

Paine Rezo Doors are 
light weight — easy to 
hang. Beautifully hand- 
matched hardwood face 
panels, Air-vented grid 
core, for year ’round 
dimensional stability in 
any climate, assures a 
lifetime of trouble-free 
service. 


For full details, see your jobber or write: 


AINE 


LUMBER COMPANY, LTD. 


ESTABLISHED 1853 ¢ OSHKOSH, WIS. ’ 





HOUSE & HOME 
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Which is FIR? 


WOOD CHIP Set F-1: 


WHITE Rez 


DRIFTWOOD Rez 


Fast answer: They’re all Fir! 


No mere engraver’s stunt, we’ll be 
glad to send you these actual wood 
chips to prove an important point— 
that with the Rez finishing system you 
finish any wood the way you want it. 





CEDAR Rez 





HAVE ACTUAL CHIPS 
AT YOUR DRAWING BOARD 
AS YOU WRITE SPECS 


No need to rely on printed color 
cards or machine-coated chips. 
Fill in coupon for Rez Wood Chip 
Set F-l—actual Fir chips, finished 
as shown above, to help you in 
the planning stage and to show 


clients on-the-job-results. 















® 


LAUX 








Sales offices in Atlanta; Boston; Bryn Mawr, Pa.; Chicago; Los Angeles; 
New York; Santa Clara; Seattle. 





becomes part 
of the wood 


CLEAR Rez 


USE FIR’S 
BEAUTIFUL GRAIN PATTERN 
-++ TONE IT FOR NEW EFFECTS! 


Fir now actually becomes a new wood 
with Rez Color-Tones. A new mate- 
rial, too, because Rez does more than 
just coat the surface! Rez sinks deep 
into the pores, bonds with the wood, 
equalizes porosity. You can use wood 
as never before—without fear of 
warping, swelling, cracking, discol- 
oration, or climatic deterioration. 


A FAMILY OF FINISHES 


Rez is a family of related finishes. 
These products answer all your wood 
finishing problems—for interior or 
exterior use. No matter where you 
plan to use wood, you should inves- 
tigate the Rez finishing system; it 
offers unusual benefits for you. 





MAHOGANY Rez 


Wide variety of finishes on other standard finishing woods available 
on request, or special woods and/or finishes to your specifications. 


Write: Monsanto Chemical C 





SAGE Rez REDWOOD Rez 


TYPICAL REZ PRODUCTS 


Rez SEALER AND PRIMER— 
(clear Rez). For interior finishing. 
Also as a primer coat for interior or 
exterior use. Prevents “grain raise,” 
presents a uniformly smooth sur- 
face for fast and easy application of 
stain, paint, or enamel. 


Rez COLOR-TONES—for interior 
or exterior use. Come in Redwood, 
Mahogany, Sage, Driftwood and 
Cedar—or custom intermixes for the 
creation of your own tones. 


WHITE Rez—blondes without chem- 
ical bleaching. An easy, 2-step way to 
achieve light surfaces favored today. 


SATINWOOD Rez— 
finishes surfaces to a 
pleasing, satiny sheen 
formerly achieved only 
with hand rubbing. 


see our catalog in 








800 North 12th Street, St. Louis, Missouri. 


(_] Send Wood Chip Set F-1. 
ia Other data requested. Details attached. 
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Why the HD-5 gives you (S01) DOBEANAHY 


Here are reasons why more and more builders are choos- 
ing the popular Allis-Chalmers HD-5 Tractor for all 
kinds of dozing jobs—from land clearing to landscaping. 


2 Built with Dozing in Mind The HD-5 
SR: ee ; 
is the only crawler in its weight and 
power class that is new in design and 
built with dozing in mind. The engine 
is not used as a structural member. In- 
stead, weight and working stresses are 
carried by a full-length, all-steel welded 
main frame. This type of frame allows closer mounting of 
the blade, reduces front-end overhang for better balance, 
permits more direct down pressure on the blade, eliminates 
bulky track-straddling frame that often clogs up. The HD-5 
is built to stand the gaff in clearing land, building streets 
— any heavy dozing. 





en © Works Anywhere, Any Time Crawler 
‘ = my design features large idler and sprockets, 


* >», puts more track on the ground for better 
Spar traction in soft, mucky ground — as in 






Fe a apres gee HY 5, digging drainage ditches or filling in low, 


swampy areas. Plenty of weight, with low center of gravity, 
also helps assure good traction for all dozing. 












sg ] Compact for Tight Places Only 5 ft, 1 
ie F in. high and less than 13 ft long, includ- 





punch (50 belt hp) in small space—works 
easily between houses, around poles and 
trees, any narrow quarters. Double reduction final drive 
allows ample 1144-in. ground clearance. 








Smooth Hydraulic Blade Control makes 

it easy for the operator to work all day 

without undue tiring effort, permits the 

accuracy needed for finish grade, work- 

ing close to manholes, other objects. Full 
vision, simplified shifting, convenient controls, easy steering 
— all help the operator get the most work done with the 
least effort. 


Quickly Hauled Job-to-Job by truck 
or small trailer, the HD-5 might be back- 
filling trenches on one job and a short 
time later be at another location several 
miles away excavating or cutting drain- 
age ditches. 


Maximum Work Time, Minimum 


Down Time Unit construction allows re- 
moval of major assemblies such as engine, 
clutch, transmission, steering clutches or 
final drive without disturbing adjacent 
assemblies, for big saving in down time 
— accessibility saves time for inspection, 
adjustment and servicing — exclusive 
1,000-hour lubrication interval for truck wheels, idlers and 
support rollers cuts greasing time. 






Write for literature giving more information 
—- or let your Allis-Chalmers dealer show 
you how the HD-5B does outstanding work 
on all types of dozing. He will be glad to 
demonstrate right on your own job. 


50 belt hp, 11,250 Ib (bare tractor) 


cee ee 


ALLIS-CHALMERS 


RACTOR DIVISION . 
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GOTHIG SLATE 
BLENDE 


WHITE 


HAMPSHIRE GREEN 


SHANNON 
GREEN 


prere 


& 
WINDSOR RED 
, BLENDE 
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BIRD 


ARCHITECT 
Shingles 





* FHA-Accepted for roof slopes of 3” in 12” or more. 
* Aristocratic beauty. * 50% longer life. 


* Takes hurricanes lying down. * Three layers of protection. 


The 
* @ (ARCHITECT) is the finest asphalt shingle you can buy. 








For more information ask your supplier or write to 


BIRD €&3 SON, inc., Dept. HH-10, East Walpole, Massachusetts. 


BIRD 
QUALITY PRODUCTS SINCE 1795 EAST WALPOLE, MASS., NEW YORK, N. Y., CHICAGO, ILL., SHREVEPORT, LA. 








APPLIANCES PEOPLE WANT MOST 





New Cadillac Apartments in Mount Vernon, New York, being constructed by Stanley J. Lynn and his associates. 


“For beauty and the convenience 
features that appeal most to 
women, we have chosen Kelvinator.” 





a Ww 


Stanley J. Lynn 


Milton Drucker 


E. J. Foley, Sales Manager 
N. Y. Apartment and Builder Sales Div. 
Kelvinator Div. of American Motors Corp. 


The Cadillac Apartments now under 
construction in Mount Vernon, New York, 
will be Kelvinator equipped. 

My associates and I believe that the 
design and equipment of the kitchens are 
most important factors in creating a suc- 
cessful development. 

For the past 14 years I have been buy- 


Go Kehunator and be years ahead! 





Seymour D. Weiss 








Harry Mallis 


ing Kelvinator. 17 years buying experience 
taught me that in Kelvinator you have 
products that not only have the beauty 
and convenience features that appeal most 
to women but you have products that 
experience has proved are remarkably 
service free. 

It is natural then that we have chosen 
Kelvinator not only for our Cadillac 
Apartment job but also for a 528 apart- 
ment group in Somerville, New Jersey. 
And in association with Mr. Harry Mallis 











HE COMFORT and convenience features 

found only in Kelvinator appliances, and 
the styling that is years ahead appeal most to 
tenants. But owners will be equally interested 
in the other factor that was equally important 
in making Kelvinator the choice for these 1187 
new apartments. Mr. Stanley J. Lynn writes 
“Experience has proved (Kelvinator) remark- 
ably service free.”’ 

For appliances that are best for tenants, 
builders and owners specify Kelvinator. For 
full information, write Dept. HH-10 Kelvin- 
ator Division, American Motors Corporation, 
Detroit 32, Michigan. 





we will do a third development of 325 
apartments in Ewing Township, New 
Jersey. This. also, will be a Kelvinator in- 
stallation. 

No business relationship can be com- 
pletely cut and dried and I want you to 
know that we feel Kelvinator is a nice 
company to do business with. 

Sincerely, 


~ 















tt 2 sole RM 
BAUS i Reve 


ae 
ahaa 











punnige a tS: Fs) 




















House & Home forecast: 1.2 million homes in ’55 


Offsetting the decline in family formation, rising middie- 


class incomes, better design and easier credit should 


boost housing starts above this year’s level 


By Economist-Consultant Miles L. Colean 


During 1954 homebuilders will start around 1,130,000 new family dwelling units. This 
will make 1954 the sixth year in a row with more than 1 million housing starts and 


probably the second largest housebuilding year on record, nosing out 1952’s, 1,127,000 
new units for a total second only to 1950's all-time high of 1,396,000. With this per- 
formance to look back on, what can we dare look forward to? Can such production be 


sustained—for the next five years, or for even one more year? 

The probabilities are that it can and will. In 1955 the amount of new housing started 
will be at least as large and in all likelihood larger than in 1954—probably reaching a 
total of 1,200,000 new family dwelling units. In 1955 the dollar volume of expenditures 
on new dwelling units is certain to be greater than in 1954—probably close to $12 billion. 
Finally, in 1955 the quality of new housing will be better than in 1954, as changing con- 
ditions in the market and new mortgage provisions (see below) cause the industry to 


emphasize better design and construction. 

In 1954, the forces of shifting income, 
technological change and easy credit were 
strong enough to make housing move ahead 
in the face of a general decline in other areas 
of the economy, and despite a fall in new 
family formation. In 1955, the income picture 
will be better, the style appeal of the new 
house will be heightened and credit will be 
easier than in 1954. On top of this, business 
conditions will be better and buyers will feel 
more confident of the future. The bearish 
effect of a low level of family formation will 
remain but this was overcome by other forces 
in 1954. It should again be overcome in the 
more favorable atmosphere of the year ahead. 


Forecasters confounded. The apparently 
bottomless housing demand year after year 
has confounded most forecasters, who, basing 
their predictions mainly on the dipping rate 
of marriages and family formation, have been 
unable to explain the building industry’s 
bullish performance. The number of mar- 
riages has dropped from almost 2.3 million in 
1946 to about 1.5 million this year. House- 
hold formation has declined from the high 
average annual increase of around 1.5 million 
from 1948-50 to probably less than 900,000 in 
1954. The number of married couples with- 
out their own homes has been cut probably 
close to rock bottom. For five years now we 
have been building houses in numbers ex- 
ceeding the absolute requirements for new 
households. And during 1954 we have had 
an increase in housebuilding in face of a 
general sogginess in the economy. 


More than meets the eye. There are 
many reasons for homebuilding’s prediction- 
defying performance. First, the basic influ- 
ence of growth cannot be estimated simply on 
the score of household and family statistics. 
The year-to-year figures themselves are none 
too reliable; but at best they cannot reveal 


OCTOBER 1954 





all the underlying relationships between 
people and houses. Household statistics do 
not show the effects of great migratory move- 
ments both within metropolitan areas and be- 
tween the regions of the country, nor do they 
show what an accumulation of two, three or 
four children can do a family’s housing re- 
quirements. Migration and enlargement of 
households can be potent props to housing 
demand, and they obviously have been. 

Migration and enlargement of households 
will continue to be important sources of de- 
mand next year and no doubt for several more 
years. The suburban drift is certain to con- 
tinue. The industrialization of the South and 
the West is bound to have the same effect 
on the housing market in those regions as the 
formation of new families. 


Upgrading. Potent as these factors are, they 
might not be enough to maintain an annual 
rate of better than 1 million new dwellings 
over the next several years, while the low 
birth rate of the depression is reflected in a 
low rate of family formation. 

But there are other more powerful influ- 
ences. In combination, they promise to support 
a high volume of building through the trough 
years of family growth. 


1. Most important is the continuing revolu- 
tion in the amount and distribution of per- 
sonal income, in terms of real buying power 
(see graph). Not only has the average family 
income been increasing over a long period at 
the rate of 2 to 214% per year compounded 
(a difference of about $1,000 per family in 
the 1950 decade), but also the incomes of 
families in the lower ranges of income have 
been increasing much more rapidly than those 
of families in the upper ranges. 

For example, the purchasing power (in- 
come on a constant price basis after allow- 
ance for federal income taxes) of the average 


family in the lowest fifth of the range in- 
creased 42% between 1941 and 1950, while 
that of the average family in the highest fifth 
increased by only 8%.* This shift may 
slacken in the years ahead, but the general 
trend may confidently be expected to con- 
tinue. 

Especially significant for the 
market is the fact that the number of families 
with incomes of less than $3,000 a year is de- 
clining, while a striking increase is taking 


housing 


place in the number of families with incomes 
of more than $4,000—the point at which the 
demand for new housing really becomes 
active. 

What we have, therefore, is an increase in 
the number of families who can satisfy their 
desires for better living that is all out of pro- 
portion to the increase in the total number of 
families. Many of these families have come 
into, or have moved up within, the area of 
effective demand fairly suddenly, and conse- 
quently have their desires whetted by the 
newness of the opportunity to satisfy them. 
This has a powerful effect on the demand for 
housing. Moreover, because of the war-bred 


* From Selma Goldsmith et al., “Size Distribution of Income 
Since the Mid-Thirties.”” The Review of Economics and Sta- 


tistics, Feb. °54. 
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CONSUMERS’ CASH INCOME, after taxes, in 1952 
dollars, is shown here in charts by Fortune 
magazine. Says Fortune: ‘“‘[They] tell what is 
probably the most sensational story of modern 
time—one never ‘told fully before. They show 
how rapidly rising income, plus a rearrangement 
of income, is producing a new pervasive middie 
market—what might be called a kind of all- 
American market.’’ Note how the $4,000 to 
$7,500 income group has increased and accounts 
for 42% of total annual income. 


37 





housing shortage, thousands of families have 
been forced to use lower quality housing— 
much of it in converted and partially con- 
verted structures—than their new position 
makes them feel entitled to. (This situation 
probably accounts for the fact that home- 
building in excess of household formation has 
not yet produced notable vacancies; many 
converted units revert to original use or other- 
wise disappear from the housing supply.) 


2. The increasing appeal of the houses that 
are being built is whetting demand. As the 
homebuilding industry has matured, it has 
begun to recognize what most industries 
learned long ago—that changes in design and 
improvement in quality can stimulate sales. 
The house has undergone a major revolution 
in design. Less than 20 years ago, practically 
all operative builders stuck to conventional 
designs—dull ones at that. Two stories and 
basement were common. Today the informal, 
one-story, fully equipped 
house predominates. It obviously carries a 
great sales lure. Thus we have a great in- 
centive to buy added to the ability to buy. 


nonconventional, 


3. In 1955, home mortgage credit promises 
to be more amply and widely available than 
in 1954 which itself will be an all-time high 
year for mortgage loans.* 


Institutional growth in 1955 should at least 
keep pace with that of 1954, the fund from 
amortization and pay-offs will be greater, 
while some of the competing demand for long- 
term loans—particularly for plant expansion 
—will be lessened, leaving a larger propor- 
tion to flow into residential mortgages. 
Finally, at least until general business _re- 
covery is assuredly under way, no shifts are 
to be expected in Treasury and Federal Re- 
serve policies that would produce a serious 
drain on long-term investment funds. 


The larger pool of mortgage funds in 1955 
will be more widely distributed than was the 
case in 1954, mainly because of recent 
changes in the housing legislation. Primary 
among these is the change in the FHA sched- 
ule of loan-to-value ratios (House & Home, 
Aug. ’54, News). The impact of this is great- 
est in the very range of the market where 
buyers are most eager, that is, houses priced 


at from $10,000 to $20,000. 


Another feature that should broaden the 
distribution of the credit supply is the new 
voluntary credit extension program under 
which the private lending institutions, acting 
through national and regional committees, 
will try to enlarge the flow of funds into 
small communities and remote areas and in- 
crease the borrowing opportunities for mem- 
bers of racial minorities. If successful, this 
program could encourage building in places 
hardly yet touched. 


* At least $7 billion new money will be poured into the 
mortgage channel this year by savings associations, life in- 
surance companies and banks, abvut $1 billion of added 
mortgage investment from other sources, and $12 billion 
coming back into the lending stream from the now continu- 


ous process of debt repayment. 


SIDELIGHTS 





Sell public housing? 


Now that Congress had more or less turned 
off the flow of new public housing construc- 
tion, the National Association of Real Estate 
Boards, long one of public housing’s chief 
foes, turned its attention to trying by 1960 to 
rid the nation of what public housing had al- 
ready been built (about 400,000 units). In 
NAREB’s_ weekly news letter, Headlines, 
President Ronald J. Chinnock urged state 
realtor associations to back state and local 
laws to require any municipality to hold a 
referendum vote on liquidation of public 
housing “upon petition signed by 10% of the 
taxpayers.” Instead of government ownership, 
Chinnock would have occupants or private in- 
vestors buy and operate the properties. By 
such referenda, Chinnock said, the “vicious 
grip of the housing authority in Washington 
on our cities can now be broken.” In passing, 
the NAREB leader also ticked off some of the 
strongest invective aimed at public housing 
recently. He wrote: “Public housing is bad 
because it is . . . a special privilege and a 
political racket, . . a new kind of ‘ghetto’ 
which herds problem families together and 
accentuates their difficulties, an unfair tax 
burden on those who save and struggle to 
provide their own homes. . . . No nation or 


community ever solved a housing problem by 
making family shelter a public utility.” 


The automatic realtor 


Automation is creeping up on the realty 
business. Town & Country, Boston real 
estate firm, has a new electronic machine 
into which it feeds data on the price, num- 
ber of bedrooms, baths, etc., on houses 
listed and wanted by customers. The ma- 
chine matches houses and prospects and 
arranges the day’s work for salesmen. It 
was developed for the firm by Underwood 
Corp. 


Electricians warned on costs 


High labor costs for electrical work are driv- 
ing work away from electrical contractors, 
Donald B. Clayton Sr., president of the Na- 
tional Electrical Contractors Assn., warned 
3,500 delegates of the AFL International 
Brotherhood of Electrical Workers at their 
convention in Chicago last month. Fringe 
benefits, extra pay for travel and hazardous 
work, restrictions on training and on use of 
labor-saving tools and other employment con- 
ditions increase per-unit work costs as much 
as 50%, making IBEW labor too expensive 
for home owners and small businesses, Clay- 
ton insisted. “{They] cannot afford to pay for 
one hour’s work more than they earn in two 
or three hours,” said Clayton. “They resent 
it, especially the fringes, and as a result will 
go out of their way to find someone else to do 
their work.” He also blamed high construc- 
tion labor costs for growth of the widespread 
do-it-yourself cult. 


Railroads v. prefabs 


Acting on a complaint by National Homes, 
the Interstate Commerce Commission has 
approved a conimodity rate for prefabricated 
houses just under one third lower than the 
general merchandise commodity rate prefab- 
ricators have had to pay on rail shipments in 
years past. The cut has been partly nullified 
since ICC has given a protesting group of 
southern railroads time to submit more argu- 
ments. Some railroads already are letting 
National Homes take advantage of the new 
rate, under which National Pres. James Price 
says he can ship a house 1,200 mi. by rail for 
what it costs him to ship it 380 mi. by truck. 
National contends it is entitled to rates 
only slightly higher than the going rates on 
lumber because 60% of the weight of its 
product consists of millwork and lumber. 


Segregation in housing 


The National Urban League, 44-year-old vol- 
unteer service agency aimed at promoting 
equal economic opportunity and better racial 
understanding, appears unhappy with the 
Eisenhower administration’s educational ap- 
proach to minority housing problems. Del- 
egates to the League’s annual conference in 
Pittsburgh listened somewhat coldly last 
month as HHFAdministrator Albert M. Cole 
warned that stringent federal regulations to 
compel open occupancy in FHA and VA- 
aided homes “would just make everything 
much tougher and increase the abrasive fac- 
tors that slow down the real—the permanent 
—progress.” Cole announced that HHFA, 
with President Eisenhower’s approval, will 
form an advisory committee on minority hous- 
ing. It will work with the national voluntary 
credit expansion committee, set up by the new 
housing law, to expand credit for minority 
borrowers. 

A little later, delegates gave a standing 
ovation to Attorney Loren Miller of Los An- 
geles, a member of the NAACP legal com- 
mittee, who declared education was not 
enough. Said Miller: “Builders should be re- 
quired to covenant with FHA that they will 
not discriminate in sales or rentals of units 
built with FHA aid. . . . Public housing offi- 
cials should be urged to revise regulations 
to forbid segregation in public housing.” In 
a resolution, League directors declared: “If 
the ghetto pattern of segregated housing can 
be enforced, school integration may [ fail].” 


URBAN LEAGUE President Robert Dowling (1) 

with Exec. Director Lester Granger and HHFA’s 

Albert M. Cole, at Pittsburgh conference. 
George Flegal 
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FHA investigation veers toward the courts 


> Justice Dept., with new blast at Clyde Powell, says grand 
juries will hear evidence of ‘criminal conduct’ in agency 


> Sec. 608 promoter wins an injunction against FHA in its 
test case to try to recover windfall profits 


Just as the housing industry could hope that the tumult and the shouting of the FHA in- 
vestigation were about to die down (Sen. Homer Capehart’s banking committee, about to 
wind up its cross-country circuit of hearings, was thinking of a junket to Japan), Attorney 
General Herbert Brownell raised a new and louder outcry. 


Jumping off from Investigator William McKenna’s parting report on HHFA’s inquiry 
into FHA, Brownell ordered a special grand jury investigation in Washington into charges 
of “bribery and other criminal conduct” in FHA programs. He instructed US Attorney 
Leo A. Rover specifically to prevent evidence about Clyde L. Powell, ousted asst. FHA 
commissioner who was in charge of the profit-laden 608 rental program from start to 
finish. He announced the Justice Dept. was also asking US attorneys across the nation 
to present to grand juries “full testimony concerning criminal conduct uncovered by the 
administration’s investigation in their districts.” Most of it, it was clear, would involve 
Title I repair loans, where already dozens of swindlers had been convicted. 


Lawyer McKenna, in his windup report 
(see below), had characterized corruption in 
FHA—still alleged, but not proved on the 
national level—as “largely the story of the 
reign of Clyde L. Powell.” Brownell, perhaps 
mindful of next month’s crucial election, 
added: “It shows how the huge federal agency 
upon which a nation depended for stimulat- 
ing homebuilding and housing construction 
became riddled with corruption under the 
prior administration.” The news release from 
Justice continued: “The attorney general said 
also that the program directed by Powell had 
resulted in exploitation of both the govern- 
ment and the tenants in the projects in the 
form of financial ‘windfalls without precedent’ 
to the promoters.” 


‘Czar with a record.’ McKenna’s 39-page 
report pictured Powell as “a man with a 
criminal record | jewel-theft arrest and other 
items] conveniently lost in FHA’s files” who 
“became the czar of the nation’s postwar hous- 
ing program.” It accused Powell, whose gam- 
bling career triggered the whole investigation, 
of taking more than $100,000 between 1946 
and 1950 from 608 promoters. (Powell replied 
promptly: “I deny that Mr. McKenna or 
anybody else has evidence that any builder or 
promoter ever paid me any money during my 
tenure with FHA in connection with official 
business.” ) 

The corona-fringed deputy HHFAdminis- 
trator, whose five-month investigation of FHA 
required a staff that reached a peak of 126, 
named no other such specific cases. He ab- 
solved other high FHA officials, since re- 
signed, of “criminal activity.’ But he said 
“hundreds” of cases of officials receiving any- 
thing from a small “gratuity” to a money 
bribe had been developed. He put total wind- 
falls in the 1,547 projects investigated at well 
over $100 million. 
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Mechanics of inflation. All this was prob- 
ably no more than the housing industry ex- 
pected McKenna to say. What was news was 
McKenna’s criticism that FHA inflated the 
price of houses by overappraising in its 
regular Sec. 203 program—a system that 
helped boost builder’s profits. He wrote: “It 
appears that in recent years the long-term 
economic considerations [supposed yard- 
stick of appraisal valuation in 203] have 
become less important and, in the interest of 
getting the business, FHA has concentrated 


upon seeing that its appraisals on single 


Photos: (top) T. W. Sloan for The Times-Picayune; (bottom) AP 








THOMAS GRACE, former FHA chief in New 
York, testified at hearing that FHA superiors 
were aware of his inactive partnership in 
family law firm that did much FHA business. 





family new construction kept up with the 
market. What has been overlooked is the fact 
that FHA appraisals not only reflect the cur- 
rent price levels of houses, they also play a 
large part in establishing [them]. In some 
. it is obvious that such appraisals 


” 


cases, . 
may have been the results of bribery. .. . 

McKenna blamed some of the overapprais- 
ing on an FHA policy, recently canceled by 
Commissioner Norman Mason, of basing the 
salary of local directors and their top aides 
on the volume of business they could main- 
tain. But McKenna also observed: “Sec. 203 
alone would justify the existence of FHA.” 


Can windfalls be recaptured? Mean- 
while, FHA, on orders from HHFA, under- 
took to try to make a promoter disgorge a 
mortgaging-out profit from a 608 apartment. 
The method: a little-used legal tool. To be 
able to take over reins of a mismanaged 
project, and more importantly to be able to 
threaten to, without resorting to foreclosure, 
FHA has always required project owners to 
assign it all the preferred stock in the proj- 
ect (usually a nominal 100 shares). FHA 
old-timers can recall only two cases where 
the method had been used, both under the 
old Sec. 207 rental program before 608 was 
hatched. 

For its windfall test case, HHFA picked 
Sidney Sarner and his Linwood Park apart- 
ment cluster at Ft. Lee, N.J. Sarner had 
ducked behind the Fifth Amendment when 
the Senate banking committee questioned him 


about distributing $2,426,821 in windfall 


THREE-DAY STAND of Senate 
road-show committee was 
held in Cotillion Room of New 
Orleans’ Jung Hotel amid a 
tangle of floodlights and ra- 
dio microphones. William Si- 
mon (holding paper), chief 
counsel, and Sen. Wallace 
Bennett (to his right) stand 
in for Sen. Homer Capehart, 
query Builder Paul Kapelow 
(right) about profits in 11 
apartment projects. 





SIDNEY SARNER (shown (1) with Attorney George 
Marcus) sponsored Linwood Park 608 which govern- 
ment claims was mortgaged through FHA for $8,- 
875,000 but cost only $6,662,500. 
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profits to Linwood stockholders. Now, accus- 
ing Sarner of violating his FHA charter, the 
agency demanded he call a meeting of pre- 
ferred stockholders (i.e. FHA) to remove the 
Linwood directors, elect a new slate which 
obviously would then sue to recover the $2 
million. Although FHA’s explanatory an- 
nouncement raised the point that 608 corpor- 
ations violate their charters when they pay 
unearned dividends through such a device as 
tapping windfall profits, Sarner was not 
charged specifically with doing this. He was 
accused of violating Linwood’s charter by: 
1) engaging in businesses other than build- 
ing and operating its projects, 2) redeeming 
common stock without FHA approval, 3) not 
answering FHA’s controversial June question- 
naire on 608 profits, and 4) compelling tenants 
to rent garages and pay TV-antenna charges 
without FHA approval. 

Sarner refused to call the meeting. So 
FHA did. Sarner countered with a court in- 
junction. The case seemed headed for a long 
legal wrangle. but FHA indicated it had 
plans for 25 similar windfall suits. Sarner, 
meanwhile, irately told House & Home that 
his commitment for Linwood Park did ap- 
prove renting of garages for some apartments. 
He denounced Administrator Cole for not 
“giving us the courtesy of a direct conversa- 


tion.” He denounced FHA’s Mason for not 
showing “respect for the rights a citizen pos- 
sesses.” 


The road show. The Senate banking com- 
mittee took to the road in late August and 
September, held hearings in New York, Los 
Angeles, New Orleans, Chicago, Indianapolis, 
then headed back to Manhattan. Most of the 
proceedings followed a pattern. Capehart, or 
a stand-in presiding senator, would start with 
a prediction to the press that indictments 
would—or should—result from the disclos- 
ures. Then would come a parade of reluctant 
windfall promoters, embarrassed home owners 
swindled under Title I home repair loan 
deals, and former FHA employees twisting 
under awkward questions about bribes and 
gifts. Some of the dirt spaded up: 


>In New York City, Thomas Grace (photo, 
p. 39) admitted he was paid $48,500 in fees by 
the Grace family law firm (he was a partner) 
while he was New York FHA director. He 
admitted the firm did most of its business 
representing clients before FHA. Committee 
Counsel William Simon asked: did Grace 
know it was unlawful for an FHA director to 
accept fees charged on FHA cases? Said 
Grace: “No, sir, I did not.” 

>In New Orleans, Col. Hugh Askew, former 





FHA chief at Tulsa, Okla. (later asst. com- 
missioner for operations in Washington and 
now mortgage department chief in NAHB), 
testified he collected $550 from 22 FHA em- 
ployees for Jackson Day dinner tickets in Nov. 
51. Committee Counsel Simon said he under- 
stood the case had been sent to the Justice 
Dept. to investigate whether Askew had vio- 
lated the Hatch Act. 

The tide of publicity, editorials and com- 
ment was still running against homebuilders, 
who were becoming more and more disturbed 
at being judged by the alleged misdeeds of a 
few. Whether the current of opinion would 
shift was in doubt, but there were some evi- 
dences of enlightenment: the Washington 
Post and Times Herald, in a series of articles, 
defended the crash housebuilding program 
following World War II, pointing out that 
both Republican and Democratic Congress- 
men had been adequately warned of excesses 
made possible in the housing laws for which 
they voted. NAHB blasted back at housing’s 
critics through a statement by President R. G. 
Hughes. Thomas P. Coogan, former presi- 
dent, urged homebuilders to “rise up and pro- 
test.” Cracked he, in a mortgage market 
memo: Treasury 314 bonds had risen to 112; 
“will the Senate call this a windfall for in- 
vestors?” 


Flood of applications, fed by appraisal-to-buyer rule, swamps FHA 


Squeezed between stingy Congressional ap- 
propriations and an expanding volume of 
business, FHA’s backlog of applications over 
most of the country ballooned to such record 
size that the agency was considering a step 
against its tradition: farming out work to 
private appraisers. 

Last month, mortgage insurance requests 
were piled up anywhere from two to ten 
weeks before understaffed field offices could 
process them. Before a midsummer spurt in 
FHA applications, processing time had been 
running about two weeks. But applications 
soared from 47,585 in July to 53,197 units 
in August (32.100 for new houses, 21,700 for 
old ones). By comparison, in August a year 
ago the total was only 36,475. Congress had 
been warned that building would be brisker 
during this fiscal year because of ample 
mortgage credit and the stimulus of the new 
Housing Act. But the legislators sliced FHA’s 
field office budget drastically, voting only 
$26,250,000—a bare $150,000 over the 1953-54 
fiscal year appropriation for a much smaller 
program. 


Price-fixing role? Meanwhile, the back- 
log of applications was helping make FHA 
a target for outcries from the industry. The 
trouble stemmed from the Housing Act’s re- 
quirement that every buyer be given the 
FHA appraisal on his house before he closes 
the purchase. FHA ruled that in cases where 
a buyer signs a purchase contract before 
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FHA appraises the property, he can back 
out for any reason whatever after he gets 
FHA’s valuation. The Portland, Ore. Real 
Estate Board protested that this rule would 
upset use of earnest-money contracts. More- 
over, cried the realtors, it put FHA in a 
price-fixing role on real estate. Similar pro- 
tests came from San Francisco, Kansas City 
and elsewhere. Said Robert H. Pease of De- 
troit Mortgage & Realty Co.: “I do not be- 
lieve | price control] was the purpose, but it 
may tend to that. I think the regulation will 
lead many people to ignore FHA. On new 
housing people do not care about the differ- 
ence between the appraisal and the sales 
price because the margin has usually been 
very small, often just a few hundreds. This 
regulation becomes important in the sale of 
a used house because time is always impor- 
tant. People sell either because they have 
bought another house or because they are 
moving. . . . If I were a lawyer I would not 
allow my client to sign an FHA contract. 
It is really not a contract because the pro- 
spective buyer can get out of it so easily. 
If he finds another home that is more attrac- 
tive he can always use the appraisal cer- 
tificate as an excuse.” 

Said a mortgage man in Philadelphia: 
“We are losing business every day because 
sellers of used real estate won’t tie up their 
properties 30 to 60 days while FHA issues 
a certificate of appraisal. Savings and loan 
associations are certainly getting a nice boost 


from this. I don’t think the mortgage indus- 
try will let this go... .” 


Just red tape. While irritation predomi- 
nated, some housing men took the appraisal 
rule calmly. Said a Washington broker: “It 
involves a little more red tape and [ think 
well learn to live with it just like we’ve 
learned to live with VA and all the delays 
in getting CRVs.” 

FHA hoped wistfully that realtors and 
builders would not deluge it with demands 
for conditional commitments on every piece 
of existing property which might be sold 
under FHA—the only visible way to have 
the FHA appraisal on hand when a buyer 
shows up. NAHB reported that it had sug- 
gested “several alternate courses of action 
to speed processing” but said FHA so far 
had not accepted them. 

In shifting the Sec. 8 program for low- 
priced houses to Sec. 203 (i), FHA almost 
left the project builder out in the cold. 
Reason: the program, which now permits a 
95% mortgage up to $7,000 valuation (85% 
to builders), was primarily intended to help 
remote areas. In drafting the original regu- 
lations, FHA figured project builders would 
not operate in such spots, which it saw as 
far-out suburbs, usually on the wrong side 
of town. After NAHB protested, FHA backed 
down somewhat. Now, project builders are 
not ruled out if their operations are not on 
a scale to make an “urban area” of the site. 
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ATTENTIVE LISTENERS TOOK MANY NOTES ON NEW YORK PANELISTS’ MARKET FORECASTS 


FHA will give higher valuations for quality 
construction, better design, new chief says 


FHA will change its policy to put new emphasis, in appraisals, on quality home construc- 
tion and better design. FHA underwriters will be told to stop penalizing on indoor-outdoor 
living and other features of contemporary architecture. 

Commissioner Norman P. Mason emphasized these new directions for the 20-year-old 
agency last month in talks at Chicago, Cleveland and New York sessions of the second 
annual marketing conference for building material and equipment manufacturers spon- 
sored by House & Home and its sister magazine, Lire. He said: 


“In the Housing Act of 1954... there is a 
mandate to FHA to return to fundamentals 
and raise housing standards. . . . | By this] 
we will be helping the home owner to obtain 
a more livable house that in the long run will 
cost him less money. . . . With industry help, 
revision of FHA’s minimum property require- 
ments [to this end] is now getting underway. 
One objective is to give recognition in the 
amounts of FHA mortgages to quality con- 
struction and the use of quality products, the 
effect of which will be reflected through the 
life of the mortgage in lower maintenance 
costs to the consumer. Another objective is 
to encourage improvements in the design of 
dwellings on which there are FHA-insured 
mortgages. ... 


“FHA, in the interests of the home buyer, 
is going to take a good look at these other 
[maintenance] costs. . . . It can and should 
modify its standards to give greater recogni- 
tion to quality construction and improved de- 
sign. No longer need FHA frown upon out- 
door-indoor living as it is afforded by func- 
This does not 
mean, I hasten to add, that every contempo- 
rary fetish is sound nor that FHA should go 
overboard 


tional contemporary homes. 


to approve every innovation. It 
does mean, however, that the home buyer will 
have the opportunity to choose between con- 


temporary and traditional design. 


“We all recognize that it is more economical 
to insulate a house adequately while it is 
under construction than to attempt to insulate 
it after it is completed. We recognize, too, 
that a well-insulated home will cost less to 
heat in the winter and to cool in the summer. 
Certainly FHA must recognize these facts in 
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its appraisals. . . . There are ramifications. 
. . . How far should: FHA go in approving 
zone control, with thermostats set at different 


levels in different rooms, to conserve fuel?” 


More in ’55. Mason and a panel of leaders 
from most segments of the homebuilding in- 
dustry agreed that 1955 will see more homes 
go up than this year, that they will be bigger 
and better homes, with more and more mod- 
ern design. The only question was: how much 
bigger a year? The commissioner predicted 
“record activity” both in new houses and re- 
habilitation of old ones. Other views: 


> NAHB President R. G. (Dick) Hughes fore- 
cast 1955 starts would reach 1.5 million units. 
Former President E. M. (Manny) Spiegel 
predicted they would pass this year’s by 10%. 


> Henry G. Waltemade, chairman of NAREB’s 
Realtor’s Washington Committee, estimated 
starts would range from 1.3 to 1.35 million, 
“provided builders use realtors in their mer- 
chandising programs.” 


> Construction Economist Miles Colean, a com- 
parative conservative, estimated starts would 
reach at least 1.2 million (see p. 37). 


> James A. Price, head of National Homes 
Corp. and former president of the Prefabri- 
cated Home Manufacturers’ Institute, asserted 
prefabricated houses would total 75,000 to 
85,000 next year. He claimed National would 
produce 50,000 of them. His company is now 
shipping 2,500 units a month, he reported. 


Larger houses. The panel of experts saw 
a trend to bigger houses, above $12,000, and 
a simultaneous increase in low-cost units, un- 





der $7,000. Colean expected an upturn in 
$12,000-to-$18,000 houses; not necessarily be- 
cause of easier FHA terms, but because of 
the constantly swelling number of families 
entering the “effective market” with incomes 
exceeding $4,000 and $5,000 a year. On the 
underside of the market, Hughes reported 
that in August FHA offices in Texas alone re- 
ceived applications for 9,000 units of low-cost 
Sec. 203(i) housing (formerly Title 1, Sec. 8), 
which can now be sold for only 5% cash with 
mortgages up to $6,650 (formerly $5,700). 


Team operation. As homebuilding has be- 
come industrialized, said Hughes and Spiegel, 
the builder has ceased to be a lone operator, 
but now can only function efficiently as one 
member of a seven-man team consisting of 
the site planner, the architect, the materials 
supplier, the builder, the realtor, the lender, 
FHA and VA (the government). 

Hughes observed that builders will need 
the realtor more than ever in the future: 
“He’s your direct contact with the buyer, he 
should be consulted from the planning stage.” 
In concurrence, Waltemade noted that com- 
panies that consider their sales problems 
from the start usually ring up the best sales 
records. NAREB President Ronald J. Chin- 
nock promised that NAREB would “develop 
new techniques” to help homebuilders mer- 
chandise both their new houses and older 
dwellings taken in trade-in deals. Chinnock 
observed that “relatively, people are still pay- 
ing less for shelter than they did before 
World War II, and as long as that condition 
exists there is a wonderful opportunity” chal- 
lenging all segments of homebuilding. 


Design for drinking. All conference par- 
ticipants agreed contemporary design was on 
a sharp upswing. Architect John Highland of 
Buffalo, a member of the AIA committee on 
the homebuilding industry, declared the great 
public demand is for “space,” or at least a 
“feeling of spaciousness.” People want patios, 
he observed, and considering that patios cost 
only about 40¢ a sq. ft., compared with $10 
to $12 a sq. ft. for enclosed construction, “it’s 
foolish not to bring some of the patio into 
the house.” Said Highland: “Any new house 
without a ‘family’ room as well as a living 
room is obsolete already.” One reason: it is 
not only necessary to have an extra room 


Photos: Walter Daran 
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“for TV,” but also to escape “from TV.” 
Houses must be designed for “lazy manage- 
ment and lazy maintenance,” he said, includ- 
ing such items as a vinyl kitchen floor so the 
housewife need not worry about things chil- 
dren spill, and a “Martiniproof” living or 
family room, “where you can have a party 
and enjoy it yourself,” without worrying about 
the things adults spill. Best location for the 


family room: next to the kitchen (because 
that is where most parties gravitate). 
Chicago’s saleswise Philip Klutznick said 
the public demand for more space centered 
first on an extra bath, second on a separate 
dining room and third on a garage for “that 
most prized possession, the family car.” Con- 
sidering costs, he said, “it seems senseless not 
to build a garage while building the house.” 


Competition, profit margins are driving 
small builder out of business, says BLS official 


The biggest big homebuilders are not likely 
to get very much bigger. The small-volume op- 
erative builder (one and two houses a year) is 
being driven out of business by growing com- 
petition and narrowing profit margins. Con- 
ditions are most favor- Walter Daran 
able for the “moderate- 
sized” (25 to 99 homes 
a year) builder, “pro- 
ducing a house of con- 
venient modern design 
for the increasing num- 
bers of middle-income 
families.” 

Those are the opinions 
of the nation’s No. 1 
housing statistician, H. 
E. Riley, chief of the Bureau of Labor Sta- 
tistics’ construction statistics division. He 
aired them last month (noting carefully that 
they were his own, and “not necessarily” the 
government’s) at the Cleveland marketing 
conference sponsored by House & Home and 
its sister magazine, LIFE. 

Riley was commenting on what has hap- 
pened in the five years since 1949, when BLS 
made its celebrated $125,000-plus survey of the 
structure of the homebuilding industry—the 
only study of its kind ever. The 1949 survey 
found that 69% of the people who built pri- 
yate nonfarm housing were owner-builders and 
28% (or 110,000) were commercial builders. 
Of the 110,000 commercial builders, 46,500 
started only one unit and 61% of them 
claimed that as their only business. On the 
other hand, the one-house operatives accounted 
for only 6% 
built. And builders who began five or more 
homes accounted for 75% of the commercially 
built homes. Now, thought Riley, things have 
changed. 

“Owner-building has probably declined, de- 
spite the growing popularity of do-it-yourself, 
because the homebuilding industry is better 





RILEY 


of the housing commercially 


organized to give the home seeker what he 
wants and favorable financing is generally 
not available to the individual who attempts 
to do his own building. Increasing competi- 
tion and profit margins have probably driven 
many of the small operative builders out of 
the market. Many of them were operating on 
a shoestring, unable to start house No. 2 until 
they had sold house No. 1. Without a quick 
turnover they cannot stay in business. 
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“On the other hand, the medium- and large- 
scale operative builders who remained in the 
industry, and the well-founded firms of mod- 
erate to large size who may have entered 
since 1950, are likely to be well established. 
The number and scale of operations of the few 
very large residential builders is not likely 
to increase much, in my estimation, within the 
near future at least, unless we have some- 
thing like a major industrial centralization 
program. Conditions favor the moderate-sized 
operative builder. . . Riley also noted: 


” 


> Preliminary results of a BLS survey early 
this year indicated the median sales price of 
new houses (and probably the average price, 
too) was on the rise. It now hovers between 
$13,000 and $14,000, compared to a range of 
$9,000 to $10,000 when BLS made its last sur- 
vey in big metropolitan areas in 1951. 


> Veterans have higher incomes, on average, 
than nonvets in the same age group. In the 
25-to-34-year-old bracket, median income 
for 1952 was $3,600 for veterans, only $3,100 


for nonveterans. 


Military gets $75 million 
to build its own housing 


Despite opposition of the year-old association 
of Wherry Act housing sponsors, Congress 
voted the armed forces $75 million for direct 
construction of military housing, the first such 
funds since prewar. That was $100 million 
less than the Pentagon wanted for some 
11,967 units. Defense Dept. construction men 
thought they would be lucky to build 5,000 
with the available funds. Before the military 
can build its own housing, it must 1) certify 
that adequate housing at reasonable rates is 
not available in the locality involved, 2) ex- 
haust the possibility of building Wherry 
housing, which is limited to permanent bases, 
and 3) decide needed homes cannot be pro- 
vided through the new Sec. 222 of the 1954 
Housing Act authorizing 95% FHA mortgages 
for men in service. 

The Defense Dept. was planning to hire 
some 25 or 30 architect-engineer firms for 
design work. Already, Asst. Secretary Frank- 
lin G. Floete had engaged the Washington 
firm of Keyes, Smith, Satterlee & Lethbridge 
Associates to consult on space standards and 
other criteria. 


NEWS 


NAHB director is elected 
head of American Legion 





At its annual convention last month in Wash- 
ington, the American Legion picked Builder- 
Realtor Seaborn P. Collins, 41, as its new 
national commander. Tall (6’-4”), graying 
and bespectacled, Texas-born Collins went 
into building after the INP 
war when he piloted 
transport planes over 
the India-China hump. 
He has built some 500 
homes in Las Cruces, 
Alamogordo and Gallup, 
N. M., is a director of 
NAHB and president of 
Southwest Builders Inc. 
and Southwestern Lum- 


ber & Builders Supply 





COLLINS 


Co., and former chairman of the Las Cruces 


planning board. In 1948-49, he was on the 
Legion’s national housing committee. 


On housing issues, the Legion stood pretty 
much pat. It maintained its position as the 
No. 1 political roadblock to the flexible FHA 
and VA interest rates the Eisenhower admin- 
istration wants. It was pressure from veter- 
ans’ lobbyists that persuaded Congress to 
strike out of the 1954 housing bill a provi- 
sion giving the President power to vary in- 
terest rates to meet differing economic condi- 
tions. Last month, the Legion put itself on 
record against “any future proposal for the 
adoption of a new formula for GI interest 
rates” and endorsed perpetuation of the pres- 
ent law, which gives VA power to change 
the rate only between 4 and 444%. 


As expected, the Legion also adopted a res- 
olution opposing any transfer of GI home 
loan functions from VA to HHFA, despite 
the self-evident fact that such a move could 
well save considerable money. 


On VA’s direct mortgage lending program, 
however, the Legion took a milder stand in 
defense of special privilege for veterans. 
Noting that “the recent tremendous expan- 
sion in GI home loans by private lenders met 
the demand for credit by veterans in nearly 
all areas,” it urged “no further additions to 
the revolving funds until early in 1955.” Pre- 
viously, the Legion has been inclined to de- 
mand expansion of direct home loans almost 
before VA could dish out the money it had. 
But VA is better heeled this year, having 
$3714 million instead of only $25 million to 
spread around each quarter. (Direct loans— 
supposedly made only where private VA 
mortgage money does not flow—are available 
in 2,369 (or 85%) of the nation’s 3,100 coun- 
ties. The Legion was also influenced by the 
new voluntary mortgage credit extension com- 
mittee set up in the new Housing Act. It 
urged an end to direct lending—‘“an emer- 
gency expedient”—as soon as the credit com- 
mittee has “demonstrated a satisfactory flow 
of funds from private sources for investment 
in GI loans throughout the country.” 
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New idea for urban renewal: form a private 
corporation, boost rehabilitation standards 


One of the tough problems in making the 
new concept of urban renewal work is how 
to rehabilitate decaying spots in cities to 
something more than the legal minimum 
standards of health and safety. Patch-up re- 
pairs to a legal minimum can (and often 
do) look nearly as repulsive as the menace 
they replaced. 

Last month, homebuilders in Richmond, 
Va. were embarking on a venture which 
national NAHB and HHFA officials hoped 
provide some solutions. They had 
formed a Home Builders Rehabilitation Corp. 
financed by stock subscriptions at $10 a share 
(22 subscribers, $1,810 in the till so far— 
“all we need for the moment”). The cor- 
poration holds a broad charter from the 
state to buy or sell property, borrow and 
lend money, do demolition, rehabilitation and 
new construction. But initially, said Execu- 
tive Secretary Harry D. Rathbun of the 
Richmond Home Builders Assn., it plans 
to stick to a role of letting individual con- 
tractors do repairs, steering owners of run- 
down property to reliable fix-up firms, help- 
ing get repair loans through normal lending 
sources. (To keep the corporation in the 
black, it will charge a one-point or smaller 
service fee for arranging financing.) 


might 


Aim: marketability. How will the reha- 
bilitation firm help get the declining neigh- 
borhoods really rehabilitated? When a city 
health or building department is set up as the 
sparkplug of a city-wide rehabilitation effort, 
the follow-up to make sure that housing vio- 
lations are corrected properly is very time 
consuming, chiefly because it takes inspec- 
tors with a lot of technical know-how. En- 
forcement through the courts is slower still, 
and often fails as judges let violators off 
with token fines, as in New York City. More- 
over, code enforcers can only insist on a 
minimum standard of decency. Under private 
leadership in Richmond, the men behind re- 
habilitation will shoot for a higher standard: 
the best the market will support. 

One thing the rehabilitation corporation 
hopes the local market will support is a very 
low-priced replacement house for Negro 
shacks too dilapidated to be worth repair- 
ing. “We learned through the Urban League,” 
says Rathbun, “that the need for new, very 
low-priced housing in minority neighbor- 
hoods is enormous.” Last month, Builder 
Ernest E. Mayo, president of Rehabilitation 
Corp., was building such a house in a de- 
clining (but not yet slum) Negro neighbor- 
hood. The house was described by Rathbun as 
“devoid of frills, not designed for specula- 
tive selling in new neighborhoods.” He added: 
“As property owners are faced with the 
choice of repairing or selling, the corpora- 
tion stands ready to purchase dilapidated 
property at a fair price, demolish it—and 


award to the builder members, selected al- 
phabetically, the opportunity of erecting a 
replacement.” 

In a three-block area of the city’s worst 
Negro slums, workmen were sawing, hammer- 
ing and plastering on some 13 homes, includ- 
ing a nine-unit row house being rehabilitated 
for an absentee-owner by Builder Jim White. 
One dilapidated two-story, four-room hovel, 
into which eight persons had been jammed, 
had been completely rebuilt (see cuts) by 
White to serve as a model and community 
headquarters for the cleanup effort. It is 
known as Carver House. City health inspec- 
tors under Dr. Edward Holmes were back- 
ing the drive with house-by-house code en- 
forcement inspections. Results so far among 
the 70 structures in the three blocks: 
7 completed repair jobs, 11 with no viola- 
tions, 30 under repair (including five where 
contractors did such inadequate work that 
the builders’ association pressured them into 
doing it over), and 22 under orders to make 
repairs. 


Role of guidance. The rehabilitation cor- 
poration’s major role as professional adviser 
for slum dwellers who want to fix up 
their homes has wide implications. For 
one thing, it has already begun an unde- 
clared war on gyp repair operatives. An- 
other: it commands the respect and encour- 
agement of some segments of the housing 
industry who have often looked askance at 
rehabilitation drives. As the Natl. Assn. of 
Housing and Redevelopment Officials has 
pointed out: “The idea of professional advice 
being available to assist the home owner in 
determining how he can best rehabilitate his 
house at the lowest cost is a good one. If, 


Lire—Alfred Eisenstaedt 


CARVER HOUSE 
—BEFORE 


CARVER HOUSE 
— AFTER 


coupled with this architectural advice, there 
is also advice on available financing and a 
renewal corporation that may be willing to 
make direct loans, the home owners might 
well have a greater inclination to undertake 
a fairly sizable rehabilitation job.” 

As Memphis, Little Rock and a few other 
southern cities began studying whether to 
set up similar rehabilitation corporations, 
S. Howard Evans of HHFA’s slum clearance 
division told Richmond civic leaders their 
program was solid enough so that the town 
might well be the first in the nation to qual- 
ify for federal urban renewal funds. But so 
far, Richmond’s rehabilitators thought taking 
US money for the community improvements 
needed along with better housing would vio- 
late the self-help basis of their idea. 


Ike remodels an antique 
farmhouse for $150,000 


Like Eric Hodgins’ fabled Mr. Blandings, Ike 
and Mamie Eisenhower last month were dis- 
covering, reported Colliers, that a remodeled 
dream house is no bargain. Four years ago Ike, 
then president of Columbia University, dug into 
his earnings, bought (for about $40,000) a nine- 
room, century-old farmhouse just 3 mi. outside 
historic Gettysburg, Pa. Disregarding a friend’s 
advice to build a new home, the Eisenhowers 
figured to renovate the old one for about $75,000, 
then sit back and farm its 189 acres. 

But the dream project, which did not get un- 
der way until last November, is involving a good 
deal more than the Eisenhowers counted on. 
By the time Contractor Charles A. Tompkins 
(of Washington, D. C.) and Architect Milton 
Osborne (of Penn State), both friends of the 
President, are done, only about a quarter of the 
original structure will remain standing. In its 
place will be a 100’ x 40’, partly modern, partly 
traditional, 14-room air-conditioned mansion. 
The completion date, originally last August, is 
now Christmas. Estimated cost: $150,000. 
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Outlook for homebuilding 
is bullish as sales spurt 


“Homebuilding is now going at an annual 
rate of 1.4 million units.” 


That was NAHB President R. G. Hughes 
speaking. His estimate, given last month to 
the annual Southern Builders Conference in 
Gatlinburg, Tenn., was rosier than the official 
figures. Housing starts were only 3% ahead 
of last year for the first eight months, accord- 
ing to BLS, and private starts were up only 
5% (see p. 50). Even in August, private 
builders were pouring foundations at an 
annual rate of only 1,176,000 homes, accord- 
ing to BLS projections. 

All this did not mean Hughes’s observation 
was necessarily wrong. What the industry 
was building in August was the result of its 
state of mind last winter and spring. In the 
warm light of the new Housing Act, in the 
probability of ample mortgage money ahead, 
homebuilding’s state of mind could afford to 
be more bullish now. 

A House & Home check on home sales in 
13 major metropolitan areas provided more 
evidence that busines was good: only in Port- 
land, Ore. and Seattle, which had experienced 
an unusually rainy summer, was the pace of 
house sales reported slipping (from extraordi- 
nary to “reasonably good”). More typical 
was the enthusiasm of General Manager 
Albert Meyers of Long Island’s Curran Realty 
Co., which sells for some 45 builders. Meyers 
reported a “terrific increase in sales during 
the past two months, mostly in homes priced 
below $16,000.” 

The Chicago Federal Reserve Bank sur- 
veyed its district and found “none of the 
builders contacted hold appreciable inven- 
tories of unsold homes despite the recent up- 
surge of speculative building.” The Prefabri- 
cated Home Manufacturers’ Institute said its 
members’ shipments totaled 38,709 homes for 
the first seven months of the year—26% ahead 
of the same period in 1953. For the year, 
PHMI was now predicting a 33% gain for 
prefabs—to about 75,000 units. 


Parades of homes draw 
crowds in 60 cities 


Several million curious and interested Ameri- 
cans looked at, wandered through and sized 
up nearly $120 million worth of new houses 
during NAHB-sponsored National Home Week 
Sept. 19-26. It was the biggest nationwide 
home promotion week yet. 

Started in 1948 by NAHB to educate 
America to the advantages of home owner- 
ship, National Home Week has become, for 
most builders in most cities, a stimulus for 
lagging autumn sales. This year, with ma- 
terials suppliers, lenders and furniture dealers 
catching the spirit, promotional kitties swelled 
to giant proportions. The observance is spread- 
ing: this year there were promotions in about 
150 cities, 25 more than last year; and this 
year houses were displayed by the concen- 
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trated Parade-of-Homes method in about 60 
cities, double last year’s figure. 

A few building trends were observed: slab 
foundations were coming back in many cities, 
indicating a possible reversal of the recent 
renewed popularity of cellars. The movement 
toward bigger and more carefully designed 
bathrooms and kitchens was gaining strength. 
Installed air conditioning was on the rise in 
Southern houses priced over $15,000, but many 
Northern and Midwestern builders felt buyers 
still were not ready for it. Open planning was 





holding its own. 

In Milwaukee the builders’ 
bought 200 acres and offered first crack at 
land in what will be a new development to 
builders who were represented in a streetful 
of display houses. Houston builders, remem- 
bering last year’s elbowing throngs, forsook 
concentrating the display houses and instead 
spread them over two sides of town, devoting 
a week to each section and directing the pub- 
lic from house to house by maps available in 
all display homes. 


association 


Savings and loan league ponders how to 
meet new competition of easier FHA terms 


The 400 savings and loan officials who met in 
Chicago last month for a mortgage lending 
clinic were not sure they liked what the 
doctors ordered: an agonizing re-appraisal of 
their loan policies in light of more liberal 
FHA terms. 

There is no doubt, the S&L men were told, 
that they will have to swallow more FHA 
loans, like it or not. Warned President Ralph 
R. Crosby of the US Savings & Loan League, 
which sponsored the clinic: “As the result of 
the new [housing] law we face increased 
competition from lenders specializing in FHA 
loans. . . . I am certain that several years 
from now, a much larger proportion of our 
loans will be FHA-insured—even though the 
earnings on them are lower and it is not quite 
like our business to pass the risk on to the 
government.” Commented Clarence P. Bryan 
of the Cuyahoga Savings Assn., Cleveland: 
“We'll have to meet [the competition]. You 
can’t be tied up with a builder who isn’t sell- 
ing houses on your terms while others are 
selling 25 to 30 year mortgages.” Said Clar- 
ence Kefauver of the Columbia Federal S&L 
Assn. of Washington: “We are going to sell 
4% loans and put the money into new FHA’s. 
Conventional loans on a competitive basis 
would be too risky.” 


Outside money. Executive Director John 
Dickerman of NAHB put it even more blunt- 
ly. He warned that outside money would move 
in to meet the demand for more liberal terms 
even in communities where builders profess 
to prefer home-town lenders. Said he: “I was 
in such a town the other day. The terms 
were stiff. A big backlog in demand for 
houses had built up. I predict that some big 
operative builders from the outside are going 
to move in very shortly with outside money 
and bust that town wide open in a building 
way.” Builders, said Dickerman, have been 
caught up in the competitive struggle. “So 
have you,” he told the lenders. “If you pre- 
fer to go it on your own with more liberal 
terms—as I seem to have caught implications 
here—I commend you.” 

Another consequence of FHA loan compe- 
tition, coupled with a general lowering in in- 
terest rates, may well be smaller dividends. 
Warned James Downs Jr., president of Chi- 


cago’s Real Estate Research Corp.: “The 
conventional mortgage will not comprise so 
large a percentage of the total mortgages. . . . 
Insurance companies are in the market full 


blast. Interest rates will not move up- 
ward. If they change they will be 
down. . . . Savings and loan associations will 


have to increase their volume sharply or give 
consideration to a reduction of dividends.” 


Used home impact. Although FHA lend- 
ers were complaining that the backlog of ap- 
praisals was driving business in used houses 
to S&Ls, League President Crosby warned: 
“Speed and flexibility will have to be quite 
important to offset a difference of 10 or 15 
years in maturity and the ease in salability 
of a house with a 90% loan over that with 
only a 65% or 70% loan. My guess is that 
the FHA terms will be sufficiently impor- 
tant . . . that brokers and builders in most 
areas are going to learn how to work with the 
FHA rules, however they are...” 

Under pressure from S&Ls, the federal 
Home Loan Bank Board was reported con- 
sidering letting the 1,600 federally chartered 
S&Ls lengthen maturities from 20 to 25 years 
and to raise the permitted loan maximum— 
now limited to 80%. Such a change would be 
a powerful club for the 4,500 state-chartered 
S&Ls in seeking similar changes in state laws. 

What S&L officials really worried about 
was that liberalization of FHA _ terms 
helps their arch-competitor, mutual savings 
banks. In midsummer, S&L assets surpassed 
those of mutual savings banks. Two decades 
ago S&L deposits were peanuts by compari- 
son. S&Ls have attracted savings because 
their freedom to put nearly all their money to 
work in mortgages has let them pay higher 
interest to depositors than can savings banks, 
which must hold a hefty portion of deposits 
in reserve. Reserve requirements drove sav- 
ings banks into government-insured lending 
early, because FHA and VA loans can be 
made after the reserve limit has been reached. 
Another mortgage men’s worry: will FHA and 
VA cut interest rates? Conventional rates 
have, according to the Federal Reserve, 
dropped %4 to 14% in the last six months. 
Most lenders think to cut FHAs now would 
cause bad disruption of the market. 
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Local housing markets 


A new compilation of facts on 75 cities is called ‘major 


advance’ in statistical research. HHFA says only seven US 


areas have adequate housing market studies 


Statistics are the businessman’s schmoo. They 
can be cut, sliced, larded, lied with, dipped 
into for profit and even, in rare instances, for 
They the 
Yet they suffer on two counts: there are sel- 


pleasure. are all over economy. 


dom enough of them and they are never 
in one place. These lacks have been evident 





in building statistics for some time—especi- 


ally 


level 


as regards information from the local 

and any effort to improve the situation 
helps. The latest effort is a privately com- 
piled pamphlet of economic data on 75 metro- 
politan areas, aimed at filling part of the 
near void in figures to guide lenders and build- 
ers in the tricky housing market. 


Tale of seven cities. During the postwar 
housing shortage, when lenders knew build- 
ers could sell anything they could put up, 
the lack of adequate data on local housing 
markets was pushed aside. Now that housing 
is harder to sell, the problem is more press- 
ing. Yet HHFA researchers reported last 
month* that only seven localities in the US 
have “a satisfactory flow of usable data on 
the housing market’”—Los Angeles, Memphis, 
Miami, San Francisco, Seattle, Baltimore and 
Denver. As the agency observed: “In the ab- 
sence of good usable local figures, too many 
businessmen fall back upon one or another of 
the many national forecasts or upon a con- 
census of several to provide them the cue as 
to what to expect in their particular commu- 
As many have learned to their loss, 

. the national figures [often do not] call 
the local tune.” 

Ex-NAHB President Thomas Coogan, now 
head of Housing Securities, Inc., thought up 
the new study and called on Dr. Reinhold P. 
Wolff, director of the University of Miami’s 
bureau of business and economic research, to 
do the work. The report is titled 75 Housing 
Areas and contains a page for each city 
cut). Plans are for a supplement to 
appear each month, bringing 25 of the cities 
up to date, to be mailed to Coogan’s 1,000 


nity. 


(see 


investor-clients. The idea of assembling and 
sending out such data fits the avowed pur- 
pose of Housing Securities. Coogan started 
the organization four years ago because he 
thought there was great need for a mortgage 
clearing house—an agency to bring the money 
of New York into contact with real estate 
investors in other parts of the nation. There 
are 100 stockholders, but the prime purpose 


*In “The Need for Developing Local Housing 
Market Data,” by Everett Ashley III, in Housing 
Research No. 7. 
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HOUSING MARKET facts compiled by Dr. Rein- 
hold P. Wolff (1) show almost ‘‘no correlation 


between degree of individual buying of homes 
and a city’s economic growth,’’ he says. Adds 
President Tom Coogan (r) of sponsoring Hous- 
California and 
Florida appear to grow for hedonistic reasons.” 


ing Securities, Inc. ‘‘Arizona, 


of the corporation is not, according to Coogan, 
to make money. “We are set up to educate 
people to the advantages of FHA and VA 
mortgages as an investment,” he said recently. 
“We are a public service that still makes 
money for the stockholders.” Coogan believes 
in the necessity for “letting people know what 
housing is.” Dr. Wolff believes in “substi- 
tuting fact for fancy” on any subject. Get the 
two together and what happens? 


Growth comparison. Albuquerque, N. M. 
is rated No. 1 among the 75 cities in both 
rate of population growth since 1940 and rate 
of residential building since 1950. This means 
that Albuquerque’s population increased 
faster than any other city’s in the specified 
time and that the average annual percentage 
increase in number of residences in the last 
four years was greater than any other area’s. 
(Dr. Wolff, incidentally, did not pick the 75 
biggest cities in the country for his test 
group; he picked the first 60 largest, he says, 
and then added 15 others that he refers to as 
“active.”) The third category in which the 75 
cities are directly compared is size of resi- 
dential building and here Albuquerque places 
39th. Size means simply total starts in the 
past four years. In this department, the big 
urban areas maintain their lead: New York- 
Northeastern New Jersey is first, Los Angeles 
second, Chiacgo third and Detroit fourth. In 
fifth place: the San Francisco—Oakland area. 

It is notable that in the rate of building, 
four of the first ten cities are in California; 
three are in Texas; two in Florida and one in 
New Mexico (Albuquerque). These facts 
bear out: what has long been known: warm- 
weather areas draw the lion’s share of new 
residents. Population growth is not exactly 





matched to the rate of new building (a prom- 
inent exception is Phoenix, which places 
fourth fastest in population increase, but 34th 
in rate of new building) but it is evident from 
examination of the Coogan-Wolff study that a 
town is unlikely to step up homebuilding with- 
out a fast-growing population. 


What price income? It is equally evident 
that homebuilding can burgeon in a town 
where per capita buying power is compara- 
tively low; conversely, that high buying power 
does not automatically boost homebuilding. 
Of the first ten fast-growing cities in terms of 
new homes, only one (Dallas) is in the first 
20 top cities in terms of per capita buying 
power. Dallas is ninth. The others string out 
from 22nd highest in buying power (Miami) 
to 69th—Orlando, Fla., which is listed tenth 
in rate of residential building and seventh 
in population growth rate. Orlando is 65th 
when it comes to number of units started. 

On the other end of the scale is Bridgeport. 
Conn., which ranks first in the 75 on buying 
power per capita and 25th in rate of building. 
Bridgeport is a town of extremely diversified 
industry, includes Remington Arms, General 
Electric, Bridgeport Brass, etc., plus a large 
number of plants staffed by just a handful of 
skilled workmen. There has been no failure 
of a major business in Bridgeport since the 
end of the war. Its town fathers boast that 
the population is up to 158,000, which would 
put it ahead of New Haven and second only 
to Hartford in the state. (But in comparison 
with the expanding cities of the Southwest, 
California and Florida, Bridgeport is a lag- 
gard; it places 46th in rate of population 
growth in the statistics study. ) 

There is another aspect of the housing pic- 
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ture in Bridgeport (not included in the 
Coogan-Wolff report) that makes for inter- 
esting cogitation when placed alongside the 
town’s buying power and construction rate 
figures. About one fifth of dwelling units in 
Bridgeport are public housing built with 
state or federal subsidy. This proportion is 
in new residential building. Re- 
cently a high rate of vacancies has cropped 


maintained 


up in a couple of state-subsidized public hous- 
ing projects when some 700 families had to 
move out because they were over the income 
maximum ($3,500 a 
ceiling was raised then to $4,200 and allow- 


year). The income 


ance made of $600, in addition, for each de- 
pendent child. Yet Bridgeport homebuilders 
do not complain about the number of public 
housing units in their territory; they have 
found that a few years residence in such a 
project impels families to go all out for their 
own home. And in Bridgeport they can afford 
to buy it. 


Marriages and value. The Coogan-Wolfl 
statistics list a number of other facts about 
each of the cities, including employment for 
1953 and 1954, marriage rate, retail sales index 
and the median gross value of a home in each 
city in 1950. The latter figure is one of the 
most slippery—and one of the more dated— 
in the series. For example, of the first ten 
most active cities in new homebuilding 
(again, remember this figure is an average 
increase figure, not a total starts figure) five 
are listed as having median home value above 
the median for the 75 cities ($7,818) and five 
as being below. 

There is some correlation between a town’s 
buying power per capita and the median 
price of its homes, as mentioned in the survey. 
Hartford. listed 
power, has the highest gross valuation of 
an average home: $13,277; Bridgeport’s 
value: $12,145. Philadelphia, Pa., 30th in buy- 


ing power, has a median value square on the 


number two in buying 


median for the 75 cities. In a place like San 
Jose, Calif., however, which is 32nd in buy- 
ing power, the median value jumps to $10,644. 
Probable reason: an influx of suburbanites to 
the Santa Clara valley who work elsewhere. 
(The influx, incidentally, both of suburbanites 
and of industry, has stirred up a number of 
petitions to the zoning authorities to save 
the fruit and vegetable land for fruit and 


vegetables. ) 


‘Radar service.’ Both Dr. Wolff and Coo- 
gan emphasize that their initial study (the 
75-city volume will probably reappear in up- 
dated form in two years) is not the last word 
in telling investors where to buy mortgages. 
(Housing Securities itself will draw no con- 
clusions from the statistics, it should be 
noted.) Coogan refers to the book as a 
“radar service,” cautions that it is not “perfect 
or complete.” According to Dr. Wolff, the 
facts are “guideposts for further study.” Yet 
Dr. Ernest Fisher of Columbia University, 
one of the nation’s top experts on urban 
problems, called the study “a major advance” 
in statistical research. “It is surprising,” le 
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added, “the rate at which the concept of hous- 
ing market analysis has caught on.” 

Dr. Wolff does not just think his statistics 
up. He gets them from several hundred 
sources, on the federal, state and local level. 
“There is plenty of housing information for 
all areas,” he observed, recently, “but it is so 
darn scattered . . . our task has been to pull 
together primary information.” He was dis- 
appointed in the death of the requested 
supplementary appropriation before Congress 
for additions to BLS and Commerce construc- 
tion figures. Every digit counts in the boiling- 
down process that Dr. Wolff uses in putting 
his evaluation on a single page. He thinks 
the two great deficiencies in housing statistics 
are a lack of basic information locally and a 
lack of an adequate basis for rating a hous- 
ing area from an investor’s viewpoint. 


Joint effort. BLS is as aware of the need 
for bettering statistics on housing as anybody. 





H. E. Riley, chief of the bureau’s division of 
construction statistics, mentioned a couple of 
gaps in his speech at the House & Home-—Lire 
marketing conference in Cleveland last month 
(see also p. 43): “Unfortunately, we have no 
satisfactory data at present with which we can 
effectively measure the changes in the price, 
size and characteristics of new houses. . 
What about the physical characteristics of 
the new house? Here again we have no usable 
current statistics.” 

Riley also mentioned one of the new ser- 
vices from the revised BLS housing series 
a four-way regional breakdown on new hous- 
ing starts. It covers some of the comparisons 
included in the Coogan-Wolff work, but 
rephrases the results. For example, BLS 
will run a rate of homebuilding per capita 
figure (which could be computed from the 
Housing Securities’ report) which shows that, 
fast as the Southwest development is, it can 
still be faster with its big population increase. 


New Census figures suggest fix up market 


is billions bigger than official estimates 


About another housing market, Census Bureau 
statisticians last month had big news: in the 
first five months of this year, said Census, US 
home owners spent a whopping $3 billion on 
repairs, improvements, alterations and addi- 
tions. Even bigger news was that this pro- 
vided the first real statistical basis supporting 
the growing belief that the home repair busi- 
ness is as big as—or bigger than—the $12-bil- 
lion-a-year new housing industry. It was the 
first time in its history that the government’s 
best source of consumer spending data had 
actually gone out for itself and surveyed the 
multibillion dollar home improvement market. 
Most building experts thought the survey 
statistically sound. Census takers talked to 
2,000 home owners in 86 areas. The bureau 
backed its projections with extensive field 
checks. Here is how it all added up: 


EXPENDITURES BY PURPOSE AND TIME: 1954 


(millions of dollars) 


Total Repairs Altera- Addi- Not 

and tions tions Re- 
replace- and ported 

ments improve- 
ments 

Jan.-March 1,486 531 792 158 8 
April 688 291 345 51 ] 
May 832 438 270 122 2 


TOTAL 3,006 1,260 1,407 331 1] 


How many beans in the jar? Inevitably, 
construction economists ran to their files and 
adding make comparisons, 
formed estimates for the year. For years they 


machines, to 


have argued that home improvement was a fat- 
ter market than most estimates—particularly 
the ever conservative Commerce Dept.’s—made 
them out to be. But with little more than the 
seats of their pants to go on, they have never 
been able to prove their point. With the new 
findings they should at least be able to start 


a good argument. 

As one leading economist sizes it up: 
>“The figures apply only to owner-occupied 
residential buildings; expenditures on tenant- 
occupied buildings would probably raise it 
50%. 
>“The study covers three months when ac- 
tivity is seasonally low; especially in the do-it- 
yourself class. 
> “As Commerce itself points out, estimates 
for the first three months ‘may represent a 
slight underestimate,’ for while home owners 
had no trouble recalling recent expenditures, 
money spent the first three months might 
have been forgotten.” Hence the economist rea- 
sons: “A rough estimate for the year probably 
would be in the neighborhood of $8 billion.” 

The best previous guess had been the Com- 
merce Dept.’s 1952 and 1953 estimates that 
$614 billion was spent for repairs, mainte- 
nance, additions and alterations of all types 
of dwellings, owner-and-tenant-occupied. That 
was $114 million below the new Census pro- 
jection, which excluded tenant spending. 


Budget Bureau demands 
cutback in housing in ’55 


Stern orders from the Budget Bureau last 
month told federal agencies to budget less 
spending in fiscal 1955-56. Included was a 
directive which (if carried out) would tor- 
pedo the new jobs given FHA by the 1954 
Housing Act. It said: “New commitments for 
direct loans, mortgage purchases and guaran- 
tee and insurance of loans will be restricted 
so as to be consistent with the restrictive 
budget policies for other types of programs.” 
Housing budget men, used to this kind of talk 
from the Budget Bureau, indicated they would 
not take it too seriously. 
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HOUSING STATISTICS: 


copper strikes threaten temporary short- 
age; Northwest lumber strike peters out 


While the Pacific Northwest lumber strike boomed lumber prices in 
August and September, strikes at domestic and Chilean copper 
mines throttled down the copper supply to American consumers. 
Primary producers and smelters maintained the going price of 30¢ 
per lb., but small spot tonnages went at stiff premiums; price uncer- 
tainty also was acting as a handicap to fabricators in planning out- 
put schedules for coming months. Latest figures showed copper 
production declined more than 20% in August, raising once again a 
cry for releasing supplies from the government stockpile. Settlements 
both in Chile and at domestic mines seemed imminent by mid-Sep- 
tember, but a temporary copper shortage seemed likely. 

The end of the three-month lumber strike neared as both AFL saw- 
mill workers and many CIO loggers agreed to return to work, pending 
action of the Oregon-Washington governors’ fact-finding board. With 
plywood and Douglas fir mills starting the climb back to capacity levels 
there was no shortage of green dimension lumber (construction 
grades) ; prices stabilized at $69 to $71 MBF for 25% No. 2 and better 
2 x 4 specified, while unspecified was down to $66. Quarter-inch AD 
plywood dropped from $90 to $85 MSF at the mill, but a shortage 
continued in big timbers and kiln-dried uppers such as siding and 
flooring. Kiln-dried dimension remained at the high premium of $20 
above green. The big worry, however, continues to be the lack of logs, 
which could create a lumber shortage next spring. 
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Scandal-stricken FHA continued to lose competitive ground to VA in 
August. VA appraisal requests for proposed homes jumped 3,059 units 
to 55,350—a four-year high and more than double the August '53 


mark. FHA applications totaled 32,319. 


FHA APPLICATIONS FOR NEW CONSTRUCTION 


Jan. Feb. March April May June July Aug. 


Homes 15,007 20,008 28,055 32,333 30,327 35,207 30,143 32,152 
Sec. 8 1,757 2,426 3,963 4,504 5,185 6,884 4,454 1,008 
Sec. 203 13,157 17,220 23,686 24,739 22,868 27,185 25,667 31,144 
Sec. 903 93 362 406 3,090 2,274 1,138 22 none 

Projects 9,326 5,695 9,294 6,533 4,388 5,250 1,136 167 
Sec. 207 8,650 4,406 7,707 4,855 2,419 1,754 611 167 
Sec. 213 676 1,213 1,447 1,545 1,641 2,025 25 none 
Sec. 611 none none none none none none none none 
Sec. 803 none 46 140 133 328 1,443 500 none 
Sec. 908 none 30 mone none none 28 none none 

TOTAL 24,333 25,703 37,349 38,866 34,715 40,457 31,279 32,319 


Total FHA applications were climbing (from 47,585 in July to 53,197 
in August) but applications for new construction were up only a 
little, FHA figures showed. And the Sec. 207 rental housing program, 
with its ban on mortgaging out, looked all but dead. Applications 
were off from 8,650 in January to a mere 167 units. Sec. 213 co- 
operatives looked even deader. 
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Private housing starts edged up 800 units from July to 109,800 in 
August. The increase was attributed more to seasonal factors than 
to the new FHA financing terms. The cumulative total for the year 
continued at the highest level since 1950 with 796,000 units started in 
the first 8 months compared to 771,300 in the same period a year ago. 


BUILDING MATERIALS PRICES 
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BLS’ index of wholesale prices edged up to 120.8 in August, from 120.5 
in July, as increases in plywood and metal doors, sash and trim 
more than offset slight declines in millwork. 


MORTGAGE MARKET QUOTATIONS 
(Originations quoted at net cost, secondary market sales quoted with servicing by seller) 
As reported to House & Home the week ending Sept. 10 
5% equity or more No down payment 


FHA 4!’s VA 4)’'s VA 44's 
Origi- Secon- Origi- Secon- Origi- Secon- 
City nations dary nations dary nations dary 
Boston: local par-101 a par-101 a par-101 a 
Out-of-state a 99-par a 99!\/4-par a 97-99 
Chicago 97-99 99-par 97-99 99-par 96-97 98-99 
Denver 5 99-par 99-par 99-par 99-par 99-par 99-par 
Detroit 9714-99 a 9717-99 a 97 a 
Houston par par 99!/o-par 99//o-par 98-99!/o 98-99!/2 
Jacksonvillet par par par par 9714-98 97!/2-98 
Kansas City 99-par par 99-par par 96'/2-97 97-99 
Los Angeles 99-9917, 99-9917, 98-98!/2 98-99l/%2 97-97!/2 97-97'/2 
New York par par par par par par 
Philadelphia par par par par 99-par 99-par 
Portland, Ore.* par par par par 99 99 
San Francisco par par par par 961-98 961/2-98 
Washington, D.C. par par par par 99-par 98'/2-par 


® No market. 








* Probable prices throughout Pacific Northwest. 


SOURCES: Boston, Robert M. Morgan, vice 
pres., Boston Five Cents Savings Bank; Chi- 
cago, Maurice A. Pollak, vice pres. & secy., 
Draper & Kramer Inc.; Denver, C. A. Bacon. 
vice pres., Mortgage Investments Co.; De- 
troit, Robert H. Pease, pres., Detroit Mort- 
gage & Realty Co.; Houston, John F. Austin 
Ir., pres., T. J. Bettes Co.; Jacksonville, 
John D. Yates, vice pres., Stockton, Whatley, 
Davin & Co.; Kansas City, Byron T. Shutz, 


+ Probable prices throughout Florida. 


pres., Herbert V. Jones & Co.; Los Angeles, 
John D. Engle, pres., Insurance Funds Mort- 
gage Co.; New York, John Halperin, pres., 
J. Halperin & Co.; Philadelphia, Laurence 
J. Stabler, vice pres., W. A. Clarke Mortgage 
Co.; Portland, Franklin W. White, pres., 
Securities, Inc.; San Francisco, William A. 
Marcus, senior vice pres., American Trust 
Co.; Washington, D. C., George W. De Fran 
ceaux, pres., Frederick W. Berens, Inc. 
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LOW-SLUNG PREFAB FOR $15,500 AT PORTLAND PARADE OF HOMES 


H&H staff photo 


BUILDERS AT WORK: 


Portland parades early 


While most cities held parades of homes in con- 
junction with Natl. Home Week last month, Port- 
land, Ore. builders felt the time to show their 
models was late August, to attract preschool 
buyers. The Portland show drew 48,405 visitors 
despite unseasonal rain seven of its nine days 
(compared with 30,000 in good weather last 
year). Free haywagon rides for kids, free pony 
rides, free transportation for kids to the free 
movies direct from the entrance gate, free butter- 
milk and chocolate milk, plus news and music 
over a central public address system helped keep 
crowds coming and happy. Two other reasons 
were the handsome homes pictured at the top of 
the page—both built with prefabbed parts by 
West Wood Homes Inc. of nearby Beaverton and 
designed by Seattle Architects Mithun & Nesland. 
One $15,500 model (above, right) put up by 
Realty Building Co. had a glass living-room wall 
giving on a patio, flagstone entrance hall, brick 
and redwood exterior. Another, built by A. P. 
Schmidt (above, left), offered a two-way fire- 
place, partial cork floor, post-and-beam ceilings 
for the same price. 

The “parade” house was the company’s model 
for a new line of contemporaries it hopes to 
market as far east as Chicago. 


Sale a day in Virginia 


On land originally assembled by Washington, 
D. C. Builder-Realtor Eddie Carr (ex-NAHB presi- 
dent), Bernard Steinberg and E. Carl Hengen 
started in 1952 with seven models including a two- 
story colonial. Location: Springfield, Va., just 
outside Washington. Their most popular model: 


CRESTWOOD’S SALE-A-DAY ‘VIRGINIAN’ 


a three-bedroom basement house with a separate 
dining room that sold for $17,500. Other models 
were gradually dropped. Last fall they offered 
another three-bedroom house, The Virginian, with 
fireplace but on a slab, have been selling at almost 
a sale-a-day clip since. Last spring their Crest- 
wood Construction Corp. offered a split-level at 
$18,250 and is keeping models down to three. 


Rumpus in Minneapolis 


Minneapolis homebuilders kicked up a_ public 
fuss last month when the University of Minne- 
sota announced plans to sell some 350 acres of 
its land in suburban Brooklyn Center for a $30 
million project of 1,500 homes. Their beef: the 
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university was bringing in an outsider. He is 
Hal B. Hayes, flamboyant Los Angeles contractor 
whose showplace home is equipped with an in- 
door-outdoor swimming pool and who once opened 
a private nightclub (where bourbon, scotch, 
champagne and beer were dispensed from spigots) 
to cut down the cost of entertaining clients 
(H&H, May ’52, News). Hayes and Winston 
Brothers Co., big Minneapolis contractors, were 
talking of putting up a model “atomproof” de- 
velopment of $15,000 to $25.000 houses equipped 
with Geiger counters and bombproof bedrooms, 
decontamination showers, oxygen tanks, lead and 
concrete walls and floors. He proposed to drill 
1,000’ wells and cap them with lead to avert con- 
tamination. Homebuilders, also irked that the 
university had signed a plan under which it would 
get 25% of the profits, threatened legal moves to 
block the project. Lawrence W. Ne!son, executive 
vice president of the Minneapolis Home Builders 
Assn., complained that Hayes was picked because 
men in the university architecture school wanted 
contemporary design, which Nelson argued is “too 
advanced” for Minneapolis. 


Cost cutting in St. Louis 


St. Louis Builder Burt Duenke, whose Ridgewood 
subdivision proved to other builders that contem- 
porary design will sell outside California, says: 
“Today, builders have got to watch costs like a 
hawk.” When he found his foundation subcon- 
tractor using an 11” instead of an 8” wheel on 
his trenching machine, Duenke had him switch 
to the smaller size wheel, saved 11 yd. of con- 
crete per foundation. At $1.50 per yd., Duenke 
saved a tidy $16.50 per house. Another concrete- 
saving technique: using pads instead of grade 
beams under bearing walls of a slab house. Says 
Duenke: “I save 5 yd. of concrete, lots of form 
work.” . . . Burt’s brother, Milton Duenke, part- 
ner in the big Vohof-Duenke building firm (400 
houses and up per year), has switched to lower 
pitched, slab houses, “a big change for us.” After 
selling 277 houses in four months, Milt Duenke 
says: “I’m asked what kind of people buy modern 
houses. My answer is ‘all kinds.’ Modern is in 
people’s minds, not in their pocketbooks.” 


Coral City, Fla. (cont’d.) 


Coral City, Fla., where ex-Punchboard Promoter 
Ralph Stolkin, Publicist Carl Byoir and Builder 
Julius Gaines had announced they would build 
and sell 10,000 homes almost at cost (H&H, Sept. 
54, News), was doing the expectable bustling 
business last month. Said a spokesman: “We have 
taken deposits and sales contracts for about 1,200 
houses. We are not processing them to see how 
many will qualify. We'll be lucky if we qualify 
850, which is all the lots platted in Sec. 1 and 
2, anyway.” Having exhausted the platted lots, he 
explained, “we quit taking deposits,” put another 
1.000 names on the waiting list. 

The trio of promoters has explained the “cut- 





SECOND MODEL, ALSO BY WEST WOOD HOMES, FEATURES PATIO 


to-cost” policy by noting that profits would come 
out of running a water system, sewage disposal 
plant and businesses serving the community. 
House prices—somewhat under the local market— 
range from $7,025 for a two-bedroom, one-bath 
house to $8,650 for a three-bedroom, two-bath 
house with patio and carport. Last month, when 
a published article said profits on land alone from 
the first 1,000 sales had reached $2 million, a 
Byoir aide had this to add: “We’re capitalizing 
this land at about $3,000 an acre. By capitalizing, 
and taking our profit that way, we pay only 
capital gains tax. We've never claimed we were 
not going to make a profit on the land.” 

President Perry E. Willits of the Home Builders 
Assn. of South Florida said most local build- 
ers “aren’t too worried” over the Coral City 
competition. “They’re creating a new market for 
a new class of people.” Just the same, the associa- 
tion called a meeting to study Coral City’s effect 
on the Miami housing market. 


Cutaways and flowers 


Little Rock Builder E. L. Fausett found so many 
people clambering over 2 x 4s to see how his 
houses were built that he made a cutaway house 
to convince skeptics his houses were sound. He 
closed the cutaway sections with glass and used 
lights or mirrors to illuminate cross sections. 
(The house, incidentally, is downtown and will be 
sold as a doctor’s office later.) “Best merchan- 
dising stunt I ever used,” says Fausett. 


Photos (below): Frank L. Miller 





Modern hit in New Orleans 


Architect-turned-builder Victor Bruno of New 
Orleans had no trouble selling his speculatively 
built glass-and-brick house with brick-enclosed 
patio, got commissions for three more like it and 
expects to build ten more on sites yet to be 
selected. The 1,000-sq.-ft. house sold the first 
week it was opened. Price: $13,000 ($17,500 with 
land). Says Bruno: ‘‘Biggest public approval was 
for the enclosed patio, sliding glass doors, great 
degree of privacy.’’ Major orientation (two bed- 
rooms and living area) are toward the patio. 
The interior is mahogany paneling and brick. 
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PEOPLE ¢ Elizabeth Wood fired as Chicago housing chief; 


Leonard Long, Frederick Carpenter acquitted in FHA trial 


The best weapon in the arsenal of Elizabeth 
Wood, an ex-schoolteacher whose scandal-free 
administration of the Chicago Housing Authority 
lasted 17 years, was a sharp, defiant tongue. With 
courage too often lacking in public administra- 
tors, she resisted almost constant efforts of Chi- 
cago politicians to annex the giant housing 
domain to their own. When Mayor Kennelly 
recommended last year that the nephew of the 
Cook County Democratic chairman (top political 
power in Chicago) be made CHA’s chief counsel, 
Miss Wood tossed the nephew back as “not quali- 
fied.” Her resistance to patronage extended to 
labor union executives, one or more of whom she 
usually contended with as members of her own 
CHA board of commissioners. One of these, 
Henry Kruse, official of the AFL janitors’ union, 
called for a showdown over the chief counsel 
appointment. Miss Wood won. When his term 
expired, Kruse was not reappointed. 

Through all her campaigns, it was Miss Wood’s 
toughness, her willingness to take her fights to 
the public, and her articulate tongue that van- 
quished her adversaries. Last month, that same 
tongue vanquished Miss Wood. She was fired. 

Architect John Fugard, CHA board chairman, 
announced the firing after Miss Wood had wheeled 
out her strongest rhetoric to resist a demotion 
from her top CHA administrative job. On Aug. 
23, the board had announced that the retiring 
Fifth Army commander,. Lt. Gen. William B. 
Kean, would fill a newly created $20,000-a-year 


is 





miss WOOD KEAN 

job: of executive director of CHA, This would 
make him superior to Miss Wood, the $14,000-a- 
year executive secretary. There was no explana- 
tion of the Kean appointment, except that a firm 
of consulting engineers had recommended that 
Miss Wood’s responsibilities be divided into two 
or three jobs. She had not been consulted by 
the board of commissioners before the Kean 
appointment. 

A few days later, Miss Wood edéunterattacked. 
On a television interview she accused the board 
of giving “lip service” to its policy of nonsegre- 
gation while privately issuing instructions thwart- 
ing those policies. She charged that such action 
has made the Trumbull Park housing project, 
scene of prolonged racial disorders (H&H, Sept. 
53, News) “the shame of Chicago.” She later 
issued a statement saying Fugard threatened to 
make “charges” against her unless her “friends” 
ended their protests against the board’s plans. She 
added: “It is personally shocking to me to find 
individuals who can hope to sweep the race issue 
under the rug by unabashed moral blackmail.” 

That did it. Fugard quickly got in touch with 
the other three commissioners. They voted Miss 
Wood out of office. Hiring an outside press agent 
to by-pass the CHA staff, they called her accusa- 
tions “unfounded, unwarranted and irresponsible,” 
adding: “The policies for which she claims credit 
and under which the authority has achieved the 
satisfactory public housing of the great majority 
of 13,000 Chicago families have been those of the 


commissioners, not of its former executive secre- 
tary.” 

Fugard pointed out that Kean, who takes over 
his duties Oct. 1, had experience at integration of 
Negroes and whites, which is housing’s No. 1 
problem in Chicago. In the summer of 1950, 
Kean merged the Negro 25th Infantry Regiment 
into white units of his 25th division in Korea. 
He indicated that the general (a man with no 
widespread experience at housing) could do the 
same in Chicago’s public housing projects. An 
editorial writer for the Chicago Daily News com- 
mented a bit wistfully that it would be nice if the 
general had the same sort of authority over the 
race rioters around Trumbull Park that he had 
over the soldiers in the 25th division, The Trib- 
une sided with the board, saying Miss Wood 
gave them no alternative to firing her because 
she “considered herself bigger than her bosses 
[and] also regarded her job as a license to foment 
race disturbances.” The Sun-Times said Miss 
Wood had been “admirably suited” to her job 
while public housing was in the pioneering stage 
but now its operations depend more on good 
business administration. 

Chicago integration facts: CHA operates 26 
projects with 12,390 units housing 60,000 people 
(62% Negro and 38% white). All but three have 
Negro occupants. City officials have estimated 
that Negroes will occupy 80% of public housing 
there within two years. By 1957 there will be 
about 20,000 units under CHA. 





The first of the trials cited by the Justice Dept. 
in its latest summary of results of the FHA in- 
vestigations ended Sept. 18—with two acquittals. 
After a 10 hr., 15 min. deliberation, an all-Puerto 
Rican jury cleared politically potent Leonard D. 
Long, South Carolina’s biggest builder, and Fred- 
erick D’A. Carpenter, former FHA director in 
Puerto Rico, of conspiring to defraud the US 
government. In June ’53—ten months before the 
current investigation of FHA began—a San Juan 
federal grand jury charged that Long’s multi- 
million dollar, FHA-insured projects were “sub- 
standard, defective and_ structurally unsound” 
and that Carpenter “knowingly allowed” the 
houses to be built (H&H, July ’53 et seg., News). 
The trial lasted five months and 11 days. It cost 
the US an estimated $50,000, including $15,000 
to lodge and feed the jury. Newsmen figured 
Long spent $1,000 a day defending himself. Prose- 
cutors were flabbergasted at the verdict. Long 
and friends celebrated with Scotch, champagne 
and rum. Said Long: “I think I will keep on 
doing business in this beautiful country.” 


. 





Indiana Attorney Ira Dixon, who has been chief 
clerk of the Senate banking and currency com- 
mittee, was sworn in Sept. 1 for a four-year term 
as a member of the Home Loan Bank Board. 
He fills a vacancy as a 9 

Republican on the biparti- 
san, three-man board. Dix- 
on, a wiry, white-haired 
man of 64, practiced law 
in Kentland, Ind. most of 
his life before joining the 
Senate banking committee 
in 1952. He observes tartly 
that when the government 
once gets into a field it 
never gets out. He has 
never had any experience 
in the savings and loan DIXON 

field, although he professes a strong admiration 
for such institutions because they are “close to the 
people.” He firmly believes in the maxim that the 
market should be allowed to find its own level. 





His hobby is traveling, if only as far as the near- 
est ball park. 





The scurry of politicians to dictate naming of a 
permanent deputy commissioner is giving FHA 
extra trouble in filling the post. Since Walter 
Greene retired when the FHA investigation be- 
gan (amid much praise for his services from all 
sides), FNMA President Stanley J. Baughman 
has been filling the slot. Meanwhile. a lesser 
vacancy, director of FHA’s new examination di- 
vision, was filled with appointment of Burnham 
W. Diggle, 56, of Washington, D. C., former 
(1947-52) director of operations for the housing 
expediter-rent controller. 

Among new FHA district office chiefs: Thomas 
W. Hines, 49, Bowling Green lawyer and _ state 
senator, as state director for Kentucky; Lanham 
Evans, Texas mortgage man, as head of the new 
Lubbock office. L. J. Dumestire, retired FHA 
chief in New Orleans, became president of the 
new Carondelet Mortgage & Investment Co. 


NAMED: Milford A. Vieser, as financial vice 
president of the Mutual Benefit Life Insurance 
Co., with jurisdiction over the bond, city in- 
vestment, farm investment and treasurers de- 
partments; John Jansson, as manager of the 
Aluminum Window Manufacturers’ Assn.; Richard 
D. Hudson, president of the New Jersey Home 
Builders Assn., as a member of the New Jersey 
State Board of Standards for the New Jersey 
Uniform Building Code.; Winfiefd C. Warman 
of Aurora, Ill., as vice president in charge of the 
new mortgage department of the US Savings & 
Loan League in Chicago; Duncan Cameron 
Menzies, former executive vice president of Ball 
Bros. Muncie, Ind. container makers, as_presi- 
dent and general manager of Servel Inc. succeed- 
ing W. Paul Jones, who became vice chairman. 





DIED: Sen. Burnet R. Maybank, 55, (D, S.C.), 
long an important friend of public housing as 
chairman of the Senate’s banking and currency 
committee under the Roosevelt and Truman ad- 
ministrations, of an unexpected heart attack Sept. 








MAYBANK DANIEL 


1 at his summer home in Flat Rock, N. C. In the 
last Congress, Sen. Maybank turned against the 
public housing program because the Supreme 
Court had ruled Negroes cannot be kept out of 
government-subsidized housing. To fill his term 
which expires Jan. 2, Gov. James F. Byrnes ap- 
pointed Charles E. Daniel of Greenville, head of 
one of the largest industrial construction com- 
panies in the South. Should the Democrats win 
control of the Senate next year, chairmanship of 
the banking committee, which handles housing 
legislation, would fall by seniority to Sen. J. W. 
Fulbright (D, Ark.), a lukewarm public houser. 


OTHER DEATHS; Walter Channing, 76, Boston 
realtor and a past president of the Boston Real 
Estate Board, Aug. 15 in Dover, Mass.; Architect 
Henry H. Gutterson, 69, FAIA, designer of many 
churches and homes in northern California, Aug. 
19 at his home in San Francisco; Adrian Joyce, 
82, board chairman of Glidden Paint Co., Aug. 25 
in Cleveland; Richard M. Smith Sr., 51, president 
of Expandable Homes Inc., Sheboygan Falls, Wis., 
Aug. 26 in Milwaukee. 
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New look for old...with TILE 


Giving beauty treatments to middle-aged rooms is 
easy to do with tile. American-Olean Tile, in young 
rooms or old, brings perpetual youth, as well 

as style and beauty. 


You'll like the way A-O Tile gives your imagination 
its freedom! Color and design possibilities are 
practically endless, and endlessly practical. You can 
adapt tile installations to fit any floor plan and 
budget. A-O Tile is the most sensible material in 
terms of easy care, long wear, and low upkeep. 

Its beauty is permanent—it’s real clay tile! 
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Executive Offices: Lansdale, Pennsylvania 
Factories: Lansdale, Pennsylvania * Olean, New York 
Member, Tile Council of America 





IN A REJUVENATED TUDOR BATHROOM —A-O TILE 


1. Tiled floor is puddle-proof, needs 
no waxing or polishing, wipes clean 
with a mop, won't fade or indent. 


2. Walls tiled from floor to ceiling 
may cost no more than half-tiled 
walls, yet can’t be stained or 
damaged by steam and moisture, 
are far more practical for many years. 


3. Walls tiled in light blue make 
the room look larger and brighter, 
and contrast effectively with the 
dark woodwork. 


4. Glazed china bathroom acces- 
sories made by A-O match your 
wall tile colors perfectly, are attrac- 
tively designed to suit every need. 


TILE SPECIFICATIONS: Color Plate No. 51. Walls: 21 Cornflower. Base 
Course: S-49 Gloss Black. Floor: Brickpoint Star; Sand Buff and Azure 


Textone with Black Centers. 


AMERICAN-OLEAN TILE COMPANY 


1014 Kenilworth Ave., Lansdale, Pa. 


Please send me the following free literature: 


() The Idea Book of Tile. 
( Booklet 300, Industrial Washrooms. 


Name 
Title__ 
Firm Name 





[) Booklet 205, Reprint from Sweet's Architectural File 





Address__ 


City__ ee... State 








Every one of these 


ideas is a proven 





sales stimulator... 


which ones can you 


use in your homes? 














Room Dividers 


You’ve seen it happen. A distinctive decorative idea will give 
an otherwise ordinary home just the extra sparkle needed to make 
it sell. That’s why so many builders and architects are turning 
to Blue Ridge Patterned Glass. They have found that it gives 
them exciting new ideas that add very little or nothing to their 
costs, but a lot to their homes. 

Blue Ridge Patterned Glass is translucent and goes well with any 
decorating scheme. Its neutral tone harmonizes with other 
materials of any color. And it’s available in a wide variety of de- 
signs—linear, checkered and over-all patterns, in plain, textured 
or Satinol* finishes. Yet its initial cost is lower than you might 
imagine . . . it’s easy to install . . . it eliminates painting and 
papering. 

Check the yellow pages of your phone book for your L‘O:F 
Glass Distributor or Dealer, and ask him for samples and prices. 
With the facts in hand, you’ll find many places to use Blue Ridge 
Glass in your next home! *® 





There are 42 


decorating ideas Press 

in this free book! i tecoting 
New Adventures in Decorating shows | [ = : 
how leading architects and decorators have ; ay Fy 
used Blue Ridge Patterned Glass to add ie 








light, distinction and sales appeal to home 
interiors. Mail coupon for your free copy 























Kitchen Cabinets 








Partitions 


Patterned GLASS *% 


Libbey-Owens:Ford Glass Co., Dept. B-7104 
608 Madison Ave., Toledo 3, Ohio 


Please send me a copy of New Adventures in Decorating. 
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When the accent is on color, Vina-Lux is the natural 
flooring choice. Vina-Lux has an unexcelled range of 
lighter, brighter colors —colors made specifically to 
blend with today’s most unusual color schemes — the 
new trends in color appliances and in kitchen cabinets — 
the new miracle fabrics. 

Vina-Lux obsoletes old-fashioned cleaning methods, too. 
No on-the-knees scrubbing needed — this smooth-surfaced 
floor washes clean quickly and easily. No costly, tiring 
waxing is necessary with Vina-Lux. Its gleaming beauty 
is built-in — it keeps its glossy youth. 

With all its glamorous beauty, Vina-Lux needs no special 
care. Spilled foods .. greases or oils .. common household 
products won’t damage it. And its springy, resilient struc- 


ture makes walking and standing less fatiguing. 





FLOORS... high style in the kitchen 





Vina-Lux is ideal for use wherever food is served or 
handled — where beauty and long life are wanted. To any 
room or any home, it brings the luxury of top-quality 


flooring. Learn more about America’s leading vinyl- 
5 oD P 





asbestos tile — send for the Vina-Lux Catalog, complete 


with color chart and product data. 


we 
MhkeOlE ~ 
REINFORCED } VINYL TILE 
AZROCK PRODUCTS DIVISION e UVALDE ROCK ASPHALT CO. 


FROST BANK BUILDING e SAN ANTONIO, TEXAS 
MAKERS OF VINA-LUX @ AZROCK @ DURACO e AZPHLEX 
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“Im leading a qlorious “Small wonder I’m in love with my small-wonder kitchen! You see, I’m not only 
P getting more out of it—I’m getting out of it more, as well. 

double life “Meal getting is a breeze in this beeline arrangement —with our dining area only 

tha nks to my wonderful a fancy two-step away. There’s a world of storage in those spacious cabinets 


above and below the stay-lovely stainless steel counter top. And tho’ it looks 


e custom designed, actually my kitchen came right from Republic’s big, ready 
Dp Y selection. Loaded with features like hushed nylon-glide drawer action, adjustable 


shelves, a mixer lift shelf, space-saving shallow drawers and a handy pull-out 


Steel cutting board, my Republic Steel Kitchen still cost no more than an ordinary one. 


**We’ve never used the traverse drapes designed to close off the kitchen. Why 









999 


hi 1 : | 4 hide something so immaculately beautiful! 
I en © Get the Most For Your Money! Prove it to yourself Republic Steel 


Kitchens give you the most for your money. Visit your Republic dealer. Compare 








on Republic’s chart the list of features that five other leading brands together 7 
don’t give you, even as extras. | 


The Worlds Wott Moder Kitthente 


~ 














ooO;;---———>- ===, You'll want these idea booklets if 're\ 
( REPUBLIG Syisisit, / remodeling or building ‘ieiatttis 
\ - J Check those you want, and enclose necessary coin for handling 
\ Kitchens / 








and mailing. One booklet, 25 cents; two for 40 cents; three for 
50 cents. Address: Republic Steel Kitchens, Department A, 
1038 Belden Ave., Canton 5, Ohio. 


| D For remodelers, '101 Ways To Make Awkward Kitchens Behave” 
OD For new home builders, “Praise -Winning Kitchens” 
| 0 ‘‘How Mary and I Installed Our Own Republic Steel Kitchen” 





Name 





Address 





City Zone 








— County State 





ADS LIKE THIS ONE IN LEADING NATIONAL 


MAGAZINES ARE CREATING A PREFERENCE FOR 
REPUBLIC STEEL KITCHENS IN YOUR NEW HOMES! 





Brand New! 
Republic Steel hitchens 
Stainless Steel Sink \\ : 


¥ 7 









AND IT COSTS NO MORE THAN PORCELAIN! 





Gives You Custom Sink and 



















Counter Design from Stock 


This is for you! A 36’’ double bowl sink, made 
= ] of Republic Enduro Stainless Steel—the care- 
a =, free sparkling surface that speaks quality and 
value to prospective owners. It comes with 

finished end caps for standard installation. 
And, here’s an extra feature you will appreciate. 
By simply removing the end caps, then bring- 


= oF- 8 SS DOD DR OS 





ing flanking counters flush, and finally capping 
the crevice with a stainless steel joining filler 





you’ve created a custom installation from stock 





units—with remarkable savings. Roomy under- 


— 


sink cabinet meets FHA requirements; heavy 
chrome plated brass fixtures; de luxe rinse 





spray; Republic’s famous quality throughout! 





It’s a wise move to find out all the reasons why 
Republic Steel Kitchens are the builder’s best 





buy. Use the coupon now! 


REPUBLIC STEEL KITCHENS — BUILDER SALES 
1028 Belden Avenue, Canton 5, Ohio 


Please send me more information on Republic Steel Kitchens and the name 
of my nearest builder sales headquarters. 








Firm 








Address 











| Name 
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PREFINISHED! ECONOMICAL! EASY TO INSTALL! 








Wood-Mosaic 
Laminated Block Flooring 


@ 


ONE-PIECE FACE 
Of Beautiful Appalachian Oak 


Wood-Mosaic Laminated Oak Block offers a practical, low-cost hard- 
wood fiooring for homes. It combines the beauty of one of the world’s 
finest cabinet woods with the stability and durability of a unique balanced 
construction. Examine the basic features of this fine oak block flooring. 
Its claims for greater beauty, utility and economy are based on solid facts. 


DIMENSIONS CHOICE OF WOODS 
9”x9”x %e”, slightly beveled, Wood-Mosaic Laminated Blocks 
tongued-and-grooved. are also available in Birch or Amer- 


3-PLY CONSTRUCTION can Waleat. 

¢ Conforms with the requirements INSTALLATION 
for Type I waterproof plywood as Wood-Mosaic Laminated Blocks 
prescribed by Hardwood Plywood are quickly installed with adhesive 
Commercial Standards CS35-49. over any smooth, sound subsurface 

@ Face—One-Piece Appalachian —suspended concrete, concrete 
Oak. slabs on-grade with or without 

@ Center—Appalachian Poplar Cab- radiant heat, plywood, solid wood 


inet Core. or asphalt tile. 
¢ Back—Appalachian Oak. 
FINISH 


e Faces are completely factory-fin- 
ished, waxed and polished—choice 
of Toast-Brown or Natural. 

e Backs are finish-sealed to assure 
balance. 


MAIL THIS COUPON NOW FOR FREE )> 
SAMPLE AND DESCRIPTIVE LITERATURE. 
pe ee ee ee ee ee ee ee ee ee ee ee ee ee es 
PARKAY, INC., Louisville 9, Ky. H-10 


Please send free sample of Wood-Mosaic Laminated Oak Block 
Flooring and complete descriptive literature. 





NAME 
COMPANY 
STREET CITY. STATE 
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EVENTS 





National Retail Lumber Dealers, exposition in- 
cluding exhibits of building materials and 
equipment, Oct. 2-10, Kingsbridge Armory, 
me A 


National Hardwood Lumber Assn., annual con- 
vention, Oct. 5-7, Rice Hotel, Houston. 


Pacific Coast Buildings Officials, annual business 
meeting, Oct. 5-8, Denver. 


National Association of Home Builders, annual 
fall meeting, Oct. 8-14, Roosevelt Hotel, N. Y. 


National Association of Heusing and Redevelop- 
ment Officials, annual meeting, Oct. 11-14, Bel- 
levue-Stratford Hotel, Philadelphia. 


Architectural Woodwork Institute, annual conven- 
tion, Oct. 15-16, La Salle Hotel, Chicago. 


New York State Association of Architects, con- 
vention, Oct. 21-23, Lake Placid Club, Lake 
Placid, N. Y. 


Central States District, American Institute of Archi- 
tects, regional meeting, Oct. 21-23, Wichita. 


Plastics in Building, conference conducted by 
the Building Research Institute, examining the 
structural, utility and decorative uses of plas- 
tic products, Oct. 27-28, National Academy of 
Sciences, Washington, D.C. 


North Central States District, American Institute of 
Architects, regional conference, Oct. 28-30, Kah- 
ler Hotel, Rochester, Minn. 


New England Council of Home Builders, first an- 
nual New England builders’ convention, Oct. 


29-30, Statler Hotel, Hartford. 


School for Home Builders, covering the field 
from land planning to mortgage finance. Ten- 
day course beginning Nov. ! at the University 
of Illinois, Urbana, Ill. For details and appli- 
cations address NAHB Construction Dept., 
1028 Connecticut Ave., Washington 6, D.C. 


Texas Society of Architects, annual convention, 
Nov. 3-6, The Texas Hotel, Fort Worth. 


Structural Clay Products Institute, annual con- 
vention, Nov. 6-10, Hotel del Coronado, near 
San Diego, Calif. 


National Association of Real Estate Boards, 47th 
annual convention, Nov. 6-11, Cleveland. 


US Savings & Loan League, annual convention, 
Nov. 14-20, Statler and Biltmore Hotels, Los 
Angeles. 
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What successful builders think of home air conditioning 








According to Mr. Scholz, ““Today’s home 
buyer is one of a new and enlightened breed 

. he wants more than spaciousness and ap- 
pearance. When I entered the home-building 
field, I aimed at satisfying his wants by de- 
signing ‘homes built to live in.’ And that’s 
where year-round air conditioning came in.” 











2-ton “Typhoon” air conditioning-heating 
unit economizes on floor space. 


OCTOBER 1954 














Beautiful Scholz design uses white marble roof, Thermopane windows 
and roof overhang to help air conditioning make home comfortable. 


‘‘ Air conditioning 
helps us sell homes built 


for year-round comfor 


4/4 


says Donald J. Scholz, creator of Scholz Homes for 
Contemporary Living, Toledo, Ohio. 


What does the client think? 


One satisfied Scholz home owner is Mr. Mar- 
den R. Bishop, Director of Publicity for 
Kaiser-Willys Corporation. Says Mr. Bishop, 
“We knew we could expect cooling comfort, 
but we’ve also discovered many features we 
didn’t expect. For one thing, we stay home 
more. It sounds funny to say that family life 
benefits from air conditioning. But the fact 
is that home is the most comfortable place 
to be, and we stay there and enjoy it.”’ 
‘“My wife was pleased at the lack of dust— 
that’s another of those advantages you don’t 
hear much about, but really appreciate!” 


Builder discovers an extra benefit, too 


“We discovered that the air conditioning- 
heating unit is one of the first things com- 
pleted in the construction cycle,” Mr. Scholz 
says. ““And when we give the air condition- 
ing unit a trial run, we actually de-humidify 
the interior of the home, and the building 
materials in it. It’s amazing how much water 
we ‘pull’ out of each house. As a result, our 
painters have been getting better coverage 
with less paint. On top of that, the paint jobs 
usually show a remarkable freedom from 
cracks and unevenness.” 

It’s no surprise to learn that Mr. Scholz’ 
extensive plans for future construction give 
an important role to the combination air con- 
ditioning-heating unit. 


When you think of air conditioning, 
think of ‘“Freon’’* refrigerants 


Whether you plan single homes or a large 
development, your clients will appreciate 
safe, dependable air conditioning. And you 
assure them of just that when you specify 
equipment designed to operate with “‘Freon’”’ 
fluorinated hydrocarbon refrigerants. DuPont 
produces “‘Freon” refrigerants under strict 
laboratory controls, protecting their purity 
and uniformity. That’s why equipment 
charged with “Freon” gives long, trouble- 
free service. 

Send for free brochure on Du Pont “‘Freon” 
safe refrigerants. Write to E. I. du Pont 
de Nemours & Co. (Inc.), “Kinetic”? Chemi- 
cals Division, Wilmington 98, Delaware. 


- ¥ 


REG. U. S, PAT, OFF, 
SAFE REFRIGERANTS 
***Freon” is Du Pont’s registered trade-mark 
for its fluorinated hydrocarbon refrigerants. 


REG. U. 5. Pat. OFF 


BETTER THINGS FOR BETTER LIVING 


- « « THROUGH CHEMISTRY 
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BUILDERS 
AND 
BUYERS 


See EYE to EYE 
on HPI Hardwood 
Plywood 


HPI Hardwood Plywood assures 
you of the uniform quality and 
varied beauty that will catch 
the eyes of prospective buyers, 
whether you use it in the form of 
built-ins, flush doors, wall panel- 
ing, plywood floor tiles, or kitchen 
cabinets. 

HPI Hardwood Plywood is an 
easy-to-work material that cuts 
costs of construction and finishing 
...adds real sales appeal. 

To the prospective home buyer 
HPI hardwood plywood offers the 
beauty that comes only with gen- 
uine wood in its endless variety 
of grain and color plus perma- 
nence of construction and a mini- 
mum of maintenance. 

Your house will sell faster at 
a better price when you make full 
use of HPI hardwood plywood. 











Walls paneled in Walnut—Birch Table 


@ To get the full selling value of hardwood plywood insist 
on the HPI seal. Only hardwood plywood manufactured under 
the most rigid quality control carries the HPI seal. An 8 point 
quality control program covering log selection, cutting, drying, 
bonding, and grading assures unvarying uniform quality. 


@ Pre-sold With Powerful National Advertising. HPI hardwood ply- 
wood gives maximum sales appeal for your houses, because 
your prospects are being pre-sold with national magazine ad- 
vertising. HPI advertising is appearing in an impressive list 
of national magazines...magazines that whet the desire for 
homes beautified with HPI hardwood plywood. These ads will 
appear in such big circulation publications as Living, House E 
Beautiful, House & Garden, Popular Mechanics and others. * ™ 4 


HARDWOOD PLYWOOD INSTITUTE 


600 South Michigan Avenue e Chicago 5, Illinois 
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Model 306 (extended carport 
and hipped roof with 42” over- 
hang optional). 
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BEDROOM | LIVING ROOM 


19-9" 15-6" 





BEDROOM No.2 
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Southern buyers need a “bath and 1/2” 


With 75% of today’s prospective buyers having .. . or 
planning to have... 2 or more children, the extra bath 
or powder room has become a necessity. Thyer has 
solved this problem with its Challenger ‘‘300” line of 
Southerner Homes . . . an attractive 3-bedroom floor 
plan with a full bath and a separate half bath. The 
bathroom “‘bottle-neck” is eliminated making this a 
convenient comfortable house for families with 5 or even 
6 members. Best of all, careful planning and engineering 
have made it possible for Thyer to offer this “‘luxury” 
feature at very little extra cost. 


For more information about the “bath and 14” or other 
Thyer models, write today. We will be glad to send 
literature or have our factory representative call at your 
convenience. 


FINANCING ? 
THE THYER MANUFACTURING CORP, 


Construction and permanent financing 

available to qualified Southern build- 2853 Wayne Street 

ers. Write for details. ‘i 
Toledo 9, Ohio 








1107 Square Feet 
Including Storage 


Meets FHA and VA requirements. 
Full bath and 2 bath open from 
hall and both are convenient to 
bedrooms and living area. Note 3 
generous size bedrooms and din- 
ing space. Storage area off rear 
porch provides space for laundry 
equipment, 








“Thyer prefabricated structural units commended 
by Parents’ Magazine” 


$15 E. Yazoo Street, Dept. 4 
Jackson, Miss} 
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Nebraska builder features Electronic 





Electronic Moduflow home in Lincoln, Nebraska. Price in Lincoln, $12,600, 
Builder: The Peterson Construction Co. Electronic Moduflow was 
installed by T & S Heating and Air Conditioning Co. 















‘3-BRYANT FORE 
4-10 YEAR WATER HEATER. 
S-KITCHEN EXAUST FAN. 









9-BUILT-IN SWOWER IN BASEMENT. 
10- FIBERGLASS BLANKET INSUL. 














11-BIRCH SLAB DOORS. —— ne ews : 

This is the si inently displayed in the P 13 TRUSSED ROOF acura 2. 
is is the sign prominent isplayed in the Peterson 13- ROOF CONSTRUCTION. “i 
gn p y display’ 14-COPPER PIPES ILARGE CLOSETS 








Model Homes. It lists every feature of Peterson-built 
houses ...and the No. 1 feature is Honeywell Electronic 
Moduflow Heat Control! 





"arom 7a Down {ma mENTELY VA DOWN VA mans “9 
an 70.07 1.100. ¢72.35. 
Porensen Const: TS Lloyd True 42814 Emil Shov343 















How Electronic Moduflow works 


The Electronic Weathercaster (1), mounted outside the 
house, senses the outdoor temperature and by means of 
electronic signals continually tells the Electronic Clock 
Thermostat (2), what indoor temperature is required to 
maintain comfort. This Electronic Clock Thermostat, 
mounted in the living room, signals the Electronic Relay 
(3), which automatically adjusts the heating plant to 
provide the proper amount of heat required to keep the 
home at just the right temperature, no matter how 
changeable the winter weather might be. 
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Popular Peterson-built homes in 
Lincoln, Nebraska, all have Honeywell Electronic 


Moduflow temperature control 


HE MODEL HOUSE you see here, built by the Peterson Construc- 
‘Dace Co., has Honeywell Electronic Moduflow temperature con- 
trol as the No. 1 sales feature. Moduflow is a standard feature in 
all Peterson homes, and it helpes doast sales. 


“I tried Electronic Moduflow in my own home first,” says Ervin 
E. Peterson, president of the firm. It gave such consistently won- 
derful comfort—I insist that it be installed in all the houses we 
build now.” 


Electronic Moduflow is the big feature in all advertising and 
sales promotion for the Peterson Model Houses today. The sign on 
the opposite page shows Electronic Moduflow at the top of the 
Peterson feature list, because it’s a mew concept in comfort that 
appeals to prospects immediately. 


Add this excellent sales feature to your houses—in every price 
range. Honeywell is using an extensive national advertising program 
—13 spreads in LIFE Magazine—to help create demand for your 
new homes... and to keep Electronic Moduflow a top sales 
tool for you. 


Electronic Moduflow is also available in a year-round model— 
to control your central cooling plant in summer. 


Ervin E. Peterson, a leading Nebraska builder 


Ervin E. Peterson is president of the Peterson 
Construction Co., large Lincoln, Nebraska, build- 
ing firm. The model shown on the opposite page 
is one of several styles which the firm builds, 
ranging in price from $11,000 to $35,000. 125 
new homes will be completed by the Peterson 
Co. this year. And each new Peterson home is 
equipped with Honeywell Electronic Moduflow. 


Honeywell 
Electronic Moduflow 


112 OFFICES ACROSS THE NATION 


OCTOBER 1954 





Moduflow homes...and boosts sales! 


CHILLY OUTSIDE 71° INSIDE i 


: 4 ig hy a 
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COLD OUTSIDE. 73° INSIDE 


"Cold wall’ problem solved by Moduflow 


With a chilly outside temperature, occupants feel comfortable 
when indoor temperature is 71°. But as it gets colder outside, 
heat loss increases, so higher indoor temperature is needed to 
compensate for colder walls. Electronic Moduflow does this 
automatically by taising control point of indoor thermostat so 
more heat is supplied. 

For complete information on Electronic Moduflow for the 
homes you build, contact your local Honeywell office, or mail 
the coupon below. 


MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 
Dept: HH-10-175 
Minneapolis 8, Minnesota 


Gentlemen: 
Please send me information on Electronic Moduflow. 
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MOST ECONOMICAL 
MONEY CAN BUY 


BEAUTY 


SMARTLY STYLED 
COLOR SELECTION 









"WE SAVE.S 
11% 


AN OPENING 
by using sensational new 
MAGIC-FOLD Folding Doors,”’ 


says builder, Dave Lukacher, 
President, 
Northwood Organizations, Inc. 
















1 a 
MAGIC-FOLD DOOR SIZES 


Magic-Fold closures are made in two stand- 
ord heights, 6’8” and 8’0”, Both these 
heights are made in 4 standard widths, 
2'0”, 2’6”, 3’0”, and 4’0”, to fit any open- 
ing from 24” to 48” wide. Or, pair the 
single sizes and double the width. 





Here’s a savings and a door that 
no builder can afford to overlook! 
Whether you build 10 homes a year or 
1,000—these Magic-Fold Doors offer a tremendous 
opportunity to cut building costs. Magic-Fold Doors boast 
a solid core construction and a cover of General Tire 
quality-famous Vinyl Fashon*. It's a door that 
will add beauty and distinction to your 
home and still save more money than 
any other quality door installation. 

*Trade Mark 
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/ 
VINYL COVER 





5 WAYS 
MAGIC-FOLD DOORS : 
can slash your building costs 





@ Eliminates fitting and planning 

@ No painting or finishing required—saved money 

@ No finish trim and casing necessary—saved money’ 
@ No door hardware to buy or install—saved money 
@ Saves at least 75% of labor installation costs 


Jobbers, | crosures, INC. 
Dealers 533 E. Forest 


i! 
it 


Territories. 


Gentlemen: 
Please rush me prices and full details on 
your amazing new Magic-Fold Door. 


| 
Write us for : Detroit 1, Michigan 
| 


NAME . 





ADDRESS 
Mfgrs. of Wonderfold and Magic-Fold Doors city 








ZONE___STATE ‘ 





LETTERS 





THE HOUSING ACT OF 1954 


House & Home asked industry leaders to 
comment on its article on the effects of the 
new Housing Act (see p. 100, this issue). 
The letters which follow are the first re- 
ceived. More will appear next month. 


Sirs: 

... If the Act had been passed in the 
form that was indicated prior to April 12; 
if the industry were dealing with an agency 
equivalent in efficiency and in spirit to the 
FHA as it existed prior to that date; if the 
log jam in processing, and the confusion sur- 
rounding issuance of new regulations did not 
exist, then I would agree with you that 
the Housing Act of 1954 is “the industry’s 
responsibility. . . .” 

Hersert S. Cotton 
General counsel, NAHB 


Sirs: 

The Housing Committee of the 
American Federation of Labor has conserva- 
tively estimated that of the 10 million sub- 
standard units now in use, only about 
1,400,000 are suitable for rehabilitation. To 
stress rehabilitation as the answer to the 
nation’s housing requirements is therefore 
futile. 


We must have a much higher rate of new 
construction. But there is no possibility of 
materially expanding the rate of residential 
construction unless new methods and tech- 
niques are developed for reducing housing 
costs so that a larger proportion of the units 
constructed each year will be available to 
low- and middle-income families at rents and 
sales prices they can afford... . 

RicHArD J. GRAy, president 
Building & Construction Trades Dept. 
American Federation of Labor 


Washington, D.C, 


Sirs: 

Congratulations on the manner in which 
you challenge private enterprise to really 
take hold of this act. 

WittiAm A. Marcus, senior vice president 

American Trust Co. 

San Francisco 


Sirs: 

No one has ever questioned the availability 
of mortgage funds in the metropolitan areas 
and the larger towns. The only excuse ever 
offered for the operation of a FNMA is the 
desirability of making funds available to the 
small towns and remote areas. The Housing 
Act of 1954 sets up a voluntary program in 
which all segments of the housing industry 
will cooperate to see to it that funds are 
made available in these small towns. I would 
hope that House & Home would go all out 


continued on p. 70 
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Build all year with Ps H Homes 





Winter is just about as busy and profitable as summer for 
P &H builders. They build during the rough weather, and 
their sales prove that people buy P & H Homes in any 
weather. 

This all-year operation for P & H builders not only 
means a steady profit report, but also a steady payroll, 
and easier scheduling of subs. 

Here’s how it’s done: You put in your foundations in 
fall, before the ground freezes. Then, it’s just a matter of 
scheduling the P & H Home package shipments as you 
want them. The homes are under roof in a day, so your 





P:.H HOMES 


HARNISCHFEGER CORPORATION 
3510 Spring St., Port Washington, Wisconsin 
Phone: Port Washington 611 








TRUCK CRANES DIESEL ENGINES POWER SHOVELS 
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PREFABRICATED HOMES 


crews can work in practically any weather. There is no 
waste or spoilage, subs can go to work on schedule re- 
gardless of weather, and customers move in on the date 
promised. 

And just a glance at the P & H Home plans and pack- 
age specifications will show you how much more home 
you'll be offering—winter or summer—in any price bracket 
from $6,000 to $20,000. 

Make building a year-round profitable business. 
Build P & H Homes. Write for full details and 
plans today. 





SOIL STABILIZERS WELDING EQUIPMENT OVERHEAD CRANES 
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Survey after survey reveals these two facts about 
kitchen-conscious women: (1) No kitchen is ever too 
“advanced” for them. (2) Like a man studying a can 
opener, they are enthralled by surprise features. When you 
put a new automatic Gas range in the kitchen, you start 
with a number of such surprise features: with a clock con- 
trol, a timer and automatic lighting throughout. But you 
can offer your prospects even more . . . such Gas exclusives 
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as a built-in griddle ...a separate high broiler ...a stag- 
gered range top. Of course there’s no question about how 
well the range works; every woman knows the advantages 
of Gas cooking. When you add an automatic Gas refrigera- 
tor, you can get another wonderful surprise feature to help 
you sell more houses — an automatic icemaker that feeds 
non-stick cubes into a basket. No two ways about it, Gas 
appliances are really advanced. 


*Reg. A.G.A. 


/ \ a qf-v LiwRert! 


‘. 
i} 
| 





i 


| 














HOUSE & HOME oc 











... nothing makes as much sense as Gas 


Caloric automatic Gas clothes dryer 
and A. O. Smith Permaglas 
automatic Gas water-heater. 





~~ 





This New Freedom Gas Kitchen* features an 
RCA Estate automatic Gas range made to 
“CP” standards by the RCA Estate 
Appliance Corporation. 























Cabinets by Mutschler Bros. 





The Servel automatic Gas refrigerator shown 
(with copper-finish top) is completely silent, 
has no moving parts to wear, offers the longest 

















warranty in the business. . . a full 10 years. 




















aE TEES 


Every advanced home deserves Gas in the 
laundry. Actually, you should consider an automatic 
Gas water-heater as part of a laundry. Although a 
water-heater feeds the whole house, it’s the automatic 
washer that really makes a Gas heater essential. 

For Gas delivers tankful after tankful of hot water 

3 times faster than any other all automatic fuel. 

Yet it costs less to buy a Gas heater, less to install it 
and less to use it. Much the same advantages — 
economy and speed of operation—apply to the Gas 
clothes dryer. In fact, professional launderettes 
prefer Gas 30-1—a striking tribute to its superiority. 
What could make more sense than Gas in any home? 





AMERICAN GAS ASSOCIATION 


Your local Gas company will be happy to help you with any problem. 


Only Gas gives you so many modern features 


GAS—the modern fuel for automatic cooking ... refrigeration... water-heating . . . house-heating . . . air-conditioning . . . clothes-drying . . . incineration. 
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| 
USG ALUMINUM LOUVERS| 


Get more free area per unit with 


Cross-ventilation of attic spaces is vital for every 
home. It releases oppressive attic heat in summer, 
and in winter it prevents excessive moisture con- 
densation—major cause of peeled paint, wood rot, 
curled roofing and sheathing. And with the growing 
emphasis on summer comfort— attic fans and cen- 
tral air conditioning—good ventilation is more 


essential than ever. 
Be é 
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Popes seek 


a type for every ventilating need... 


Other Advantages: 

All-Weather Ventilation Exclusive, patented 
double-louver design assures good protection 
against heavy rain or snow with maximum venti- 


Builders who want the best ventilation look to 


USG Aluminum Louvers. Patented design pro- 


vides balanced air flow—large louver openings 
compensate for solid portion of the screen, per- 
mitting larger free areas and most efficient air 
passage. More louver openings per unit, too—and 


all openings are functional. Ease of installation 


lating area. 

Durable, Rustproof Strongly built of durable 
aluminum to last the lifetime of the house. 
Handsome Design Smooth, rounded corners, 
satiny aluminum surface improve the appearance 
of any house. 


Rustproof Screen and Nails Screen is built 





in on most models; special aluminum nails are 4 
means real economy. supplied for quick, easy installation. 


FREE Send for your copy of ‘‘Builder’s Guide to Good Ventila- 
tion,” containing complete FHA Ventilation Requirements, 
handy Free Area Chart, and USG Aluminum Louver specifications. 
Write to Dept. HH 5, 300 West Adams St., Chicago 6, Ill. 


UNITED STATES GYPSUM 


the greatest name in building 
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WITH NEW SALES APPEAL 


New, decidedly different Unitop has fresh appeal 
for you—and home buyers. You'll like the way 
Unitop combines top and backsplash in one un- 
broken piece—without joints or molding —to 
simplify and reduce the cost of installation. You’ll 
like its flexibility, too. Three standard lengths, 
plus an interchangeable left and right-hand corner 
unit, let you meet the layout requirements of any 
job—whether straight-line, L-shaped, or U-shaped. 


Westinghouse 


® micarta 


distributed by UNITED STATES PLYWOOD CORPORATION’ 
largest plywood organization in the world 
and U.S.-MENGEL PLYWOODS - INC. 








ee THE COMPLETE COUNTER-TOP PACKAGE 


a | 


Home buyers will delight in the lasting carefree 
beauty of Unitop, for its attractive, mirror-smooth 
MICARTA® surface promises all the freedom from 
care and cleaning troubles that has always dis- 
tinguished MICARTA from other surfacing materials. 
Let new MICARTA Unitop accent the beauty 
and appeal of your homes. Your lumber dealer 
has complete information. Or, if you desire, write 


for the name of the Unitop fabricator in your area. 
J-06586-A 








United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 

{_] Please send full information on MICARTA Unitop. 

[_] Please send names of selected Unitop fabricators. 
Name 
Address ss — —— 
City Zone. State__ 
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modernization... 
a Natural for Central Comfort Cooling 


particularly 
when you 
choose 


Old homes get a new lift 

with comfort cooling, by the 
simple procedure of cutting a 
well opening, placing Reed 
fan on supporting clips 
attached to rafters, connecting 
to wiring system and fasten- 
ing shutter to ceiling. Reed 
makes seven stock sizes of 
attic fans, all with correspond- 
ing BIG LOAD air capacities, 
certified by PFMA. 

Write today for details, 





REED UNIT-FANS, 


1001 Saint Charles Ave., New Orleans, La. 














Engineered 
| for 

Installation 
Ease 








Quiet, powerful, 
BIG LOAD air ca- 
pacities. Family of 
sizes for every 

| comfort cooling 
requirement. 











RVU ATTIC FANS 


RTS WIND-O+*eVENT FANS 


REED UNIT-FANS, INC., 
Dept. HH10, 

1001 Saint Charles Ave., 
New Orleans, La. 


Please send me your new 1955 literature 


on Reed Attic and Window Fans. 








ATTIC FANS — 
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to assist in this program being developed 
by the private segments of the industry with 
the hope that we may adequately solve the 
problem. Knowing you as I do, I am sure 
you would prefer that the government be 
called into the picture only as a last resort, 
Enney A. Camp Jr., vice president & treasurer 
Liberty National Life Insurance Co. 
Birmingham, Ala. 


Sirs: 

The head of our real estate department 
said that the general tenor of the article 
might be construed by persons not thorouglily 
familiar with the activities of the Federal 
Housing Agency to be further injecting the 
government in business. However, he had no 
suggestion as to how that could be corrected 
and he thought the article was fine. 

Ben H. Wooten, president 
First National Bank, Dallas 


Sirs: 

We are beginning to realize the signif- 
cance of the position of the lending in- 
stitutions and the necessity of thoroughly 
acquainting the institutions with architects 
and their services. Also, architects, I think, 
are beginning to realize what their responsi- 
bilities and obligations are insofar as the 
homebuilding field is concerned. Here at The 
Octagon we have been hammering on this 
theme continually and I know that there are 
members who understand the problem. 

Epmunp R. Purves, executive director 
The American Institute of Architects 
Washington, D.C. 


EXCESS VIRTUE 


Sirs: 

Why all this absurd uproar about FHA? 
After all, the law was written to promote pri- 
vate enterprise and it accomplished its pur- 
pose. Without “windfalls” there is no such 
thing as private enterprise, and what is good 
for General Motors is better for the US 
If we are to have an investigation every 
time somebody who is not a Senator makes 
a dollar, pretty soon private enterprise will 
be dead and -creeping socialism will have 
taken over. 

This excess of virtue is likely to ruin “ur- 
ban renewal” too, if we don’t watch out, by 
trying to go counter to economic common 
sense, The essence of urban real-estate prac- 
tice is being able to rebuild at a profit, and 
profit can only come from increasingly in- 
tensive use of land. Only by rebuilding to 
greater and greater densities can stagnation 
be avoided: look at London, look at Paris, 
Venice, Jersey City—all dead and decayed. 

But our “planners” and good people say 
that “redevelopment” and “renewal” must be 
at lower population densities and lower cov- 

continued on p. 76 
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Avery Adhesive Label Corp, executive offices 
George Vernon Russell, Architect, A.1.A 


NEW IMPROVED WEATHERSTRIPPING 
DEVELOPED FOR ARCADIA DOORS 





HEAD OF DOOR is weathertight 
with mohair pile that provides con- 
tinuous weatherseal protection in 
top channel guide of door. 





SILL WEATHERSTRIPPING is 
weathertight with new mohair pile 
feature. Weatherstripping is adjust- 
able for continuous weathertight seal. 


national member of Producers’ Council, Inc. 
Distributors located in Canada, Puerto Rico 
and all parts of the United States. 
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Since November 1952, Arcadia Metal Products has featured mohair 
pile weatherstripping in the top channel guide of the sliding section 
of the door. Success of this feature, introduced first in the sliding 
door industry by Arcadia engineers, led Arcadia to develop a 
similar weatherstripping for the sill. Shown here is the new mohair 
weatherstripping for the bottom rail of the door and other Arcadia 
standard weatherstripping details. Arcadia doors are weathertight! 


Architects and engineers are enthusiastic about adjustable feature 
of new mohair weatherstripping in bottom rail of door at sill. By 
means of a new spring-steel retaining clip, Arcadia engineers have 
devised a method for easy adjustment of weatherstripping to assure 
a continuous weathertight seal in all Arcadia installations. Write 
for complete details. 


Specify Arcadia steel-framed sliding glass doors when you want 
weathertight installations — units for single glazing or double glaz- 
ing. Stock and custom sizes. 


arijadia metal products 


® 


324 NORTH SECOND AVENUE, ARCADIA, CALIFORNIA 
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Compliment the 


This splendid house has been given added beauty 
and distinction with a roof of “‘Century” No. 5 
Green Asbestos Shingles. It is the residence of 
Mr. J. L. Heinl, 2616 Edge Hill Road, Ottawa 
Hills, Toledo, Ohio. Mr. Heinl is President of 
Heinl’s Greenhouse, Toledo, and also President 
of the Plant of the Month Club. 


For any roofing need—from the most modest to 
the most elaborate home—‘Century”’ Shingles 
are the outstanding choice. Because they are 
made from asbestos fiber and portland cement, 
they won’t burn, rot, or corrode. They are long- 


KEASBEY & MATTISON company - AMBLER « PENNSYLVANIA 


America’s first maker of asbestos-cement shingles 





Mr. Allen Dean, one of Toledo’s outstanding builders, built this and 





other prominent homes in Ottawa Hills, Toledo’s fine residential area. 


‘“‘CENTURY,’ Asbestos-Cement Roofing Shingles 


Finest Homes! 


lived, dependable and never need protective paint. 


A house roofed with ‘‘Century’”’ Shingles all but 
speaks for itself. Buyers can’t help but be im- 
pressed by ‘the beauty, durability and economy 
of this maintenance-free roofing. 


There’s a K&M distributor near you who will 
gladly show you the complete “‘Century”’ line of 
both roofing and siding shingles—the various 
styles, the many attractive colors. You will also 
find ‘“‘Century” Shingles illustrated in Sweet’s 
Architectural and Light Construction Files. Or 
write direct to us for information. 
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MUELLER BRASS CO. —‘9Z22a/n/ine 
UBE AND FITTINGS... 

EASILY INSTALLED FOR BOTH = , 
SUPPLY AND DRAINAGE PLUMBING —“ 





The plumber who knows the advantages of Streamline copper tube and fittings 
is the man to call in for supply and drainage plumbing in the houses you design 
and build. For Streamline copper plumbing makes an efficient, neat and 
attractive installation that stays tight and leakproof, rust-free, clog-free 
and completely dependable for years to come. Prospective home owners prefer 
it . . . even insist on it because they know that an all-copper system will give 
them trouble-free service and last as long as the house they buy. 





When you install Streamline copper plumbing, you usually save enough on 
installation time and construction costs to offset the slight additional cost of 
the copper tube and fittings. And you have a finished home that is far more Write today for our latest 
- : catalog of Streamline plumb- 
salable because of the copper installation. ing cad heating products, 
127-A 


BRASS 


STREAMLINE 
i” 6 MUELLER BRASS CO 
EL E ®© PORT HURON 6, MICHIGAN 
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Oak, ia proforned, by 


& oid of 10 howe, owners 


The complete satisfaction that Oak gives 
homeowners makes this flooring the over- 
whelming choice in homes of lesen and 
prices. Oak leads in beauty ...economy... 


durability . . . style adaptability. No other You know yo ure 


flooring combines all these advantages so 
attractively as naturally beautiful Oak. 








No other floor has 


ALL the advantages of 





Oak makes decorating easier 
Oak is always in style. Its deep, rich 
beauty harmonizes with all furniture, 
fabrics, colors and building materials 

. . and is appropriate with contem- 
porary or traditional architecture. For 
home buyers this ease and economy of 
decoration is an important plus value; 
for builders it’s a strong sales feature. 


Oak won't fade nor wear out 

There’s no skin-deep beauty here! Na- 
ture gave Oak its mellow coloring and 
rich grain that go all the way through 
the wood. Th:s beauty, which never 
fades out nor wears away, is combined 
with exceptional strength. Oak floors 
form an interior foundation that adds to 
the structural rigidity of the building. 


Oak is warm and comfortable 

The warm coloring of Oak floors re- 
flects the real warmth they bring to a 
home. Oak’s high insulating quality 
is an effective barrier to cold. It 
protects health and_ prevents costly 
heat loss. Buyers appreciate, too, the 
comforting foot-ease that the lasting 





resiliency of Oak floors gives to a home. 








NATIONAL OAK FLOORING MANUFACTURERS' ASSOCIATION 
Sterick Building, Memphis 3, Tenn. 



































Today’s best reputation builder. . . 
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SOUND 
WIRING! 


No one knows better than a builder how the 
building business has developed since 1930! 


Today, you'll find better materials, simplified 
techniques, improved construction methods 
— things a builder of 20 years ago might 
never have even dreamed of! But there’s one 
factor that some builders overlook... 


Since 1930, the number of household appli- 
ances has almost tripled. Today there are 
nearly 60 different kinds of home electrical 
appliances in general use. But more than 








20,000,000 homes in the United States just 
aren’t built to stand this extra work load! 


What’s needed is more adequate wiring — 
large wires...the right circuits and plenty 
of them... handier, more numerous outlets. 


Today’s electrically-minded home owners 
demand the convenience of this adequate 
wiring. That’s why it’s so important to in- 
corporate this feature in the homes you 
build. It boosts your reputation as a builder 
of quality homes...makes your houses 


easier to sell. 


Important note: Watch for the national 
Kennecott adequate wiring advertisements 
now appearing in The Saturday Evening 
Post and This Week national magazines. 
They pre-sell what you are building and sell- 
ing —fine homes, adequately wired... fully 
powered for modern living! 


” COPPER CORPORATION 


Kennecott 


73 




















RICHARD R. COLBURN RESIDENCE 
MISSION, KANSAS 

JOHN F. GRANSTED, ARCHITECT 
LOUIS URBANSKI, BUILDER 


Ss 


EASY CLOSING, 
POSITIVE LOCKING 


Pella Multi-Purpose Windows provide quality construction features 
and custom-like effects at low cost. You can give your homes an 
added appeal when you use Pella MPs as “casements,” picture 
windows, vertically stacked “awnings,” hopper vents or place them 
high in for privacy. Dozens of design arrangements 
are possible. Multi-Purpose Windows — complete with self-storing 
storm sash (optional) and screens— come packaged and ready 
for quick installation without costly fitting on the job. See our 
catalog in Sweet’s Light Construction File or mail coupon. Investi- 


“ribbons” 





opens window easily. Simply swing toward 
left and push out sash to desired position. 
Angular action of operator limits bar exten- 
sion to no more than 4” beyond standard sill. 


gate now! 








TABLE OF FRAME SIZES 
6 VENTILATING OR FIXED UNITS 





WINDOW IS TIGHTLY CLOSED by swing- 
ing Underscreen Operator against bottom 
screen rail. This exclusive operator design 








32” x 16” 32” x 20” 32” x 24” 44" x 16” 44” x 20” 44" x 24” . assures easy operation, positive locking and 
3 FIXED UNITS trouble-free pont It = more conven: 

- - = va ay - ience, more comfort, wit t addi t t 

edhe de oi an = oe of the home. ee 











GENTLEMEN: 
1 Please send free literature on Pella Multi-Purpose Windows 


















4 WOoOoDbD and name of nearest Pella distributor. 
MULTI-PURPOSE} __ 
WINDOWS 
ADDRESS TEL. NO. 
city ZONE STATE 


By makers of tence lla woor CASEMENTS @ ROLSCREENS @ WOOD FOLDING DOORS @ VENETIAN BLINDS 
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Pork-up 


your 


homes 


, 


—with PC Glass Blocks 


PC Gtass Biocks don’t cost much, but they add a lot 
to the sales value of a home. Use a little imagination, 
and customers will be delighted at the distinctive ap- 
pearance that only glass blocks can give. 

The picture shows an easy way to brighten an en- 
trance hall with PC Glass Blocks. You get lots of light 
inside without the bother of ordinary windows. At 
night, from the outside, you see 12 sparkling pools of 
light that distinguish this home from the ordinary. 

PC Glass Blocks can be used practically anywhere 

. as shower partitions, dining-living room dividers, 
planting boxes, even outside walls. For really practical 
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beauty, try PC Glass Blocks in place of ordinary base- 
ment or garage windows. They're almost impossible 
to break, and hardly ever need to be washed. Those 
are potent selling points to your prospects. 

See our catalog in Sweet’s or write for more informa- 
tion. Address Pittsburgh Corning Corporation, Dept. 
AQ-104, One Gateway Center, Pittsburgh 22, Pa. 


PC Glass Blocks 


ALSO SKYTROL® AND FOAMGLAS® 














PROFITABLE APARTMENTS 





RESCUED FROM OBLIVION 
BY SMART REMODELING 


Overun by weeds and seemingly destined for 
wrecking to save taxes, this 1 10-year old Toledo, 
Ohio mansion was remodeled to income status by 
the Blair Realty & Investment Co. 

Addition of graceful lacy iron grillwork, repaint- 
ing in fresh green and white, and landscaping 
combined to restore charm to the exterior. 











DWYER KITCHENS 





COMPLETE KITCHEN CONVENIENCE IN COMPACT SPACE 





The interior was remodeled to make apartments with kitchen- 
dining areas like this .. . apartments quickly rented. Each has a 
Dwyer Kitchen ... concealed by louvred doors when not in use. 
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4 SIZES...39 to 69 inches wide 
Genuine vitreous porcelain on all 
exposed surfaces...easy to clean 


Gas or electric ranges (AGA and 
Underwriters approved), refriger- 
ator with freezer compartment and 
push-button door, one-piece sink and 
work top, storage cupboards... 
streamlined into compact units 39 
to 69 inches wide. 

One-piece range top, sink and 
counter area has no cracks or crevice 
to harbor dirt. 

Dwyer Kitchens are made com- 
plete in our own plant ... by an 
organization specializing in compact 
kitchens for over 26 years. Thousands 
of installations ... nation-wide... 
have proven their durability in the 
hard usage of rental properties 


DWYER PRODUCTS CORPORATION 
Dept. D104, Michigan City, Indiana 


SEND FOR FREE BULLETINS ON DWYER KITCHENS 


Name 





Address. 





Town 








State 


DWYER PRODUCTS CORPORATION 
Dept. D104, Michigan, City, Ind. 
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erages because, forsooth, that will make the 
city “habitable” and will “renew” it. Such 
foolish ideas will simply result in nonaction 
because they are not profitable. And the 
Washington boys will go along with this 
nonsense. 

The only way to rebuild our cities is to 
assemble land by government action, give it 
to builders for “one dollar and other good 
and valuable considerations,” forget the plan- 
ners and—most important of all—repeal all 
zoning and other land-use controls. 

Henry S. Cuurcuity, FAIA, A/P 
Philadelphia 


PREFABBING LUMBER DEALERS 


Sirs: 

After all the resistance to prefabrication 
down through the years from lumber dealers, 
it is highly complimentary that they now see 
the merits of this approach to construction. 

There are so many areas that are not yet 
touched by prefabrication that if a wave of 
activity would start through the lumber deal. 
ers over America, it would accelerate the 
over-all industry progress. 

We hope it is not “a flash in the pan.” 

Healthy competition continues to be good 
stock in trade. 

W. Hamitton Crawrorp, president 
Crawford Corp. 
Baton Rouge 


NO SUBSTANTIAL SAVINGS 
Sirs: 

The genius of America in perfecting the 
mass-production technique has brought us 
the highest standard of living since the be- 
ginning of time. By applying the factory- 
produced principle to the entire house, the 
builder will be able to offer the buyer more 
spacious living. improved quality of construe: 
tion and modern conveniences. 

Mr. Sweet (H&H, July °54) and other 
lumbermen and builders who have turned to 
prefabrication have recognized the trend to 
and the superiority in construction inherent 
in prefabrication. I do not feel, however. 


that this type of prefabricator will ever make : 


any noticeable inroads on the growth of es- 
tablished prefabricators. 


The complexities of a prefabricating opera- > 


tion require the undivided attention of a com- 
petent organization. . . . This does not mean 
that a lumber dealer could not turn to pre- 
fabrication and be successful, but it does 
mean that the success will be in direct rela- 
tion to the capital, “know-how” and ability 
of the organization. 

Framed wall sections such as most yards 
are using will not result in any substantial 
savings. The amount of labor performed in 
the plant is not sufficient to offset higher 
costs and greater waste of material. Installa- 


continued on p, 8 


HOUSE & HOME 








Ser tens 











iiss a AN ee ea 





4 
: 
L 


—— 


a 











ze 


> 


ike the 

Such 
naction 
nd the 
h_ this 


3 is to 
give it 
r good 
> plan- 
eal all 


A, AIP 


ication 
ealers, 
ow see 
tion. 

1ot yet 
ave of 
r deal- 
te the 


” 


» good 


esident 


gz the 
ht us 
ie be- 
ctory- 
e, the 
more 
struc: 


other 
ied to 
nd to 
1erent 
vever, 
make 


of es- 


a 


oe Miva rge ena cote alee eon 


> 
scnbiohbeee Ni vicom 











»pera- | 


com- 
mean 
) pre- 
does 
rela- 
bility 


yards 
antial 
ed in 
igher 
talla- 


p. 80 





OME 





; 


ARs Phe Gd BOLO EK ah ee enh HO Put 


pete era eet ee Sane ee ee rer an hee | 













9 ete Liew Hy mee 





MOR AAO TOYO Ee Ye wes 








eed ee ee eet es ee ee ae 





Builder Gordon Olch—his Carrier air con- 
ditioned Weathervane Park in Boston drew 3100 
visitors on a rainy Sunday, sold 29 homes in 


just 14 days. His price was just $11,900! 
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Builder Melvin Glick—his first Carrier air 
conditioned development, McKnight Heights in 
St. Louis, Missouri, totaled 69 homes. At $20,000 
per, McKnight Heights sold out in go days! 
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The Carrier Weathermaker—the year-round 
air conditioner that has been selected for more 
new homes than any other. To learn more, see 
Sweet’s Light Construction File (Section 7c). 
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Builder Donald K. Vanneman—his firm’s 
Carrier air conditioned Ridgewood Heights in 
Atlanta sold 20 houses on opening day—in ad- 
vance of construction—at $16,000 to $17,000! 
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Builder 
Don’t you want your houses to have the proven 
sales appeal of Carrier air conditioning? Make 
your reservation by mailing the coupon today! 


... don’t you belong here? 
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Builders Bob Brady and Carr P. Collins 
—their Carrier air conditioned Plymouth Park 
at Irving, Texas, pulled 35,000 visitors in 3 


weeks. Their houses sold at $12,950! 
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Builders Jack and Albert Kaufman—their 
Carrier air conditioned Elmhurst Park-View 
development at Elmhurst, Illinois, sold 16 houses 
in 3 weeks—with prices starting at $18,900! 
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: air conditioning refrigeration | 
industrial heating 
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CARRIER CORPORATION 
313 S. Geddes Street, Syracuse, New York 


| want to get into your “Album of Notabies.” 
Tell me how Carrier Weathermaker air con- 
ditioning can help me sell my houses! 


Name. 
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Build extra value into your construction 









Aluminum awnings add value because they beautify homes 


cutting heat costs as much as 10 per cent. Can’t rust or streak, and at the same time reflect sun’s heat. They’re strong yet 
need never be painted. Permanently attractive. Its lightness light, easy to install. Can’t rust, can’t burn, need little upkeep. 
makes it easy to install. 











Aluminum windows add value because they won’t warp, Aluminum insulation adds value because it gives the homes 


shrink, crack, rattle or leak. They won’t mar building exte- you build extra protection against the weather. It keeps 
riors with ugly red rust stains. And they’ll keep their silvery houses warmer in winter, thus cuts fuel bills. And it reflects 
beauty for years. summer heat, thus gives year-round comfort. 
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with ALUMINUM PRODUCTS! 


a 





Aluminum shingle roofing adds value because it can’t rust or 
rot, keeps its modern good looks for a “housetime.” Needs 
no paint or maintenance. Provides weathertight insulation 
against heat and cold. " 


Wren YOU SPECIFY aluminum products for your cus- 
tomers, your construction will have greater sales appeal 
— because aluminum provides a combination of advan- 
tages that no other material can match. 


Among these advantages are light weight, strength, 
corrosion resistance, economy, and modern beauty. 


Today, there is a plentiful supply of building products 
...due in great part to our vast expansion. We now have 
the capacity to produce 30% of all the primary alumi- 
num made in this country. 





Kaiser Aluminum 











Aluminum nails add value because they can never deface 
building exteriors with ugly rust stains, can never “rot out” 
... thus help assure permanent beauty. 


If you are using a standard building product you 
think would be better in aluminum, or if you have in 
mind any new product not now being manufactured, 
we will be glad to help you obtain the finished product 
you need. 


Engineering assistance is available from our quali- 
fied aluminum engineers. Or for name of building prod- 
ucts manufacturers who will be glad to work with you, 
contact any Kaiser Aluminum office listed in your tele- 
phone directory. Kaiser Aluminum & Chemical Sales, 
Inc., General Sales Office, Palmolive Bldg., Chicago 11, 
Ill.; Executive Office, Kaiser Bldg., Oakland 12, Calif. 





setting the pace—in growth, quality and service 
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Studios of WJIR, Fisher Building, Detroit, 
Mich. Architect-Designer, George Walker. 
Equipped with SOSS Invisible Hinges. 





Unique, invisible SOSS HINGES are com- 
pletely hidden from view when doors 
or lids are closed. This feature elimi- 0N ISUBLE 
nates ugly protruding hinge butts. SOSS 

HINGES make possible the flush, clean, HI NGE S 
smooth surfaces so necessary for smart, 

contemporary architecture. Use them 

whenever you build or remodel. Sizes Available For 


Every Type of Installation 


FREE BOOKLET 


DO MC 
Gives complete Oar a 
details on Amer- *, 

ica's only modern 

hinge. Write for 

it today—the 

hinge that hides 

itself, 








SOSS Manufacturing Company 


.21717 HOOVER ROAD ° DETROIT 13, MICHIGAN 
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tion of doors and windows; application of 
exterior sheathing and exterior covering ma- 
terials; application of prefinished walls, ceil- 
ings and interior trim; priming of all ex- 
terior trim must all be done in the factory 
to effect major economies. Double studding 
every 4 is penalizing practically all lumber 
dealers who are now prefabricating panels. 
A major prefabricator cannot economically 
service a builder of four or five houses a 
year who may turn to the lumberyard for 
assistance. [But] we have seen hundreds of 
examples of builders of this size turning to 
prefabricators and very quickly growing to 
25-house-a-year builders, and many of them 
growing to 100-house-a-year builders and 
larger in a few years. Herein lies the solu- 
tion to the problem of the small builder. 
James R. Price, president 
National Homes Corp. 
Lafayette, Ind. 


Sirs: 

Our public relations consultant, Arthur 
Dahlman, has only recently completed an 
extensive personal survey of lumber dealers. 
I believe Mr. Dahlman to be a topnotch 
analyst, but as you can see, the opinions are 
strictly his and not my own. 

There is a general feeling that the old-time. 
well-established prefabricators seem quite 
willing to welcome the lumberyards to our 
field. We are happy to have their endorse- 
ment of the term “prefabrication” as a nor- 
mal, reasonable and logical way to build 
more and more of a house under controlled 
plant conditions rather than “carrying the 
materials and the tools up a tree to build the 
birdhouse.” 

WituiaM B. F. Hatt, president 


General Industries Homes 


Fort Wayne. Ind. 


From Mr. Dahlman’s report: 


The “big” dealer in each city was too busy 
to go into any type of prefabrication. 

The second busiest, or second largest. in 
each city, trying to edge into the big boys’ 
business, was receptive. Usually he lacked 
finances or initiative to do anything as radi- 
cal as prefabrication. 

The smaller dealers lack financing to cre- 
ate a campaign to interest consumer or con- 
tractor: they also lack initiative. 

Unanimous feeling: 

We are interested and are watching it 
very closely. Joe Doakes Lumber Co. is pre- 
fabricating now and we will see what hap- 
pens to them. 

This Joe Doakes Lumber Co. is the ex- 
ception. He is the one in 500—and will defi- 
nitely do business. However, not enough Joe 
Doakeses are with us, and while the tide may 
turn in two or three years, prefabrication 
at present is for prefabricators—and lumber 
sales for lumber dealers. 
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PUT CRANE PREFERENCE 
TO WORK FOR YOU 


When given their choice, more people prefer to have Crane plumbing. 





In fact, on all counts—design, quality, workmanship, and long life — 


Crane is most admired. 





Crane Marcia lavatory, one of the many basic Crane 
models in a broad price range... all with Crane’s pre- 
cision engineering ... all with Crane’s beauty of design 
in choice of eight Crane colors and white. 








When you sell a home, it is a challenge to your 
reputation as a builder. By specifying Crane fix- 
tures, you help to safeguard your good name. Year 
after year, Crane equipment will please owners 
with trouble-free service, lasting beauty. 

What’s more, with the wide range of Crane 


prices and the many different sizes, types, and 


For these reasons, Crane is the 


choice of leading builders, too. They 
know Crane fixtures help sell homes, 
because their prospects are quick to 
recognize that Crane bathrooms and 
kitchens reflect quality construction 
throughout the house. 





decorator colors to choose from, even your lower- 


budget homes can be Crane-equipped. 
For detailed information, see your Crane Branch 


or Crane Wholesaler—today! 


CRANE CO. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVENUF, CHICAGO 5 
VALVES ... FITTINGS ... PIPE... PLUMBING AND HEATING 
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“Low Cost G-E Remote Control Wiring 
helped us pre-sell our houses” 


Elbert and Marie Fausett of Fausett 

& Co., Little Rock, Arkansas used G-E 
remote control wiring in all 700 of the 
$11,500-to-$22,000 homes in their 
Broadmoor Addition. The Fausetts say, 
“G-E remote control helped us sell 
these houses before the foundations 
were poured.” 





Imagine being able to show a prospective buyer how he can control 
circuits from any convenient location — how he can turn on lights 
ahead of him, and turn them off behind him rather than stumble 
through the dark. Show his wife the selector switch (which the Fausetts 
have located at the bedside). Tell her of the convenience and the 
security of being able to control lights all over the house without even 
getting out of bed. With a twist of the dial she can turn off all forgotten 
lights, or floodlight both house and yard when she hears a noise at 
night. Tell them both that the low-voltage switches use only 24 volts, 
and are isolated from the 120-volt household power. 

This dramatic sales feature cost the Fausetts only $30.00 to $37.50 
more per home than regular wiring. The secret of this low cost is low 
voltage. The control circuits use lightweight easy-to-install 24-volt 
wires, color coded for easy identification. Relays do the actual switching 
of the 120-volt power, minimizing heavy cable installations. This way 
it is economical to provide each circuit with as many control points 
as desired. 

For complete information on this dramatically convenient system 
of home wiring, write for the “G-E Remote Control Manual of Layout 
and Installation”, Section D122-106, Construction Materials Division, 
General Electric Company, Bridgeport 2, Connecticut. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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(Variation of Broadmoor house) 


The selector switch controls nine circuits from the bedroom. 
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American-Standard ready-built 
LAVATORY-DRESSING TABLES 
with new counter Lops of MICARTA 





now more beautiful, practical, 


and easier to install! 


American-Standard lavatory-dressing tables 
are now re-designed for greater beauty . . . and for 
wider latitude in bathroom and powder room 
planning. 








Now made with new design counter tops of 
durable, decorative Micarta, and available in wide 
choice of cabinet sizes and lavatory arrange- 
ments, American-Standard lavatory-dressing, 
tables are the most distinctive ready-built combi- 





THE DRESSLYN is a luxurious 3-in-1 combination with a gleaming lavatory nations on the market. Cabinets come in gray 
of genuine vitreous china. Available in four sizes—42, 46, 58 and 62 inches. et 2 A wi 
And in your choice of either the smart-looking kneehole model or the peach, buff, blue and white; Micarta tops in tan, 
extra serviceable straight front model with center storage compartment. mulberry, and gray; lavatories in white and popu- 


Complete Dresslyn unit is factory-assembled and shipped in one carton 
for easy installation. 


lar American-Standard colors. 


The handsome dressing tables feature a fine 
quality lavatory and a vanity-cabinet. Most 
models include such built-in conveniences as a 
medicine chest, specially designed drawers for 
cosmetics and toilet accessories, as well as plenty 
of storage space for towels. 

The new and improved line covers the Dresslyn 
with its deluxe vitreous china lavatory; the Mer- 
rilyn (vitreous china lavatory) and the Highlyn 
(heavily enameled cast iron lavatory). 


For details regarding models, colors and di- 
mensions, please contact your nearest American- 
Standard sales office or write for Form 384-3. 

















THE MERRILYN AND HIGHLYN feature one-piece Micarta counter tops. 
The Highlyn has heavily enameled cast iron lavatory; the Merrilyn fea- 
tures lavatory of genuine vitreous china. Post-formed Micarta top pro- 
vides one continuous area of easy-to-clean counter space. Available in 
single cabinet model (24” wide), kneehole or straight front models (42” 
wide), models with lavatory on left or right (43” wide) and twin lavatory 
model (66” wide). 


American-Stanrdard 


BATHROOMS 





American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30 Pa. 
Serving home and industry: AMERIGAN-STANDARD + AMERICAN BLOWER + CHURCH SEATS & WALL TILE + DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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MODERN MORTGAGES 


A monthly report on important developments in the modernization of mortgage credit, 
with particular emphasis on the expanding potential of the package mortgage, the open 


end mortgage and the expandable mortgage. 





VA issues liberalized open-end rules, 
will still allow some appliance purchases 


As the Veterans Administration issued its liberalized and simplified rules for 
open-end mortgage reborrowing under the new Housing Act of 1954, Wash- 
ington economists saw a ready market of at least $500 million for the repair, 


modernization and enlargement of veterans’ homes. 

By latest calculations, more than 3 million of the 3.4 million veterans who 
have bought houses on VA-guaranteed loans still have some portion of their 
$7,500 guaranty entitlement available. Under the new law they can now apply 
this unused guaranty against increased borrowing for additions, repairs or altera- 
tions. Almost half of these houses were bought at least five years ago, and if these 
alone now required an average of only $300 each for repairs or improvements, 


the total outlay would pass $500 million. 


No ban on equipment. \VA’s revised 
rules stipulate that any supplemental loans 
must be used to “substantially protect or 
improve the basic livability or utility of the 
property,” the same requirement that ap- 
plies to open-end reborrowing on FHA- 
insured mortgages under the new law 
(H&H, Sept. 54). But unlike FHA, the new 
VA rules are not so restrictive against fi- 
nancing many essential freestanding home 
appliances that do not become a firmly at- 
tached part of the structure or realty. 

Based on original veterans’ legislation, 
rather than on the language of the new 
housing law, the new VA regulations spe- 
cifically state that a portion (up to 30%) 
of a supplemental loan “may be disbursed 
for the maintenance, replacement. improve- 
ment, repair or acquisition of nonfixtures 
or quasi-fixtures, such as_ refrigeration, 
cooking. washing and heating facilities, 
which are related to or will serve to supple- 
Supple- 


mental loans will not be authorized for 


ment the principal alteration.” 


guaranty, however, if they are “principally 
or solely” for appliances or extraneous 
structural or property improvements, 


Guaranty increased. VA previously al- 
lowed open-end re-advances and supple- 
mental loans for home repairs, alterations 
and improvements, but on a technical point 
it previously did not increase the dollar 
emount of its outstanding guaranty to the 


lender on the higher loan balance, except 
in the cases of veterans who had bought 
homes before April 20, °50 and had used 
less than $4,000 of guaranty entitlement. 
Under the new law any unused portion of 
a veteran’s 60% guaranty entitlement up to 
the maximum of $7,500 can now be applied 
to increase the dollar amount of guaranty to 
the lender on such loans. 

In the case of veterans who have used 
their entire $7,500 guaranties, the VA also 
will authorize re-advances and supple- 
mental loans, but when those mortgages are 
increased VA will not increase its outstand- 
ing dollar guaranties to the lender. 


Liberalized rules. Under its revised regu- 
lations the VA will allow 414% interest on 
re-advances or supplemental loans, but no 
increase in the rate on the former unpaid 
balance. If house changes will cost less 
than $2,500. the VA will not require a new 
appraisal, nor VA inspection during the 
work. It will be necessary, however, to file 
a statement of “reasonable value” signed by 
an approved VA appraiser, who may be an 
oficial or employee of the loan institution. 

Prior approval from VA will be required 
on supplemental loans exceeding $2,500, on 
re-advances by nonsupervised lenders, or 
on increased loans by a lender other than 
the holder of the original loan. For all sup- 
plemental loans exceeding $2.500 the VA 
will also require a new appraisal, compli- 


ance inspections and a “reasonable value” 
certificate confirming that the entire cost 
“will result in an enhancement in the value 
of the property equal to or exceeding such 
cost.” If the original loan is in default, an 
extra loan can only be made if it will “im- 
prove the ability of the borrower to main- 
tain his loan obligation.” 


VA and FHA fees and charges. Under 
its updated regulations, VA was expected 
to issue a schedule allowing lenders to 
charge veteran borrowers a fee up to 2% 
for these extra repair, alteration or im- 
provement loans, plus any customary ex- 
penses for a credit report, title search or 
recording fees, 

This compared with the maximum fees 
FHA authorized lenders to charge on open- 
end mortgage reborrowing: a) $10, to 
cover the provessing fee the lender must 
pay FHA, plus b) $25 or 1% of the extra 
borrowing, whichever is less, and c) any 
out-of-pocket expenditures by the lender for 
customary title search or recording fees. 

Under separate regulations, VA also will 
insure unsecured loans up to $1,000 by “su- 
pervised” lenders for home repairs, altera- 
tions or improvements, provided the in- 
terest does not exceed 5.7% per year on the 
unpaid balance, or the discount is no more 
than $3 per $100 on a one-year basis, with 
repayment of the principal made in equal 
monthly installments. 
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No sash to obstruct the view. Glass lifts out when painting or cleaning. 


Sashless window—true functional unit 
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Eliminates sash, sash puttying and sash painting 


The Pierson Sashless Window is probably the most purely functional window unit 
known to the building trade today. It is simply 3/16” crystal glass, sliding in a redwood 
frame. There are no sash sections around or between the glass—thus eliminating balances, 
putty, sash painting and all hardware except the lock. The frame is 2” x 6” redwood and 
is moulded so that the inside trim is complete for wallboard or plaster—and outside, for 
siding or stucco. The price is low because the buyer is paying for good materials rather 
than labor. The window comes in 22 sizes up to 8 feet long, and from 2 to 31/, feet high. 


We know of no other sliding window on the market with full picture-view vision. 


Inquiries from architects, builders and dealers, regarding the Pierson Sashless Window, 
may be addressed to Ernest Pierson Co., 4100 Broadway, Eureka, California. A few 


select areas now are available for distributorships. 


Advertisement 
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WE ASSIST YOU WITH FINANCING 


Easily financed at $55 to $75 per month after 
down payment, Permabilt Homes offer you 
beauty and quality at prices buyers can pay. 
The new Ranchette Models shown above are 
only two of our wide range of sizes in 2 and 3 
bedroom plans. Models are designed for slab, 
crawl space or basement, with attached garage 
optional when desired. 


Permabilts are shipped as a complete package 
with factory fitted and assembled wall panels 
and roof trusses. Windows and doors are in- 
stalled, glazed and weather-stripped. 


Permabilt Homes are built by proven con- 
struction methods from quality materials and 
assure the buyer a sound investment for life. 
All plans are FHA and VA approved. Com- 
pletely weather-proofed and insulated, Perma- 
bilt Homes are comfortable in any climate. 


WRITE FOR FULL DETAILS 


Some protected territories are available to 
financially responsible builders, investors, or 
sales agents. Write today for details and start 
cashing in on this quality line of factory built 
homes. 


MANUFACTURED HOMES, INC. 


222 S. KALAMAZOO AVE., MARSHALL, MICHIGAN 


WE INVITE YOU TO VISIT OUR MODERN PLANT AT MARSHALL, MICH. 
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Include FoLpoor in your plans and 
you can design a home with less total 
floor space yet provide more actual 
usable space than far larger homes! 

You can give today’s housewife 
what she wants ...a home that’s 
young in spirit, versatile, designed 
for ““open-minded”’ living. And do it 
for less money because FOLDOOR saves 
on wall and partition costs, elimi- 
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HOLCOMB & HOKE MFG. CO., INC. 







































































7 
... at less cost 


nates painting, trimming and hard- 
ware expense, too! 

Women appreciate how FoLpoorR 
creates separate rooms in seconds... 
how it fits within the door frame so 
there’s no space lost by swinging... 
how it gains 7 square feet of floor 
space around every opening and 
allows furniture to be placed next to 
the door . . . and how it provides real 


No Other Folding Door Offers As Much To You And the Home- Buyer ! 








~ NY 
! 









convenience rever before possible. 

They like FoLpoor’s wonderful 
flexibility, attractive cornice top and 
its exclusive vinyl] cloth-textured 
fabrics that look and feel just like 
expensive drapery material. 

These are a few reasons why 
FoLpoor makes homes easier to sell 
at a better price. Specify FoLtpoor 
next time you build. 


HOLCOMB & HOKE 




















FOLD OOR 


THE SMARTEST THING IN DOORS 


i 1545 Van Buren Street + Indianapolis, Indiana 
IN CANADA: FOLDOOR of Canada, Montreal 26 
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You can sell houses by 
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what you keep out of them 


Make sales points out of dust, dirt and allergy pollens. 
Keep them out of your houses with Precipitron. Your 
clients will like the way this new electronic air cleaner 
simplifies housework, cuts cleaning bills and relieves 
allergy suffering. 

As air is circulated through the unit, all airborne 
particles are electrically charged. Electronic attraction 
then pulls the particles out of the airstream, allowing 
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only clean air to circulate through the home. 


PRECIPITRON can be installed in any forced warm air 
or air conditioning system. Or they can be installed 
separately with fan and ductwork. Call your Westing- 
house Precipitron dealer about PRECIPITRON today. 
Write Westinghouse Electric Corporation, Air Condi- 
tioning Division, Hyde Park, Boston 36, Mass. 


THE ELECTRONIC AIR CLEANER 
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It’s so much easier to sell a home with 


two bathrooms of BRIGGS BEAUTYWARE! 











Prospects getting choosey? Sales a little harder 
to close? Smart builders and architects nowa- 
days are making their sales job easier by 
including two Briggs Beautyware bathrooms 
in all their homes! 


No other feature adds more to a new home. 
There’s extra value—extra sales appeal—at a 
cost that’s actually very small, considering the 
additional profit you stand to gain. And the 
second bath adds so /ittle extra to monthly 
mortgage payments that you can offer this 


BRIGGS MANUFACTURING 











big plus feature while keeping your homes 
competitively priced. 

All of your prospects will be impressed by two 
bathrooms — even more so by handsome Briggs 
Beautyware. You can give them their choice 


of the four beautiful Briggs pastel colors—- 


Coral, Sandstone, Sea Green or Sky Blue—in 
addition to sparkling white. 

Let this low-cost luxury help sell your homes. 
Always specify two sparkling Briggs Beauty- 
ware bathrooms in color! ©1954 


COMPANY «+ DETROIT 26, MICHIGAN 


National Magazine ad- 
vertisements like this one 
are carrying the Briggs 
Beavtyware story to 
millions of American 
readers. Besides selling 
Briggs fixtures in beav- 
tiful color, these eye- 
catching ads are urging 
potential customers 
everywhere to demand 
the convenience of two 
Briggs bathrooms! 




















“STEEL WINDOWS ARE BEST 


FOR OUR PURPOSES,” 


says Mr. William G. Walker, Vice-Pres., George W. Walker & Sons, Inc., Buffalo, N.Y. 


Look for this label—it is your 
assurance that the windows 


you buy 


‘‘Steel window frames 

give us the best combina- 

tion of economy and dur- 

ability. They cost less 

é than other metals and we 

find they stand up better than wooden 
frames—no warping or sagging. Yet, 
they give us the performance we want; 
once they’re in, they’re there to stay 
for the life of the building. Steel win- 
dows save us plenty of money on in- 
stallation and damage costs, too. Two 
of our men can install a steel window 
in less than 15 minutes with no 





trouble. When we have possibly 150 
such windows to worry about, the 
minutes saved on each one mean dol- 
lars and cents to us. Also, the men 
don’t have to baby the steel frames 
during installation. They don’t mar 
or damage easily, which saves on re- 
placement cost. 

“On this job we are putting in 128 
large five-pane windows — eight feet, 
nine inches high by four feet, three 
inches wide—and several smaller ones 
in the lavatories, entrance halls and 
similar rooms,” continues Mr. Walker. 


“With that many windows we must 
be sure of best performance at lowest 
cost. We buy them in large lots ac- 
cording to our individual projects. 

“We intend to use large numbers of 
steel window frames in the future, and 
I would not hesitate to recommend 
their use to anyone. We have reached 
this conclusion through our 35 years 
of experience with all types.” 


For more than 40 years, United States 
Steel has been supplying window manu- 
facturers with special rolled section high- 
grade open-hearth steel. 


7 Close-up of completed window 


frame installation. 


Two workmen—Robert Jalsevac 
and Albert Weiss — demonstrate 
the ease with which brick can be laid 
up around steel window frames. 


Y Partial view of the million-dollar 
addition to the Orchard Park 
Junior and Senior High School, Or- 
chard Park, N. Y. George W. Walker 
& Sons, Inc., General Contractors; 
Harback & Swain, Buffalo, N. Y., 


Architects. 


CLOPGE € RALKER A sees wee 


ere made from 


quality steel. 


. 


UNITED STATES STEEL CORPORATION, PITTSBURGH > 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


USS STEEL FOR WINDOWS 


. & 2 > © & & t 


St, A-F £5 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





the modern fashion in floors 


Small houses with a look of spaciousness are easier to sell. Eliminating partitions, 
arranging rooms to flow into each other, using one big expanse of color on the 
floor—all help houses seem larger than they are. The decorative unity that can 
be obtained with Armstrong's Linoleum Floors is ideally suited to today’s open- 
plan construction. Housekeeping convenience is another sales point your houses 
gain with Armstrong's Linoleum. Prospective buyers know from experience its 
smooth, almost seamless surface requires minimum care. They also know about its 
underfoot comfort and long wear. Let us help you plan Armstrong's 

Linoleum Floors for your next house. Then see the extra interest it receives. 


Floor is Armstrong's Royelle Linoleum, Style No. 1516. 


Send for detailed sketch plan of this clerestory kitchen with its 
floor of Armstrong's Royelle Linoleum. A list of furnishings is in- 
cluded. Write to Armstrong Cork Co., 110 Sixth St., Lancaster, Pa. 


ARMSTRONG’S 
LINOLEUM 


for every room in the house 
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“I’ve obtained more enthus- 
iasm, more intense interest 
in the kitchen of my latest 
homes and have made more 
sales for one reason. . . the 
Caloric built-in gas cooking 
units that we’re putting into 


\ 
Theres no other wey 70 pci aa 
gescrite Calorie Cuil las” | eres 


plus of extra sales appeal . . . 
at a cost that really makes 
For truly modern, flexible kitchen planning that sells prospects, these it worth-while.” 

Caloric “Built-Ins” can’t be beat. Check the illustration above showing oven Mr. Harold G. Rueth 


. . . Leo Rueth & Sons, Inc., Hammond, Indiana 
door panels which match the Formica counter top. Note the eye-level con- 

















trols .. . an advantage you get with gas built-in ranges. Remember that— 

with gas—you can sell the idea of broiling with the oven door shut, not Judge for yourself the words of Mr. Rueth. Take a tip 

e Thi 5 ‘tie » thet dies calinetey call’ metcnited. Clima: from what he says and make sure you look into the un- 
ee nee TACOMA, OF COMES, SARE SE Ceres eet See ee limited possibilities presented by this Caloric equipment. 

these Caloric units offer completely automatic operation, seamless porcelain Check the information on the left, then send in the coupon 


for all details. Also see how a Caloric automatic garbage 


enamel oven and broiler, a range of colored door panels, sturdy construc- : 
and trash disposer can help you sell more houses. 


tion and many, many other features. 


CALORIC 





Send this coupon to Dept. HH, Caloric Stove Corporation, 
Topton, Pa. 


Please send me full information at no obligation on the 











' 
| 
Caloric Stove Corporation, Topton, Pa. | 
; | Caloric Built-In Gas Cooking Units [ | Automatic Gas 

| Disposers |_| 

| 

; R Di | Name 

j anges Dryers isposers 

1 Address 
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Add Big Sales Value 
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REYNOLDS 
ALUMINUM 


te s 
*4 REYWoLDS METAS 


This Seal, color-printed on 
Aluminum Foil, is a new 
identification for Products 
or Parts “Designed in 
Reynolds Aluminum.” 





at Low Cost... 











wih REYNOLDS 
ALUMINUM 


The American public has been thoroughly sold on the advantages of aluminum 
storm windows and screens... the convenience of their light weight, 





their freedom from rust and painting, their permanent fit without swelling 
or warping. Couple these advantages with the elimination of storage 
problems, and you have added another outstanding aluminum feature 

to your homes...a big sales value at low cost. 


Your building design may be best served by separate or combination 

storm sash and screens...or, in warmer climates, by roll-up aluminum 
tension screens without storm windows. In any case, you will have provided 
equipment now considered practically essential. 


Aluminum has this sure home-selling power in a mounting number 
of residential uses — doors, hardware, louvers, siding, thresholds, 
vents and ductwork, as well as windows, gutters and downspouts. 
For standard building products designed in Reynolds Aluminum, 





call your regular supply source. For other product requirements, 

- : Alumi ; 
call the nearest Reynolds office listed under “Aluminum” in classified Br ronenaalg ocaraalb ee Apa 
telephone directories. Or write to Reynolds Metals Company, Ce Sy eee en 


General Sales Office, Louisville 1, Kentucky. 























Aluminum siding means permanent 
beauty. Won't rot, warp, shrink, sweli 
or crack. Fire-resistant. Easy to apply. 


LL 
ka Pr ii 


Aluminum ductwork is a natural insu- 
lator, minimizing heat loss. Rustproof. 
Lighter weight makes it easier to handle. 


Aluminum thresholds are neat, clean, 
long-lasting. Easy to install, economical. 
For all types of doorway requirements. 


For quick reference see Catalog? in Sweet’s Architectural File. 


SEE “MISTER PEEPERS,” 
starring Wally Cox, Sundays, 
NBC-TV Network. 
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Marlite’s 25th year of service to 
dealers, builders, architects, and 
their customers begins October 7. 
From the original prefinished tile 
pattern created in 1930, Marlite’s 
line has grown to provide a wall 
and ceiling panel for every room 


in every building. 


Despite changing styles and a 
major depression, Marlite’s sales 
and popularity have constantly in- 


creased. These are the reasons: 


® Complete range of patterns —tile, 
plain-color horizontaline, wood and 
marble. 

* Complete range of sizes—large Pan- 
els, Blocks (16 in. square), Planks 
(16 in. x 8 ft.). 

* Complete range of colors including 
10 new Raymond Loewy ‘Companion 
Colors." 

* 


Strongest advertising, sales promo- 
tion, and dealer aids program in the 
industry. 











® Warehouses and factory representa- 
tives conveniently located to serve 
you better. 


Highest product quality maintained 
through continucus laboratory and 
production controls. 


Unequalled consumer features—soil- 
proof baked finish, easy cleaning, 
fast installation, economy, permanent 
beauty. 


MARSH WALL PRODUCTS, INC., DEPT. 1022 DOVER, OHIO 
Subsidiary of Masonite Corporation 


ARS OF 
LEADERMHIP 


















Ties Ll) 
* Guaranteed by ” 
Good Housekeeping 


Marlite is made with 
genuine Masonite) 
Tempered Duolux() 








* ‘ 
or w 
45 aovenrssio 1H 


MARLITE PLANK AND BLOCK PATENT APPLIED FOR 


Marlite 


PREFINISHED 


WALL and CEILING PANELING 
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For warmer | 
floors in slab 
construction | |) 
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Permalite 


LIGHTWEIGHT INSULATING CONCRETE 


From Augusta to Atascadero, in homes all across the country, this simple, 





a 
ws 


inexpensive floor slab construction is adding comfort, cutting fuel bills and 
helping to sell new houses. In fact, many homes which employ other heating 
systems have used Permalite Insulating Concrete for a sub-slab, simply to block 


off the cold ground chill which so often creeps up into basementless homes. 


Usually, this construction costs no more than ordinary concrete, the very 
slight extra cost of Permalite being offset by the fast construction made 
easy by the light weight of Permalite concrete—20 to 40 Ibs/cu/ft. 

But, you can get al/ the answers in the new bulletin shown 


below. Send for your free copy today. 


/ All the answers on Permalite 
NEW! Lightweight Insulating Concrete 


actual! MIXES — PROPERTIES — YIELD — STRENGTH 
ete! Write today for your FREE copy. Perlite Division, 
COM “ Great Lakes Carbon Corp., 612 So. Flower Street, 


Los Angeles 17, California, Dept. 





Permalite franchisee plants are located in principal cities and in Canada. Write for name and address of plant nearest you. 
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PUT ECONOMY IN 
THE WINDOW PICTURE 
WITH FLEXIVIEW 


YOU ADD A POPULAR SELLING FEATURE at low 
cost to homes you plan or build by using WINDO- 
WALLS with Andersen Flexiview Units. Flexiview, 
new picture window partner to the Flexivent, brings 
lower over-all cost per square foot through a fixed 
Opening’s savings on screen and hardware. 

Fixed sash Flexiview Units can be combined with 
ventilating Flexivents to form WINDOWALLS of end- 
less variety. 

The Flexivent line, already a favorite for low 
installation cost, coupled with high quality, is now 
even more versatile, an even greater window value! 

For more information on the new Andersen 
Flexiview Unit or on screens, storm sash, under- 
screen operators for Flexivents, write Andersen 
Corporation for Detail Catalog or Tracing Detail 
File. Andersen WINDOWALLS are sold by established 
millwork dealers throughout the country, including 
the Pacific Coast. 


%# TRADEMARK OF ANOERSEN CORPORATION 


Andersen 
\Windowalls 


COMPLETE WOOD WINDOW UNITS 


Andersen Corporation * BAYPORT, MINNESOTA 


at 








Don’t hesitate to specify KenRubber tile floors for 
installation on grade...even over concrete 


1 ALA. 23-G /- 











Mow. KENRuBBER can be installed 
on the ground floor of popular non- 
basement homes... without addi- 
tional labor expense or waterproofing 
membrane ... by using the newly 
developed KenSet Adhesive*. And, 
this is important to you... as well as 
to your clients ... because it means 
more people can have the luxury and 
practical advantages of rubber tile 
flooring ... without paying premium 
prices. 

KenRubber’s quality features can’t 





be matched! High grade synthetic rub- 
ber is carefully compounded to attain 





tiles unequalled for precision square- 
ness and gauge . . . clarity and richness 
of color ...durable strength and 
cleaning ease. Yet, with all of its firm, 
lasting strength, KenRubber remains 
the quietest, most comfortable floor 
you or anybody will ever walk on. 

KENRUBBER offers residential specifiers and purchasers decorative and func- 

tional advantages no other flooring can match. For instance, die-cut ThemeTile 


inserts like the ones shown above are a KenRubber exclusive... available 
in colors and designs that add low-cost ‘‘custom’’ effects to any room. 








SPECIFICATIONS AND TECHNICAL DATA 


INSTALLATION: Over any smooth, firm interior surface Approximate Installed Prices (per sq. ft.) 
removed from greases and oils. New KenSet Adhe- 





Standard (.080") Gauge} 1/8” Gauge | 3/16” Gauge 





sive* makes possible Last, easy and economical instal- 
lation over concrete in contact with the earth. KENRUBBER 50¢ 65¢ 80¢ 




















; f ; : - These costs are based on a minimum area of 1,000 sq. ft. 

THICKNESSES: KenRubber is available in (.080”) over concrete underfloor. Cost of KenRubber’s exclusive 

Standard Gauge and 1/8” gauge for normal flooring de- die-cut ThemeTile decorative inserts available on request. 
mands...3/16" gauge for extra-heavy commercial duty. * * * 

Samples and technical literature available 


SIZES: Standard tile size is 9” x 9”... with a wide range to accredited architects, builders and designers. Write the nearest 

“ete FAG : Kentile, Inc. office listed below...and be sure to request samples 

of special sizes available on order. of exclusive ThemeTile die-cut inserts, colorful Feature Strip and 
KenCove, all-purpose, flexible cove base. 


KenRubber is the floor your clients know and want... RUB 3 
<4 tt . Backed by more full-color advertising KEN BER ‘| 
| than any other rubber tile floor *eog. U.S. pot. 0f, «= FEE FLOORS e 


KENTILE « KENCORK * KENRUBBER *« KENFLEX * KENFLOR 


KENTILE, INC., 58 SECOND AVENUE, BROOKLYN 15. NEW YORK e 350 FIFTH AVENUE, NEW YORK 1, NEW YORK ¢« 708 ARCHITECTS BUILDING, 
17TH AND SANSOM STREETS, PHILADELPHIA 3, PENNSYLVANIA e 1211 NBC BUILDING, CLEVELAND 14, OHIO e 900 PEACHTREE STREET N.E., ATLANTA 5, GEORGIA 
2020 WALNUT STREET, KANSAS CITY 8, MISSOURI e 4532 SO. KOLIN AVENUE, CHICAGO 32, ILLINOIS e 4501 SANTA FE AVENUE, LOS ANGELES 58, CALIFORNIA 
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HOMEBUILDERS AND TRADE-INS 
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Architect Robert Rosenberg turns typical 25-year-old plan 
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Architect Daniel Warner turns a woodshed into a dramatic living room. 
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This Housing Act of 1954 
could be a very important law 


2 Cor egegmiaeme ts 


a Pearle 


It could, in fact, be the most important social and economic legisla- 
tion pushed through by the Eisenhower administration. It might even 
be the most important social and economic legislation since the Fed- 
eral Reserve Act of 1913, comparable only to farm parity and labor 


union rights. 


For it could open up a vast new frontier for homebuilding and home 
modernization that could be a mainstay of our national prosperity. 


And it could change the way almost every American family lives by 


helping them own and maintain a better home on financial terms 
that they can afford. 


HOUSE & HOME 





HOUSE & HOME gratefully acknowledges 
the help of these 18 members of the Presi- 
dent’s Advisory Committee on Housing 
Policy, to all of whom the first draft of 
our appraisal of the new Housing Act 
was submitted for comment and criticism: 


Thomas H. Moses 
Aksel Nielsen 
James W. Rouse 
Bruce Savage 
John J. Scully 
Alexander Summer 
James G. Thimmes 
Ralph Walker 
Ben H. Wooten 


George L. Bliss 
Ernest Bohn 

Ehney A. Camp Jr. 
Miles L. Colean 
Richard J. Gray 
Richard G. Hughes 
Rodney Lockwood 
William A. Marcus 
Robert M. Morgan 


Also to: 








Edmund R. Purves 
Emanuel M. Spiegel 
Charles A. Wellman 


Alan Brockbank 
Ronald Chinnock 
Herbert S. Colton 


All their suggestions have been taken into 
account in the final revision of the edi- 
torial. In addition, we beiieve our readers 
will find it well worth-while to read the 
brief excerpts from their letters published 
on pp. 64, 168, and 169. 


Here is a direct 


* Next month House & Home will devote 
almost its entire November issue to the po- 
tential impact of the new law on new 
homes. Briefly, what it does is this: 


The new Housing Act eases the tremendous 
FHA pressure to make builders concentrate 
on homes too low priced to be good. It 
makes little change in the financing of 
homes valued at $8,000 or less, but it offers 
liberal FHA help for the first time to fi- 
nance homes valued at $9,000 or more, cut- 
ting the down payments on valuations from 
$9,000 to $25,000 by as much as 52%. 








This month House & HoME is devoting its entire issue to the poten- 
tial impact of the new law on existing houses—an impact which could 
be much more important than the impact on new houses* because in 
any given year there are nearly 50 times as many old houses as new. 


attack on the two basic reasons 


HOUSING ACT... 


why so many homes and neighborhoods decay 


Reason No. 1. People don’t have the ready cash needed for home improve- 
ment and major maintenance and they find it too hard to borrow. 


Answer. Help them in every way to borrow the money at 444% with up to 
30 years to pay it back. Help them to borrow up to 90% of the value of their 
home. Help them through the open-end mortgage to borrow without the cost 
of refinancing. Help them with a dual mortgage commitment, under which 
they can know in advance how much they can borrow on the house as is and 
how much more they could borrow if the house were repaired or modernized. 
Help them even if they live in a decaying neighborhood where FHA has hereto- 
fore refused to function—provided there is a good community plan to restore 
the neighborhod. Help them use America’s $100-billion-plus housing equity 
to finance the maintenance and modernization for lack of which that tre- 


mendous housing investment is wasting away. 


Reason No. 2. It seldom pays to improve or modernize a property above 
the level of its neighborhood. 


Answer. Spend many millions of federal dollars to help municipalities 
rehabilitate whole neighborhoods and so make it profitable to improve all the 
houses in those neighborhoods; but not a penny for communities that do not 
play their full part by adopting a workable program of their own to enforce 
housing standards and check the spread of blight. 


For the first time since the war the federal government is offering dynamic new incentives to improve existing homes. 
That change in policy alone is enough to make the new law a milestone in housing history 
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HOUSING ACT... 





The new law could have the same dynamic effect on the improvement of exist- 
ing houses that FHA and VA have already had on the building of new houses. 






It could have the same dynamic impact on the quality-house market that FHA 
and VA have already had on the low-cost house market. 






It could do much to halt the decay of our cities and prevent the growth of slums, 





It could make it easy for every American family to improve and modernize 
its present home or trade its old house in as down payment for a better new 


home. But... 







the new Housing Act 
will not be such a big law 
unless and until... 








.. . unless and until a lot of people in government and a lot of people in 
the homebuilding industry start thinking big instead of thinking 


small about the new law and how to make it work 








% reduction 


cash under old law 
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cash under new law 














thousands of dollars 6 7 8 9 10 " 12 13 14 15 16 17 18 19 20 21 22 23 24 25 value of house 


How the new Housing Law trims FHA down payments on used houses 
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Specifically ... before America can get 
the full benefit of the new law 


1. The President and Congress must recognize that in putting through this legislation they have done some- 
thing far more important than they knew. They must take effective steps to 
restore confidence (and self-confidence) in the housing agencies they are 
discrediting. They must let FHA spend enough more of its own income to 
do its new job right. They must fix up some of the blind spots in the law 


that make many sections unworkable. (See p. 100.) 


2. FHA must modernize and streamline its appraisal procedures, employ a lot more 
first-class appraisers at much better pay, and work out a new underwriting 
approach that will make its appraisals dynamic without sacrificing their in- 


tegrity and soundness. (See p. 122.) 


3. Lending institutions must put up far more money than they have ever before provided to finance 
neighborhood improvement and home modernization—on top of putting up 
more money to finance more new houses at higher prices than they have ever 
financed before. (See p. 150.) 


4. Savings and loan societies, which are now the biggest single source of money to refinance existing homes. 
must come to terms with FHA and work out a way to take advantage of the 


new provisions. This will probably require additional legislation. (See p. 181.) 


5. Homebuilders must wake up and realize that trade-ins could be as important as their new- 
house market as they are to the new car market. (See p. 132.) 


6. Realtors must get into the act in a big way, perhaps by setting up used-house exchanges 
in every community where home owners can trade their old house in at the 
HA valuation to provide the down payment required to buy a new house 


or a better used house. (See p. 134.) 


‘ 7. All remodelers must recognize that this is far more than a shot in the arm to the upper- 
and middle-income repair and modernization market in which they have 
heretofore operated; this is their chance to tap completely new and different 
markets in millions of low-priced houses that today get litthe maintenance and 
no modernization. (See p. 110.) 





8. Architects must take a new interest in designing economy. livability and delight into 
remodeling for the average family. They must develop a completely new 





discipline to get this good design at lowest cost for the client and lowest cost 


for themselves. (See p- 138.) 


Conversely, home owners. home remodelers and home remodeling» investors 
must set a higher value on what the architect could do for them. For want 


of good design remodeling too often adds less value that it costs. 


9. A broadly representative, nongovernmental organization must be formed (as the President’s 
Advisory Committee on Housing urged) to help promote and lead a dynamic 
program for renewal of the towns and cities of America. The public must be 
informed about this new legislation and public opinion must be mobilized 
so that citizens’ committees in communities all over the nation will take 


action to conserve and renew their existing housing. 





In brief—the Housing Act will not work the way we all wish it would unless and until everybody concerned, 


from President Eisenhower down to the smallest subcontractor, pitches in to make it work 
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For everyone in homebuilding 
this is a great responsibility ... 


In many ways this is the homebuilding industry’s own Housing Act, and so 
every segment of the homebuilding industry has a direct and special respon- 
sibility for making it work. 

This responsibility rests not only on the builders, the suppliers and the 
realtors. It rests in equal measure on the mortgage lenders, who so often 
like to disclaim responsibility for the industry they finance. In this case 
the mortgage lenders had a bigger voice than any other group in developing 
the legislation. 

The new Housing Act did not originate with the President. It did not ori- 
ginate in the housing agencies. It did not originate in Congress. It originated 
in a joint recommendation from the leaders in every segment of the home- 
building industry, subsequently elaborated by a presidential advisory com- 
mittee drawn largely from the industry. The President based his housing 
program on their recommendations and Congress accepted most of them, some- 
times almost unchanged, sometimes changed beyond recognition. 


No other industry has been offered such a chance to have so much of its program enacted 
into law. So homebuilding has a responsibility, not only to the government, 
but to all private enterprise to make this industry-conceived Housing Act work. 

This responsibility is especially clear in those proposals which have to do 
with the improvement of existing homes, 

Now what will happen if the homebuilders, the realtors, the lumber dealers, 
the mortgage leaders and the architects fall down on the job they asked the 
government to help them tackle? 

This puts the industry in a very tough spot, for first the President and 
then Congress made enough changes in the industry’s recommendations so 
that many sections of the law just plain can’t be made to work until they are 
amended or much better implemented. This is particularly true of the rehabili- 


tation of rental housing under section 220, 


The thinking behind the new Housing Act 


The philosophy of the home improvement pro- 
visions in the new Housing Act was developed 
step by step by the homebuilding industry’s 
leaders at three successive Round Table con- 
ferences sponsored by House & Home. At the 
Round Table on the teo cheap house (House 
& Home, Oct. °52) the industry first affirmed: 


“We do not believe the construction of cheap 
new houses is the best (or even always a 
good) answer to the need for better housing 
for low-income families. 


“We can provide good low-cost housing in 
most communities a lot more quickly and a 
lot more economically by modernizing old 
dwelling units than by building new ones... . 


“Our present programs are blind to the poten- 
tial of our 48 million existing buildings. Be- 
cause of that blindness many present programs 
seek to meet, through new construction, needs 
which could better be met by better use of old 
construction.” 


The Round Table which sent the open letter 
to President Eisenhower on housing policy am- 
plified that first statement in part as follows 
(House & Home, Jan. 1953) : 


“The US housing problem can never be solved 
until we recognize the importance of maintain- 
ing, improving and rehabilitating the million 
existing dwellings. 


“We believe amazing and momentous results 
might be achieved if the kind of mortgage 
insurance now available only for new construc- 
tion could also be made available for improve- 
ments and modernization. . 


“These results would be hastened if this better 
financing could enable homebuilders to parti- 
cipate directly in the reconditioning process 
by accepting old houses in trade as automobile 
dealers do and reconditioning them for resale. 
The sale of each new house could lead direct- 
ly to the improvement of a succession of older 
dwellings.” 


The Round Table on how to halt the spread 
of blight and the decay of our cities (House 
& Home, Oct. ’53) devoted its entire report 
to this same theme, beginning: 


“Perhaps the most pressing challenge to 
private enterprise and the profit system in 
America is the challenge to conserve and im- 
prove the 48 million homes we live in. 


“Blight can be stopped only under the leader- 
ship of inspired and dedicated men: and only 
by harnessing every positive power: the 
dynamic of moral wrath, good citizenship, 
aroused public opinion, the dynamic of neigh- 
borhood pride, the dynamic of personal pride 
of ownership, and the dynamic of enlightened 
self-interest and the hope of honest profit.” 


Thirteen of the 22 members of the Presi- 
dent’s Advisory Committee on Housing 
Policy, the committee which blocked out the 
new Housing Act, were panel members at 
one or more of these Round Tables. 
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Some people will find ways to make a lot of money fixing up existing houses 
with the help of the new Housing Act. And no doubt a lot of other people 
will lose money letting smarter competitors get ahead of them. 

Whenever the rules for doing business are changed, the men who are quick 
to take advantage of the new rules stand to profit most. Here is a change 
in the rules that could pour billions of added dollars into homebuilding and 
home modernization if all its provisions can be made to work. The profits 
for the smart ones on such a multibillion dollar change in the rules could be 


very big indeed. 


Somewhere here the smart ones will find a fine new opportunity for 


the architect (see p. 138)... 

the builder (see p. 132)... 

the realtor (see p. 134)... 

the lumber dealer (see p. 126)... 
the mortgage lender (see p. /50)... 


In the past people engaged in homebuilding—architects, builders, mortgage 
lenders, lumber dealers and realtors—have been notoriously slow in adjust- 
ing themselves to the money-making and money-losing impact of change. It 
took the architects nearly 20 years to see that vulume building was opening 
a far more profitable field for residential practice. Most of the homebuilders 
who saw FHA started missed the boat entirely. Many of today’s most suc- 
cessful builders are men who moved into homebuilding from other occupations 
to seize the new opportunities the old-line builders were passing up. 

Twenty years after FHA started the revolution in homebuilding there are 
still plenty of builders, plenty of money lenders, plenty of lumber dealers 
and plenty of building-material producers who don’t understand what has 
happened and why and who keep expecting a return to the good old days of 
handicraft homebuilding to which their production was geared and out of 
which they used to make good money. 


The profits some people will make under the new law will be great, 
but there is no reason why they should not be perfectly legitimate and perfect- 
ly honorable. They will cost the taxpayers not a penny if the FHA appraisals 
that permit those profits are sound and true. They will be the just, proper 
and necessary reward for an essential public service—for finding good ways 
to implement the new law and so help millions of American families to a 
better way of life by making their homes better places in which to live. 


HOUSING ACT... 


For a good example of the profits in modernization, turn the page »—- 
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LOCATION: San Francisco, Calif. 
CAMPBELL & WONG, architects 
JOHN C. CAMPBELL AND 
LINCOLN BARTLETT, 


owners and contractors 


Before. 46-year-old building had no foun- 
dations, no inside bathrooms, no hot 




















water, no heating, no floor plugs, no hang- 
ing closets. Top two apartments brought 
$23 and $22 a month, 
be entered down alley at left, up outside 


lower two had to 





Stairs in rear. These rented for $12 and 
$9, bringing total income to $66 a month, 
only $792 a year. Space under rear of 
house was divided into four dark, filthy 
storage basements. 


Under the new Housing Law, you can 


look behind the dirt and find 





Photos: Morley Baer 








Before After unpainted cedar shingles nailed over old siding 
give needed weather-tightness, insure little future 
maintenance. New trim paint, plant boxes, lantern, 





slab door complete inexpensive transformation. 
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a gold mine 


Last year Designer Jack Campbell bought the shabby building 
shown at left for $14,000 
Francisco's Telegraph Hill. To most people it looked ripe for a 


about the price of the lot alone on San 


wrecking crew. But it had two big points in its favor. 1) An 
improving location: the Hill was growing more fashionable every 
year, and with big windows and decks added the building could 
enjoy a magnificent view of the city and the bay. 2) Cheap space 
enclosed in sound bones: resting on high rock strata, it was well 
built, had no problems of rot, dampness or termites. 

Campbell wasn’t afraid to spend money in order to make 
money. In doing over four narrow railroad apartments into three 
modern ones, he put $16,000 into the building, nearly half of it 
for the heating and inside plumbing that didn’t exist before. 
Already total rents have soared from $66 to $475 a month (see 
captions above), and when Campbell spends another $4,000 to 
convert the rear basements into a fourth unit, he expects to gross 









After. Glass walls and sheltered decks face 


south to sunshine and view. Designer- 
owner’s apartment at top left (shown on 
following pages) could bring $150 a month. 
Adjacent unit rents for $125. Middle floor 
is now a single two-bedroom, two-bath flat 
paying $200, has a new side-alley entrance 
Basement 





replacing old outside stairs. 


will be converted into $100 studio apart- 


ment facing new garden. Total income: 


$575 per month, almost $7,000 a year! 


$575—almost nine times the income the building used to earn. 

So far Campbell’s total investment is $30,000. To buy the lot. 
wreck and build the same square footage new would have cost 
about $55,000. Two local real estate agents estimate the building’s 
current resale value at close to $50,000, a 67% potential profit! 

Says Campbell: “Comparable space cannot be built new for 
anything like the price of remodeling—if the remodeling is not 
overdone. If we fixed up a building of the same size that had at 
least some existing foundations and plumbing, the cost difference 
would have been even more spectacular.” 

There are thousands of old houses like this ready for the pluck- 
ing. Under the new Housing Law down payments are less. repay- 
ment period is extended to 30 years and maximum mortgage 
limits have gone up: on one- and two-family houses from $16,000 
to $20,000: on three-family houses from $20,500 to $27.500: on 
four-family buildings, like this one, from $25,000 to $35,000. 
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After. Old living-kitchen of typical apartment has become a 
bright, spacious living room looking south over the city. Har- 
monious colors and small-scale furniture make room look even 
bigger. Painted heart-redwood planks were ripped off old wall, 
machine-planed and replaced. Inch-thick cork on party walls 


and ceiling of apartment below gives sound insulation, texture. 
sma 7 
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BEDROOM 


BEFORE New kitchen was built by cutting through wall, using half of 
old bedroom (plan, left). Open shelves make it seem bigger. On 
other side of new plumbing wall inside bathroom was added. 
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BEHIND THE DIRT, A GOLD MINE 





Before. Rear porches had outdoor 
toilets and washtubs. Outside stair- 
ways obscured sun and broad pano- 
rama of San Francisco. 


After. Full glass walls open to 7’-wide 
sun decks. The most dramatic features 
of the remodeling, they were surpris- 


ingly small items in over-all costs. 
Four window walls like this totaled 
$700 ($300 for millwork, $200 for glass, 
$200 for labor). Two new decks stretch- 
ing 30’ width of building were added 
for $1,200, about $3 per sq. ft. 








Before. Hall past bedrooms to living- 
kitchen was dark and drab. Length 
was accented by horizontal lines of 
wall molding, linoleum on floor. 


After. Living room at far end and bedroom 
with sliding doors (right) both share new 
light and space with hall. Hanging lantern, 
staggered pictures break up long vista. 








THE HOUSING ACT... AND A NEW MODERNIZATION MARKET 


But what abou 


The new Housing Act will stimulate home improvement in all price ranges— 
through the open-end mortgage. through the package mortgage. through trade- 
ins, through higher mortgage limits. 

But the Act will achieve only half its purpose if it fails to open up a whole 
new modernization and improvement market in homes that today do not even 
get a fresh coat of paint every ten years—let alone any real money spent to 
keep them attractive and up-to-date. 


Millions of houses get hardly a dollar for modernization from the day they are built to the day they fall apart, 
and so blight eats across neighborhood after neighborhood and our housing 
supply decays faster than we build new houses to replace it. 

That’s the disgrace the new Housing Act sets out to correct through a new 
partnership of government and industry. 

The homebuilding industry is as unprepared for this assignment as the gov- 
ernment itself. Ask any builder about modernization and he will start advising 
you not to spend more than $1,200 fixing up a $20,000 house for a quick turn- 
over, or he will tell you some pet idea for adding a bedroom, or squeezing a 
second bath into a too-small house. But don’t try to get his advice on how to 
spend $1,000 or $2,000 fixing up an old house in the $7,000 price class—the 
kind of house in which more than half our people live. You will draw a com- 
plete blank, for nobody ever does that. 


The hard fact is that modernization is still a difficult, fussy, high-cost specialty 


It is still in the handicraft stage where homebuilding itself was twenty years 
ago, before the government intervened with FHA and VA. 

Now the government is intervening again to encourage a revolution in old- 
house modernization akin to the revolution it has already brought about in 
new house construction. 

The government has taken the building industry at its word when the 
industry said: “We can provide good low-cost housing in most communities 
a lot more quickly and a lot more economically by modernizing old dwelling 
units... .” 

The new Housing Act aims to underwrite a whole new market for moderni- 
zation. It aims to start a whole new business—the improvement and moderni- 
zation of millions of modest homes that would otherwise continue sinking 
deeper into obsolescence and blight. 

This new market cannot be a high-cost, high-profit deal. It calls for com- 





pletely new techniques to streamline and economize an operation that has 
always heretofore been considered hopelessly involved. It calls for a lot of 
new thinking. 








Some of the problems and opportunities of low-cost modernization 


are illustrated on the following pages 5 
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‘‘Must”’ reading for would-be modernizers: REHABILITATION AS A BUSINESS. National As- 
sociation of. Real Estate Boards, 1737 K St., 
N.W., Washington 6, D.C. 99 pp. 7/2” x 1044”. 
Illus. $1 


A compilation of 13 articles written by mod- 
ernization and (property management spe- 
cialists and first published in the quarterly 
Journal of Praperty Management. Among the 
writers: Fritz B. Burns, Laurel G. Blair, 
Everett R. Cook, Kenneth Draper, Newton C. 


yy houses like these? Bain Th, Pr acon 


Pil 
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Run-down houses in less-substantial sections of 
our cities should get a boost from the new legis- 
lation. Neighborhocwds like this one outside Bos- 
ton can be broug&t back from the brink of 
blight. To see how, turn the page. 
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A Turchon bargain, this 75-year-old, ten-room 
house sold for only $7,300 after a VA appraiser 
cut the valuation from $8,500. Two years later, 
painted and repaired (see right), the veteran 
buyer resold it for $12,500. Before moderniza- 
tion (see above), it was badly in need of paint 
and renovation outside and inside. Structure 
was sound so no major repairs were made. Re- 
sales like this one convince both Turchon and 
his bankers that old houses have more value 





than is generally recognized. 


In old Boston, a dynamic realtor shows how the new Housing Act can be made to work 


Fabian Bachrach 





Biggest modernizer 


In the Boston suburbs Realtor Peter Turchon is doing such a 
spectacular job of restoring old houses and old neighborhoods 
he might be called exhibit No, 1 in the modernizing business. 

He buys, fixes up and sells some 500 houses a year. In the 29 
years he has been in business he has given new economic life to 
thousands of houses, low-cost homes to thousands of families and 
worked out a technique of doing business that could be used in 
almost any city. So successful has he become that he has a multi- 
million-dollar business, seven sales offices and 26 salesmen. 

If Turchon were to write a modernization manual, he undoubt- 
edly would emphasize these six points: 





Vision and imagination characterize the 
work of 59-year-old Peter Turchon who has 
done more to prove that old houses have 
value than almost any other man. By 
modernizing old and very low-priced houses, 
2 iaenns came anaieadaian 2. They can be rehabilitated—at no great cost—to provide more 
and at the same time providing low-cost 


1. Old houses have far more economic value and remaining use- 
ful life than is generally believed. 





space at lower monthly rates than new houses. 


housing in areas near where people work. ° ‘ , ° m 
3. Banks and other lending institutions will finance such prop- 


erties, consider them good investments. 


4. A modernizer can work successfully within the framework of & 
government mortgage insurance (in his case VA, but also under 
the new FHA rules). 
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Before. Fast-decaying two-family house came to Turchon in an estate. 
Badly in need of paint, dirty, rundown, it needed thorough overhauling. 


Turchon never wants appraisers to see a house in this condition. 


uys and improves 


5. Even one builder or real estate man, working in a community, 


can be enormously effective in stopping neighborhood decay. 


6. The modernization business is profitable for builder as well 


as for buyer. 


Large volume and fast turnover 


If Turchon’s methods work in Boston, where old houses are a drug 
on the market, they should work even better in newer cities where 
old houses have more value because they are scarcer. What is 
new and different about his operation is that he buys in volume, 
modernizes in volume and sells fast. A modest profit of less than 
3% of the sales price adds up to a substantial annual profit plus 
some long-term income from business properties which his firm, 
Homes, Inc., holds for itself or its afiliated companies. 

He buys his houses in groups when he can, purchasing at 
auctions and from probate court sales of old estates. Very few of 
his houses are bought singly; they usually come in groups up to 
70 or 80. He pays cash and has paid as much as $447,000 for one 
collection. Bankers and brokers know that Peter Turchon is in 
the market for houses and many purchases originate through them. 
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After. The house was painted outside and inside, given two new furnaces 
and minor repairs and sold for $8,300. GI down payment was $450. Carry- 
ing charges are $72.50 monthly of which owner gets $34.50 from rent. 


500 houses a year 


Another unique idea in the Turchon operation is his deep 
conviction that a two- or three-family house is a better buy for 
almost any family than a one-family house. As a result, about 
80% of his houses are multifamily. “When a young man buys 
a two- or three-family house, the extra income helps him to pay 
off more of the mortgage faster than if he bought a single house,” 
says Turchon. “There were fewer foreclosures on owner-occupants 
of two- and three-family houses than on one-family houses during 
the thirties.” The rent of the other apartments also acts as a 
cushion in time of trouble. At the end of the mortgage period the 
home owner has a valuable, profit-producing property. 

Several times a year the firm publishes a sales booklet that 
lists its properties. In the newest booklet there were 17 one- 
family houses that had an average sales price after fix-up of 
$7,963; 32 two-family houses averaging $9,090; 38 three-family 
houses at $10,989; 6 four-family houses at $12,180. 
there were nine houses with one or more stores as part of the deal. 
Lowest-price house was a two-family at $4,900 and highest price 
was $29,000 for a four-family apartment and four stores. Prices 


In addition 


are so low that buyers get a house of their own for about what 
their rent would be: from $30 to $60 a month. In fact, “pay like 
rent” is a standard Homes, Inc. slogan. 
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BIGGEST MODERNIZER 





As a demonstration to sell eight, three-apart- 
ment houses in row at left, Turchon modernized 
one sample apartment. For $£,300 owner got 
new kitchen, bath, flooring, paint and paper 
for his own apartment, could pay to have others 
fixed. Tenants pay $57 in rent; owner pays $24. 


Buying in groups he has to take what comes; the good and the 
bad. Because they have handled some ancient houses and seen 
them sell, Turchon and his staff have developed a fresh and opti- 
mistic approach to old houses. “Destruction is not the answer,” 
he says. “We think there is value in everything because we've 
Their 


typical buyer is a young veteran between 26 and 34 who is a 


seen that every house looks like a palace to someone.” 


working man, the son of people who have rented all their lives. 
Now, thanks to VA. he can become an owner, not of just a house 
but of a piece of income property. 

What Homes, Inc. does to modernize the property must satisfy 
three buyers: the veteran, the VA and the bank which does the 
financing. Over 80% of Turchon sales are VA and consequently 
VA sets the pattern for other properties, too. “VA fixes the sales 
price and keeps it low.” says Turchon. “Appraisals are low be- 
cause the appraiser has the vine-covered cottage in mind as the 
ideal house and these older houses do not look very good in 
comparison.” 

Because VA fixes the sales price, the amount of modernization 
in any one house is limited by the harsh reality of the appraisal. If 
there is a vacancy in a house (whether one- or six-family) it is 
standard procedure to fix up that space. Then the modernized 
apartment becomes the new owner’s home. If there is no vacancy, 
Turchon cannot evict a renter but must find a buyer who, as 
future owner, can choose the apartment he wants to live in and 
then evict the tenant so repairs can be made. He seldom mod- 
ernizes all apartments—first because there are tenants who do not 
want to move, but primarily because he could not get his money 
back. He will always do as much fixing up as the owner will pay 
for, encourages owners in a do-it-yourself program and will sell 
them paint, flooring, wallpaper, kitchen equipment and other 


items at his cost. 


Painting: a new paint job outside is practically a standard prac- 
tice. Homes, Inc. paints or papers the owner’s apartment (or all 
of a one-family house) and often does entrance halls. They patch 


interior plaster walls, then repaint or paper. 


Structural changes: these cost money, are avoided when possi- 
ble. In the first-floor store which was converted to an apartment 
(see p. 120), the company built new interior partitions. covered 
them with dry wall, added wallpaper. They also use dry wall to 
build a new ceiling in an old room that is too high. (See p. 152.) 













Five row houses, each with three apartments, built about 
1900, were repainted, modernized and sold for $7,600 each. 
Veterans paid $1,100 down, $75 per month but got $48 
from rent. One GI soon resold his house at nearly $1,000 
profit, bought another Turchon house. 


Turchon modernizes houses of all types and ages 






At $10,900 three-apartment house 
(below) was a bargain as two 
tenants paid $60 in rent, left owner 
$39 to pay. To duplicate it would 
cost at least $30,000 plus land. 
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Kitchens: nearly always redone in at least one apartment. Many 
old houses have a coal or wood stove and a black iron sink. 
These are ripped out, replaced with new white units. New cab- 
inets may be added; new asphalt tile or linoleum flooring is in- 
stalled in about half the jobs. Kitchens are always painted. 


Bathrooms: no set rule. While Turchon likes to put in a brand 
new bath, “plumbing is the most expensive thing to change,” 
says Turchon’s son-in-law Charles Norton, in charge of all repair 
work. The firm operates in about 20 different suburbs where 
plumbing codes vary tremendously. They never know what a 
plumbing inspector will require. In one house they removed an 
old black kitchen sink, intending to put the new sink on the old 
base. But a plumbing inspector turned a $40 item into a $225 
job by requiring new plumbing and a new vent clear to the roof. 
“The: archaic codes make plumbing short cuts practically impos- 
sible,” says Norton. 

As a result they tend not to change plumbing if it is in working 
order. If an old toilet with a ceiling-high wood tank is okay, it 
stays. Rather than repair an old tank, they would put in a new 
toilet. If a “walking tub” (with legs) is sound, it stays. But they 
often put in new wall tile, new flooring, have completely mod- 
ernized many baths with new fixtures. “A new tub might cost 
only $75,” says Norton, “but maybe the plumbing in the wall for 
a shower is $200 and $100 more for plastering and carpentry 
work, so you spend $300 to replace a tub.” 


Wiring and lighting: new lighting fixtures are usually in- 
stalled. They are cheap, make a good showing and VA wants 
them. New wiring is added where necessary. Usually new con- 
venience outlets are put in every room. Sometimes houses are 
completely rewired; sometimes only one or two new circuils are 
added to the system. 


Floors: Homes. Inc. sands hardwood floors but most floors are 
soft wood, which is cleaned, repainted or covered with linoleum. 


Heat: to satisfy VA and the bank, they usually modernize the 
heating system. They may put a warm-air furnace or an oil- 
burning boiler in the basement, a floor furnace in a ground-floor 
apartment or an oil-burning stove in the kitchen with a wall 
heater in the living room. “A large number of people prefer a 
range burner (oil-burning cook stove) in the kitchen to a warm- 
air furnace in the basement,” says Turchon, “We put in the 
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Run down and in a poor neighborhood, old house (left) had < 
so little market value Turchon found a do-it-yourself 
owner, a maintenance man who paid only $250 down, 
total of $5,600. Turchon’s carpenter helped with work 
which included turning two small rooms into a large room, 


new aluminum windows, new ceilings, linoleum floors, new 




















furnace to satisfy the insuring agency and the mortgage lenders 


kitchen and bath, all 
one acre. A Boston bank took a conventional mortgage. 








new paper and paint. Lot is over 





ly , ; ; Sere ‘ ” 
. but if a family doesn’t use it. it rusts out in about four years. 
b- Exterior repairs: Handling hundreds of houses a year, Turchon 
n- finds all kinds of conditions and, except for painting, has no 
standard procedure. He repairs masonry foundations, replaces 
rotten wood in plates. sills or elsewhere, adds new siding (see 
T ~ 
99 photos, right). He never covers wood siding. considers a good 
” paint job is better. Roofs are always repaired. 
re 
‘. They subcontract half the work 
c 
n The firm has from a dozen to 25 key men on its payroll but also 
d subcontracts about half the labor to men who work for them full Within a year owner sold this $7,810 house for 90,000, then 
\- . ‘ aie i bought another Turchon house. Photo shows process of re- 
5) time, All electrical work, plumbing and tiling is subcontracted. Bes 
f = ; : Chae . painting when house was given new kitchen, bath, heating 
. They sub about half of the heating. painting. carpentry but usually plant... Many old. houses like thie have.geod ince, take on en- 
S- do their own floors and plasterwork, Both their own men and the tirely new look if given paint, minor repairs, freshening up. 
subs have been with them for years. can work with a minimum 
g of instructions. While hourly rates are below those paid in new Maier repair jobs are 
it construction, their ¢rews work a full year. can work inside all done when necessary, as 
Ww winter if weather is bad. All work is open shop. so there are no in this big house which got 
, SS ee ° much n h 
y jurisdictional disputes. ; — ee 
| E ae J : : siding, new windows and 
. When Homes, Inc. hires a new man they prefer a maintenance 
3 other work. Buying as he 
st man to someone who has worked on new construction. A mainte- does in groups, Turchon 
. nance man has a better idea of fix-up. has more imagination and takes what comes, mod- 
y is more likely to be a Jack of all trades. “Improvisation and ernizes each house so it 
‘ : aoe ears ‘ . ‘ is marketable in its area. 
imagination” is the way Norton describes much of their work. ig 
Nothing would please Turchon more than if he could do a 
" | 
. complete modernizing job in every building but from experience 
a he knows that uncontrolled costs can mount rapidly. 
e “We lose money.” he says, “only when we do too much. We 
“ bought one big house for $9,200 and put in new baths, a kitchen, 
new heat, completely redecorated—-a really picture-book job. We 
hoped to sell it for around $21,000, But the market wouldn’t stand 
r that much. We had to sell it for $17.000 and we lost $2,000.” 
Says Charles Norton: “Knowing your market is basic—-what Whew plates” une ‘cornee 
r owners want and what is necessary in a particular area. You posts are rotted, they are 
b can't do what you yourself would do if you were living there. torn out and replaced. Ba- 
: In some areas and some price classes you have to have a powder sic weaknesses like those 
: | ain. floor, | her , Jon’t _becaus le shown right are never cov- 
i room on the main tloor. In others you dont because peopl ste 
9 °. 99 mM é . ered up as it is poor prac- 
' don’t expect it.” The emphasis which Homes. Inc. places on know- 
aA ; : i bea : : tice, would not pass care- 
- ing the market has particular significance for new-house builders ful scrutiny of VA or of 
. who can team up with a real estate broker to avoid trouble. the lending institution. 
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BIGGEST MODERNIZER 











$24 each. GI price was $10,300 with $400 down, 20-year mortgage. 


Central purchasing saves money 


Homes, Inc. acts as a central purchasing agent even though much 
of the repair work is done by subcontractors. They purchase 
lighting fixtures, paint, wallpaper, plumbing supplies, kitchen 
and bath items, linoleum and other materials wherever they get 
a good buy, store them in the basement of their office building 
or in a warehouse which they own. Wallpaper costs them 20¢ to 
50¢ a roll, an oil burner $65, and a 6’ combination stove, oven, 


sink and refrigerator is $365, 


How you find buyers 


To sell 500 old houses year after year takes a lot of skill and 
experience. A natural merchandiser, Turchon backs his salesmen 
with a steady stream of newspaper advertisements and sales ma- 
terial, His own staff sells about 90% of the houses; the rest are 
sold by outside brokers to whom he pays a full 6%. He circularizes 
hundreds of brokers. He builds a few new houses a year so has a 
wide variety of houses to offer a prospect. His seven sales offices 
are located prominently in the different suburbs, always have a 
window filled with photos and alluring prices. Sales costs, com- 
mission and advertising average about 2% of the selling price. 

Most sales are made within 30 to 60 days after fix-up begins. 
An excellent time to sell is when the repair work is going on, as 
people like to see a house that is full of workmen. “Activity 
begets activity,” says Turchon. 

When a buyer is found, the credit forms are filled out, and not 
until then is a bank approached. A bank makes its own appraisal 
and if it will take a mortgage, a request for a VA commitment 
is made by the bank if a veteran is involved. Usually VA takes 
about a month to process the papers. 





Before. Entire group was down at the heel. Store on first floor of center 
building had been vacant for 25 years so it was made into apartment. 
Three-family house (left) was repainted and top-floor apartment modern- 
ized with new kitchen, sink, stove, bath. Rents on two apartments are 


Belief in old house value underlies Turchon operations 











After. Whole neighborhood got pickup from Turchon’s optimism. New 
first-floor apartment (center) was rebuilt with new partitions, dry wail, 
paper, paint, wiring, heating, bath. Foundations were pointed up, siding 
repaired. Sales price including small store (right, $25 rent) and top apart- 
ment was $9,300. Two-family house at right was priced at $8,700. 






Boston banks will finance old houses 


One of the most significant lessons to be learned from the Turchon 
operation is that bankers will buy mortgages on old houses. 
Bankers have learned to have confidence in Turchon, his houses 
and his buyers. Over the years they have seen buyers make 
further improvements in their houses, resell at a considerable 
profit, or pay off the mortgages. 

Much of Turchon’s good relationship with banks is due to his 
basic philosophy that the bank’s investment must be protected 
at any cost. “No bank lost money on our houses in the depres- 
sion,” he says, and he goes to great lengths today to make sure 
that banks have neither trouble nor losses from his buyers. 

“If a buyer gets into trouble with payments, we lend him the 
money. “If Turchon makes a loan to a buyer on a second mortgage, 
“we don’t bother him for payment as long as he is paying the 
bank regularly.” He has made many loans without interest, but 
charges 414% on most second mortgages. In effect he uses second 
mortgages as a form of open-ending, will lend to buyers for any 
legitimate purpose including fixing up the building. 

He goes on the assumption that people are honest and has 
had to write off few bad debts. He has sold to many Negroes, 
found them honest and fair. “They are good credit risks.” 

Since more than 80% of Turchon mortgages are VA, it may be 
said that the banks take no risks. But even before VA was started. 
he was getting conventional mortgages, gets up to 20% thal 
way now. Bankers like his business because it has proved to 
be sound. 

Says President Charles Sloan of the East Cambridge Savings 
Bank: “Modernizing old homes takes imagination, capital, drive 
and integrity. Peter Turchon has them all. His business is good for 
the buyers and safe for banks.” 
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SaemerOnecarey! 


Excellent location of this big house in Wellesley made it worth 
a major modernization job. Homes, Inc. will spend as much 
on a house as market price justifies. This house sold for 
$16,000 and warranted a new paint job outside, paint and paper 
inside, new flooring, furnace, bath and kitchen, 


Turchon gives much credit to the Boston bankers, whose good 
judgment in helping working people to become home owners has 
revitalized and rehabilitated neighborhoods. 


Could FHA work like VA? 


Turchon’s executive vice president and general manager of the 
business is Phil Stuart, who was chief evaluator in the Massachu- 
setts FHA office for ten years. Consequently Homes, Inc. under- 
stands how FHA works and has a friendly relationship with the 
Boston office. Both Turchon and Stuart would like to believe that 
the new FHA Housing Act will stimulate the sale of old houses and 
encourage mortgage business for their firm. But they wonder if 
FHA can change so that modernizers can work in its framework. 

“FHA needs a new philosophy on appraisal,” says Stuart, “and 
a more liberal approach to old houses. It needs to raise its 
sights and not be so restrictive on what is eligible.” Says 
Turchon: “FHA has turned down one whole section as having out- 
lived its usefulness. It rejects whole neighborhoods as valueless.” 

They also point out that FHA will need many more appraisers 
if it is to get any volume of old-house business. FHA has so 
few men that by the time it could appraise a house and write 
a report, Homes, Inc. would have the house fixed up and sold. 
No builder, especially no small builder, can afford to have a house 
on his hands for a long time awaiting an FHA decision, 


‘*Example is the best teacher’’ 


It is now an old story to Homes, Inc. that when they modernize 
one or more houses in an old neighborhood they usually start a 
chain reaction toward improvement. In Lynn the firm acquired 
13 old houses in a neighborhood so run down that it was fast be- 
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G. T. Dickson 








New bathrooms replaced old with 
new flooring, wall tile, all equip- 
ment plus a new paint and wall- 
paper job. Kitchens and baths 
always get the major attention. 


New window gave a once dingy kitchen a new 
outlook. Entire kitchen was changed with new 
floor, ceiling, all new equipment. A big house 
like this in a good neighborhood for $16,000 con- 
vinces buyers that old houses can be bargains. 


coming a slum. Houses were in poor shape; yards were piled 
high with debris. Market value was $7,000 each, but Homes, 
Inc. sold the houses at $8,300 to $8,700 after they had been 
repaired and the yards had been cleaned up. “The whole neighbor- 
hood was improved because example is the best teacher,” says 
Turchon. He encourages neighbors and adjacent owners to improve 
their houses and has given them free paint if they would use it. 


Large volume, low profit but some long-term gains 


Buying in groups, Turchon gets 25, 50 or more houses and 
assorted properties for a lump sum, and consequently does not 
have a specific price on each house. He must make money on 
the group, but he does not know his actual profit until the last 
house is sold. He says his net profits (after sales costs and over- 
head) run slightly less than 3% of the selling price. On 500 
houses a year, averaging around $10,000, this is a tidy sum. 

But there is another side to the business which adds versatility 
and long-term gains. This is his practice of keeping some busi- 
ness properties and apartment houses for Homes, Inc. or its affili- 
ated owning corporations. In many of his group purchases there 
are stores, small office buildings or apartments which either with 
or without modernization can be turned into profitable investments. 
These he keeps, and his family portfolio is now bulging with deeds 
to properties that gladden the eyes of astute New Englanders. 

Peter Turchon has been successful because he believes in what 
he is doing. He is convinced an old house in his area is a far better 
value for the average low-income buyer than a new house. As he 
pours over the photographs of his houses, he is apt to exclaim: 
“Look at this: a three-family house for $8.000! Where else can 
you get housing values like this?” 

Many new housebuilders would agree with him. 
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<an established neighborhood 


< trees 
< lawn 


< landscaping 


proximity to: 
< stores 
< schools 
< churches 
< transportation 


< entertainment 


< jobs 

space: 
< large rooms 
< high ceilings 
< play space 


< attic and basement 


< porches 


< fireplaces 


< low price 


< low taxes 


<no more assessments 


< psychological security 


<€ nostalgic architecture of one’s childhood 
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The builders have promised to “provide good low-cost housing in 
most communities a lot more quickly and a lot more economically 
by repairing and modernizing old dwelling units than by build- 


ing new ones... . 


But what makes an old house worth modernizing? 


1. More space for the money. The older houses tend to be 
more spacious than the new houses most families feel they can 
afford to buy today. Under normal conditions realtors say you 
should be able to buy a “comparable amenity” in an old house 
20% cheaper than in a new one. Many substantial old houses can 
be fixed up to include a rental unit that makes the property almost 
self-sustaining. This is the type most frequently chosen by volume 


remodelers like Turchon (p. 112). 


2. A central location. The appeal of a short walk to work, to 
shops. schools, recreation, is important if the neighborhood is not 
slipping down the road to blight. Rule No. I for modernization is: 
Do not make a single house too good for its community. But volume 
remodelers can often avoid this danger by rehabilitating all the 
houses on a block simultaneously; and the new Housing Act offers 
many new federal aids to rehabilitate whole neighborhoods. 


3. Maturity. Full-grown shade trees, established lawns, gardens, 
shrubbery lend dignity and charm which it may take new develop- 
ments years to equal. Also, many people have sentimental attach- 


ments to old houses which reconcile them to inconveniences. 


The standard for modernization is set by new houses 


By definition, modernization means giving an old house the 
features that people are insisting on in new houses. To have your 
cake and eat it too—to have these advantages of the old house 
plus the things that make people want a new one—modernization 
usually means giving your old house as many as you can afford of 
these new-house features: 


1. attractive kitchens 
2. attractive bathrooms 

3. adequate wiring 

4. good heating 

5. open planning. in many cases 

6. enough windows and big enough windows 
7. easy upkeep surfaces 


and. along with other amenities, a general air of freshness, desira- 


bility and good living. 
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Photos: (below) Dean Vannice; (others) Richard Fish 





Before. Houses were over 50 years old, had been soundly built with red- After. Sparkling color job trims 25 years off the appearance of all three. 
wood underpinnings, but were in poor repair. Although brick founda- Porch was removed from house at left; entrance of middie house was 
tions were in good shape, exterior paint was nonexistent. Original houses modernized. Both were given new baths, kitchens, flooring, heat, decora- 
had no plumbing so subsequent owners put plumbing into rear annexes. tion. House at right was only painted; tenants were left undisturbed. 








Fritz Burns takes a new look at old houses, shows 





How to improve a neighborhood 



























Fritz Burns, one of the country’s best-known builders, has just Pea ! Plans for house at left. See photos opposite 
finished fixing up three old houses in downtown Los Angeles as a ROOM f—— 3 
. . . * 7 PORCH | ] 
demonstration that modernization can be practical and profitable. | ae Weare 7-6" 
} a 
As national chairman of NAREB’s “Build America Better” com- ‘cc a ¢ 
mittee, Burns has been preaching to both realtors and builders { ieeataain ser pig 





| w-F 29-9" 





about the need for rehabilitating our cities. Last year Burns began 
practicing what he preaches, has now staged a convincing demon- 















































































































stration of what one man can do to catch a neighborhood just before OEP 
it slides downhill to become a slum. Not only has Burns modernized sense 7 ee *~ 
° ° = i 
the old houses shown above, but his good example has stimulated are 1A i a” 
. . . . ad 
the entire neighborhood to self-improvement. = & 3 fii 
LIVING ony? | ow— Lb TT F 
Located on once aristocratic Bunker Hill, these houses are only Bie! =¢ perp TINT) ssexed § 
eecerracanes bere 2$4 12-0" x 10'-0" ANU : 
a few minutes’ walk from Los Angeles’ Civic Center. Burns knew ie: ny | | J : 
that people would pay good rent to live here if they could find } apr Ses 
decent houses. Capitalizing on the walk-to-work idea, Burns j were wo" wwe riage d 
. . 2 coon J 24-0 x ii'-@" y 
decided to renovate the two houses on the left completely but did es oe \ Va 
only an exterior paint job on the house at the right as he did not eae 
want to disturb three clergymen who had rented it for many years. 
. s SECOND FLOOR BEFORE SECOND FLOOR AFTER 
With his son Pat acting as project boss, Burns pumped far more saintly ) Mae ‘ 
° ; . Vie ae ~< 
money into two of the houses than most modernizers would feel a sae te GS a 
- : B v Dpazeae - « ad ae Be _ a 
was economical. But the results have proved Burns was right and ae i eek 2 = 288 a ms . 
. “Jy. . . wa . g ° | 
that a major rehabilitation job pays off in satisfactory rentals. The  eatetasis Ge, SA 
; d d d rs + Z S 
house on the left cost $7,000 and Burns spent $13,000 more in ura} = pete % — ; 
. ne ee “— a ss me 5 t 4 KITCHEN STUDY 
improvements. (See costs below, photographs opposite page.) witenew eeonoow § Kiokaw ee 
Now it brings in $100 a month from each of two apartments, which allt sicligsll J ~ 
i j ; \ . é [fe 9} 
Burns considers a fair return on his $20,000. The house in the | TI 5 mt 
) E— ! 
center cost $6,000 to buy and $9,700 to remodel. The two apart- \ omnes escacow | 
ments bring in a total of about $200 a month. fs: seoncew 5 7. 10-0" x 12'-0! 9-0" x 120" 
g -6" x 12°-0" @'-4"x 12°-0" j 
rn, ee 
Cost breakdown on house at left: carpentry labor $4,978, a “by 
dry wall, installed $1,460, plumbing $1,289, exterior painting | Z LIVING k 
: a q ie Ji we LIVING y) ENTRY | 10"-6"x 17"-6" é 
$800, interior painting and papering $771, wiring $739, ov aecaeh _ pee ~ 2 i 
lumber $584, linoleum $551, heating $431, cabinets, vent 
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hoods, fans $406, hardware $256, doors, windows $239, aia LVL: we ; I: rey] ¥ 
Le ue) lt ll | 


sheet metal $177, wrought iron $160, roofing $95, 


FIRST FLOOR AFTER 
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Before. Living rooms were old- 
fashioned, dingy, lighting hopeless 
and ceilings disproportionately high. 


After. Each apartment got new floor- 
ing, dropped ceilings. Repainted wood- 
work and walls, in cheerful colors, are 
becomingly lit. As plan shows, the 
upstairs rooms were combined to give 
better, more livable proportions. 





Before. it is important when you 
clean up a back yard like this to get 
neighbors to follow suit. 


After. To show how pleasant a back 
yard can be, Burns turned the lumber 
jungle into this screened patio. Al- 
though too costly for a typical remod- 
eling, it demonstrates what owners or 
tenants can do themselves. 





Before. Kitchens were relics of the 
dark ages, had no windows, were so 
dismal they kept the rents low. 


After. Kitchens, new in every respect, 
sparkle with color and, since pantries 
were removed, with light. Bathrooms 
were also completely redone with new 
floors, all new plumbing equipment. 
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What would happen if any investor could 
call on the Securities and Exchange Com- 
mission for an appraisal fixing the fair 
market value of any stock he was thinking 
of buying? And remember—there are only 
some 2,300 listed stocks; there are some 50 
million present homes, with another 1 
million added each year. 

In all past time, buying a house used 
to be a horse trade where you might get 
a bargain and you might get stung. From 
now on no smart buyer need commit him- 
self without first getting an appraisal from 
FHA. After that, he may still pay more if 
he is anxious. He may pay less if the seller 
is pressed, But either way, he can have a 
US government valuation from FHA to 
guide him and US government mortgage 
insurance from FHA to help him borrow 
almost the full price! 


HOUSING ACT... AND THE FHA APPRAISER 


How can FHA cope with all its new assignments with only 11] appraisers for the nine southern counties of New 


The new Housing Act cannot be much more than a blueprint of hopes until 
Congress and the administration a) start building FHA up in the public 
esteem instead of tearing it down; b) let FHA spend a lot more of its in- 
come and employ a lot more good people to do its vastly increased job right. 

For the success of the new law would make FHA one of the most import- 
ant, all-pervasive agencies of the federal government. touching closely the 
life of millions of families and changing the way they live through its cradle- 


\o-the-grave influence on the homes in which they live—their design and con- 





struction standards, their price, their mortgage terms, their resale, their 
maintenance and, at last, their modernization. 


Here are a few of FHA’s many new jobs 


1. FHA must start playing an active and dynamic part in financing quality 
houses—a market FHA has heretofore left largely to the conventional lenders 
while concentrating its own operations in the market under $12,000. 


2. FHA must start playing a dynamic role in the financing of existing houses 





a field in which FHA has heretofore insured hardly one mortgage in ten. 
And remember—appraising a single old house may take almost as much time 
as evaluating a whole tract of standardized new houses. 


3. FHA must stand ready to open end all its present portfolio. 


4. Before a used house is sold, FHA must stand ready to give either or both 
parties (through the mortgage banker) an appraisal which most people will 
construe as what the US government thinks it is worth. And FHA must stand 
ready to back this appraisal by insuring for a low premium a bigger mortgage 
than any non-FHA lender is allowed to take at that valuation. 


York (population more than 8 million), only three appraisers for the state 
of Massachusetts, only 18 appraisers in Los Angeles? The FHA staff may 
sound adequate when only its 5.000 total is mentioned. It does not look 
so big when you know nearly half of them are bookkeepers—most of them 
punching IBM cards for the 314 million Title I repair loans now outstanding. 

Even before the new Housing Act was signed, FHA was slower and further 
behind in its processing than ever before. Now Congress has multiplied the 
HA underwriters’ potential workload many times over—but instead of 
allowing FHA to increase its expenditures in proportion, Congress slashed 
almost to nothing FHA’s request for permission to spend a little more of its 
own income and turned a deaf ear to the housing industry’s plea that FHA 
was paying its appraisers so poorly that FHA could not hope to hold its 
good men or attract good new men without great personal sacrifice. 

This creates a very serious situation. And perhaps its most serious aspect 
is the implicit evidence that neither the administration that sponsored it nor 
the Congress that passed it really understood what a dynamic, far-reaching 
law they were enacting. This is part of the price the home-owning public and 
the homebuilding industry must pay for the confusions over FHA after April 
12; perhaps instead of complaining we should all be cheering that among 
such distractions and alarms we got as good a law as we did. 


But the new law cannot be more than half effective until the President himself takes vigorous and understanding action 


1. fixing up the sections which almost everybody knows are unworkable; 
2. letting FHA spend enough of its income to meet its vastly greater obligations 


to restore confidence in FHA and until Congress comes back and finishes the job—which means 
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The new Housing Act calls for 
new and radical thinking about FHA appraisals 


The new Housing Act can be no better than FHA and its appraisal system. 
Everything bold and new in the law is left up to FHA to implement. 
Every dynamic section is predicated on the hope and expectation that FHA 
can provide thousands upon thousands of appraisals that, by some miracle, 
will satisfy home owners, home buyers, builders, mortgage lenders and Senate 
investigators alike. 
Every incentive and every encouragement offered to stimulate better con- 
struction and better modernization will be nullified unless the FHA appraisers 


translate those incentives into dollars and cents. 





é Consider two cases in point: 1. The law seeks to lower the down payments on better houses—but what 
good will thai do if short valuations make higher down payments necessary ? 
What builder will spend more money for better homes unless FHA will 
match his bigger spending in its appraisal? 





i 2. The law provides for dual appraisals on present houses—one appraisal 
i for the house as is, one appraisal for the house fixed up to FHA-approved 
4 specifications. What good will that do unless the fixed-up appraisal is enough 


higher to cover the cost of the work? Who will pay for the improvements if 
the appraiser says they will add less than their cost to the house’s value? 


Only the best appraisers can answer questions like these. Only the best ap- 
praisers can decide quickly and correctly which improvements add less to 
value than their cost, and which improvements add more. 

Section after section of the new law calls for brand-new thinking about a 
brand-new kind of appraisal—a new kind of appraisal which will be less 
concerned with what the house would realize on foreclosure under 1932 
conditions than with how to encourage better living in old houses and new 
without sacrificing sound appraisal principles. 

For FHA has two great advantages over a conventional lender: in case 
of depression foreclosure it can pay off in debentures instead of in cash 
and wait for the housing market to come back. 


4 FHA is quite unprepared for the awesome responsibility the Act imposes on its underwriters 
Fs FHA has a fine system for appraising low-cost new construction—the very 
4 best. in fact—but FHA gets into trouble whenever it gets far beyond the 
ig field prescribed by its minimum property requirements—i.e., far beyond the 


$10.000 house. 


Here are some unanimous criticisms of FHA appraisal policies and practices 





expressed to the FHA commissioner by the industry leaders sent to a House 
& Home Round Table to speak for the American Institute of Architects, the 
National Association of Home Builders, the Mortgage Bankers Association, 
the American Institute of Real Estate Appraisers, the National Association of 
Mutual Savings Banks, the National Retail Lumber Dealers’ Association, 
the Prefabricated House Manufacturers Institute, the Building Research 
Advisory Board and the Lumber Dealers Research Council: 





“Today the odds are loaded against quality at almost every step in the FHA appraisal procedure ... 
“FHA has not kept up with the revolution in homebuilding FHA made possible . 

“FHA must catch up with the technological practice that is fast obsoleting yesterday's house .. . 
“FHA has misunderstood the revolution in architecture and delayed its progress ... 

g “We ask only that FHA appraisals be fair and stop discriminating against quality.” 


Those criticisms were voiced before the attack on FHA following the Hollyday 
ouster April 12. That attack has so demoralized the underwriting section of 


bie 


FHA that the appraisers are afraid to use affirmative judgment on anything. 
“I can't get fired for saving no” is now the guiding principle for far too 
many FHA appraisals. 
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Should FHA give up insuring home repair loans? 


‘Yes,’ says the American Bankers Assn. Twenty years 
have taught most banks that Title I loans are safe, profit- 
able. So most banks no longer need FHA insurance 


The FHA investigation, it began to appear last month, has struck an unintended 
blow for private enterprise. With such widely publicized criticism of FHA’s 
Title I repair program, with the new Housing Act and subsequent regulations 
tightening it drastically, the suggestion that banks should stop asking FHA to 


reinsure their repair loans and rely instead on their own judgment was finding 
more and more acceptance. 


The big artillery behind returning home repair loans to private enterprise 
was wheeled out in August by the installment credit commission of the American 
Bankers Assn. In a 15-page pamphlet (House & Home, Sept. 54, News) 
the ABA argued with copious documentation that 20 years’ experience with 
FHA repair loans has taught banks that Title I loans are as safe as they are 
profitable, so: 

1. Most banks no longer need FHA insurance. 

2. Most banks do not want to pay for FHA insurance. 

The plain truth is that FHA has made a mountain of profit from its 34% 
repair loan insurance premium. Since 1939, despite losses from the frauds 
that prompted the scandal-hullabaloo, FHA has piled up a $27 million surplus 
out of its $118 million Title I premiums to date. In effect, the ABA was 
arguing that FHA Title I insurance was so overpriced it would save banks 
money to do without it. 

As ABA itself reported, more and more banks were deciding on self-insur- 
ance. This month Bank of America, the nation’s largest, planned to announce 
that it has established its own program of home repair loans completely di- 


vorced from FHA. , 


Why ABA urges that banks set up own loan programs 


Excerpts from the ABA’s argument that banks 
stop making FHA Title I repair loans be- 
cause it is better business to make such loans 
on their own: 

Over the years, more and more commercial 
banks engaged in the home improvement loan 
field have adopted their own modernization 
financing program. This thinking has been 
stimulated because of the recent investigation 
of FHA and the Housing Act of 1954 (which 
cuts FHA insurance from 100% to 90% of 
each loan and restricts financing to items 
improving the “basic livability or utility” of 
the property). It is the feeling of many top 
bank installment credit operators that the 
subsequent regulations may be so restrictive 
and so full of red tape that operating under 
them will be impractical. 

The mere fact of being identified with a 
governmental insured loan program that could 
become the subject of congressional investiga- 
tion and criticism may at times reflect un- 
favorably on all banks. This, coupled with 
the uncertainty of the future of FHA Title I 
and the possible recurrence of past incon- 
veniences, is the reason why banks prefer to 
have their own plans in operation. 


Since 1939 when lending institutions were 
required to pay an insurance premium of 34 
of 1% per annum on the face amount of the 
FHA Title I loan into a government insurance 
reserve, the FHA has been able to pay all its 
expenses and all the claims presented, and 
accumulate a surplus of over $27 million with 
over $30 million additional of unearned 
premiums: 


FHA Trrte I Insurance Funp 


July 1, "3%Dec. 31, °53 
Income (premiums %% per annum) $118,355,888 
Paid out: 
Salaries and expenses 
Losses and reserves for losses.... 


$23,067,495 
68,183,903 


91,251,398 


Surplus $27,104,490 


Craims Paw 1948-1953 


Average Gross 
outstanding claims paid 
$761,151,000 $14,346,000 

868,653,000 17,494,000 
941,556,000 18,148,000 
1,013,257,000 12,086,000 
1,156,073,000 11,524,000 
14,995,000 


The gross claims paid is not an ultimate 
loss. Recovery is approximately 50¢ on the 
$1 as indicated by the following 20-year rec- 
ord—1934-1954., 


$7,535,375,987 
149,113,324 
75,514,804 
73,598,520 


Total loans insured 

Claims paid (1.98%) 

Actual and estimated recovery 
Net loss (.98%) 

The soundness of home-owner credit is 
amply demonstrated by this experience; and 
when the premium of 34% per annum or 
214% for a 36-month loan is compared to the 
actual losses to date, it can easily be seen 
that the prudent lender could have protected 
himself equally well without such insurance. 
This is the time for private banking to take 
the initiative and operate without reliance on 
government-sponsored insurance. The ABA 
installment credit commission has conducted 
a study among commercial banks that have 
adopted their own plans. The results: 


BANKS’ EXPERIENCE WITH OWN PLANS 


In every case, bank plans evaluated dis- 
closed that their losses amounted to consider- 
ably less than the premium would have been 
had they been insured under and paid such 
premiums to FHA. In a number of instances 
the losses to date were about one third of the 
Title I insurance premium cost. The follow- 
ing experience is typical: 

Since 1946, one bank has made more than $62 
million in modernization loans under its own 
plan, and to date its loss ratio has averaged 
Y% of 1% of dollar volume before recoveries. 
Another bank has extended since 1948 almost $9 
million in modernization loans on its own, and 
its loss ratio before recoveries to March 31, 
54 was .259% and after recoveries its loss 
ratio amounted to .170%. In March 50, another 
bank placed its own modernization financing 
plan in operation, and as of May 31, ’54 its 
cumulated loss ratio to liquidation amounted to 
62%. The other extreme is the experience of a 
bank that adopted a home improvement plan five 
years ago and to date has granted more than $18 
million of such loans to property owners with a 
loss experience of 1/10 of 1% of this volume. 


PLANS IN OPERATION 
Generally, the procedure being followed by 
banks in processing applications differs very 
little from the procedure used in evaluating 
other types of installment credit. The policies 
in relation to dealers and individual credit 
qualifications are about the same as those 
under Title I. 

There are two approaches to an uninsured 





HOW BIG IS THE FIX-UP MARKET? 


For years, building experts have sensed that 
official government figures on the amount of 
money going into repairs, maintenance and 
additions to the nation’s homes have been 
far short of the real total. The Commerce 
Dept. had estimated such expenditures at $614 
billion a year. 

Last month, the Census Bureau came up 
with new statistics that indicated the building 
experts were right. Excluding fix-up outlays 
by tenants (included in the old estimates), 
Census estimated that US home owners put 
$8 billion a year into improving and maintain- 
ing their homes. 

(For details, see News, p. 49) 
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modernization program, the over-the-counter 
method and dealer originated business. On 
direct business, each application is negotiated 
by the customer directly with the bank and 
the entire procedure is handled by the lend- 
ing institution. The proceeds of the loan are 
generally disbursed to the customer. 

On dealer originated business, the applica- 
tion is completed by the dealer/contractor 
and submitted to the bank for credit con- 
sideration. The procedure does not vary from 
that of the direct approach other than to make 
certain the business generated by the dealers 
and the dealers themselves meet the credit 
standards and policy of the bank. 


SELECTION AND APPRAISAL OF DEALER 

To assure a satisfactory relationship between 
the bank and the dealer/contractor, the bank 
should determine if the dealer meets these 
requirements: 

1. Moral responsibility. The success of this 
program is predicated on the dealer’s honest, 
upright, ethical and scrupulous practices. 
2. Financial responsibility. Even though a 
dealer’s paper is to be purchased on a non- 
recourse basis, the bank should be certain 
that the dealer is able to conduct his business 
on a sound and profitable basis. 

3. Background experience. Unless dealer 
has broad experience, the bank’ cannot be 
assured of his ability to conduct his business 
in a sound and intelligent manner. 

4. Type and quality of work performed. The 
bank should investigate some of the work he 
has already performed in order to determine 
the extent of customer satisfaction, the quality 
of merchandise handled, and the type of work 
done. A procedure of spot-check verification 
of all of a certain percentage of the jobs 
completed should be adopted. 

5. Advertising and sales policies. A dealer 
using ambiguous, misleading advertising and 
high-pressure sales methods produces install- 
ment paper which is frequently unsatisfactory. 
Customer dissatisfaction and collection diffi- 
culties result. 

6. Service area. Poor, blighted, low eco- 
nomic areas produce a high percentage of 
unattractive, substandard paper [but] an at- 
tractive, properly located establishment caters 
to a better type of clientele and [yields] a 
finer grade of installment paper. 


RATES—TERMS 

Charges on noninsured modernization con- 
tracts purchased from dealers in areas where 
the maximum FHA charge is used vary and, 
in general, run from $6 to $8 per $100, with 
$7 being most commonly used. Most banks 
limit terms to 36 months. 


LOSS RESERVES 

Opinions vary as to what constitutes an ade- 
quate loss reserve. Some bankers believe a 
loss reserve of 3% to 4% of outstandings 
will cover all contingencies. Others feel that 
such reserves from 5% to 7% will provide a 
good cushion in the event of economic diff- 
culties. It takes time to build up reserves. 
Therefore, the important question seems to 
be the method to be used to accumulate them. 
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Some banks with a sizable volume have set 
up 1% per year of the amount of each con- 
tract financed in their own reserve account 
and in a reasonable time have established 
adequate reserves. Other banks with a limited 
volume have arranged a 5% holdback on the 
amount due the dealer in addition to its own 
reserve percentage. 

The big question that concerns manage- 
ment is whether to set up its own loss reserve 
account or to work out dealer reserve ar- 
rangements. 


DEALERS’ RESERVE FUND 

Several banks put $1 per $100 of the per 
annum rate into the dealers’ reserve accounts. 
On three-year paper $3 per $100 is credited 
to the account. A number of banks set up 
20% of the per annum rate in this dealer 
reserve account. Generally, such arrange- 
ments are tied into an agreement which pro- 
vides that the bank may hold all of these 
reserves indefinitely. This idea has aroused 
no opposition by the dealers. Many dealers 
feel that such reserves could provide a retire- 
ment fund and are therefore quite concerned 
about the type of business they develop. Some 
banks prefer to set up these reserves under 
the respective dealer’s accounts, while other 
banks prefer to establish an “aggregate dealer 
reserve” whereby the common fund is owned 
colleetively by dealers under the terms of an 
“aggregate reserve agreement.” These agree- 
ments give the bank broad powers to use the 
fund for expenses and losses as well as action 
on accounts charged to the reserve. 


Title | premium is cut 13% 
to ease co-insurance sting 


As many an expert had expected, FHA de- 
cided last month to cut its insurance premi- 
ums on Title I repair loans. The reductions 
went into effect Oct. 1, timed to offset the 
sting of the 1954 Housing Act’s new require- 
ment that lenders absorb 10% of any loss on 
a repair loan. (Previously, FHA insured 
100% of each loan up to a maximum of 10% 
of total loans made; losses ran so low that 


the ceiling was almost never invoked.) The 
housing agency shaved premiums from .75% 
to .65% on small loans (a 1342% drop) and 
from .5 to .45% on loans exceeding $2,500. 
It was the first premium reduction in FHA’s 
20-year history. 

Despite such efforts to keep Title I repair 
loans popular with the nation’s lenders, the 
net effect of the new deal was an upsurge of 
interest on uninsured improvement lending. 
The reaction of Texas’ biggest mortgage firm, 
T. J. Bettes, was typical of many. Said Presi- 
dent John F. Austin Jr.: “We have about $15 
million in unpaid Title I loans we are ser- 
vicing. To keep that volume we must sign up 
about $12 million a year in new loans. From 
now on, we are going to stress uninsured loans 
and we have set a goal of 75% uninsured 
and 25% insured loans for our modernization 
portfolio. Before, our business was 100% 
insured.” Developments elsewhere: 


>In San Francisco, J. Frank Pendergast of 
FHA reported other California banks were 
preparing to follow the lead of the giant Bank 
of America in setting up a self-insured home 
repair loan program. (The Bank of America 
said it would continue to write some FHA 
Title I paper.) Said Joseph J. Pausner, senior 
vice president of Anglo-California National 
Bank (which stopped making FHA Title I 
loans in Feb. °53) : “We're very happy with our 
policy. Our losses are less than the amount we 
would have had to pay FHA for insurance.” 


> An aluminum siding manufacturer, Alside 
Corp. of Akron, Ohio, set up credit corpora- 
tions by-passing FHA completely, in coopera- 
tion with the Bank of St. Louis and Colonial 
Trust Co. of Pittsburgh. 


> Johns-Manville announced an “honor roll” 
plan aimed at restoring “public confidence in 
honest salesmanship of home improvements.” 
The company will issue gold seal certificates 
to worthy dealers “in recognition of their 
integrity.” Dealers will pledge to observe 
a code barring “exaggerated claims, false 
promises, misrepresentations,” and promise 
“a fair price for all labor and materials.” 





EDITORIAL 





Should FHA increase its Title | premiums? 


The American Bankers Assn.*s recommendation that banks no longer need FHA 
insurance for their Title I loan program is well worth careful reading. FHA did a 
fine job in getting the banks started in this kind of business. When, as and if 
government’s help is no longer needed, it is certainly a sound general principle that 
the government should let private enterprise take over. 

For some time to come, however, there will be many places (especially small 
towns and rural areas) where the banks will not be willing to make home repair loans 
available at a reasonable rate without FHA insurance. As long as this condition 
continues, FHA will have to stay in the Title I field. 

But perhaps the time has come when FHA should increase its charges for Title I 
insurance instead of cutting them as it has just done. One way would be for Congress 
to increase the 10% co-insurance. These higher charges would: 

1. Give the banks more incentive to operate without leaning on FHA; 

2. Give FHA enough money to do a better job of checking up on the Title I 
work it insures instead of insuring a pig in a poke as heretofore. 
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The new housing legislation offers lumber dealers one of the 
greatest growth potentials since FHA and VA financing turned 
built-for-sale housing into one of the nation’s economic giants. 
Reason: the new legislation is underwriting a whole new mod- 
ernization market. With the financing it provides, home moderniza- 
tion is bound to become big business—the kind that should attract 
the big-time operators in the building industry. 

Lumber Dealer Frank E. Carey, Oklahoma City (15 yards in 
Texas and Oklahoma), says “Lumber dealers have not even 
scratched the surface of home modernization. No big lumber dealer 
has really set his teeth into it. But there are growing signs that the 
lumber dealer will become US modernization headquarters.” 


Why should lumber deals find modernization attractive? 


“Simply because there is little profit left in new house construc- 
tion for many dealers,” answers Al Carr, creator of the “House 
Doctor” advertising and sales promotion idea for home moderni- 
zation. “Lumber dealers better not let themselves out of home 
modernization the way they let themselves out of new house con- 
struction by permitting other industries to move in on top of 
them. The fly-by-night applicator, for example, took things out of 
the lumber dealer’s stock in trade and sold hell out of them.” 

Already itinerant applicators, “suede shoe” supersalesmen., 
“dynamiters,” and small-time operators have swiped much of the 
$1.5 billion spent annually on true modernization, not counting the 
over $5 billion spent annually on maintenance and alterations. 

Except in such areas as the South and the Pennsylvania coal 
region, lumber dealers have done little more than dabble in home 
modernization. Several factors deterred them. One: inadequate 
financing (now being remedied by the legislation). Another: the 
lumber dealer’s unwillingness to alienate his contractor customers 
by taking over the labor contract. 

“Yet the market potential is so great,” points out H. R. “Cotton” 
Northup, executive vice president of the National Retail Lumber 
Dealers Association, “that a lumber dealer need not worry about 
cutting out his contractors: the more modernization business he 


gets. the more he creates. The fix-up market is catching.” 


This leads to the question: 


Should the lumberman. who has been hard-selling do-it-yourself 
consumers, turn the tables on himself and take over the complete 
modernization job by doing it himself? Or should he continue to 
create jobs for contractor customers by more aggressive selling. 
increase his profits through closer cooperation with contractors? 

The experiences of lumber dealers who have contracted both 
labor and materials for years and those who have recently taken 
over the modernization business lock, stock and barrel indicate 
that more aggressive selling (about which lumber dealers have 
been lectured for years) may not be the answer. Instead, their 
background and beliefs point up the possibility that packaging 
materials and labor may bring them the same ingredient of success 
that has seen merchant building. prefabrication and modernization 
go big time. Here are the ideas of some progressive lumber dealers. 
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should the lumber dealer do it himself ? 


TOP LUMBERMEN ANSWER: 


R. A. Schaub, Whiting, Ind.: “This could 
be the salvation of lumber dealers. Those 
who do it are happy about it. The ium- 
ber dealer is a service dealer: he has 
something the little fellow doesn't have, 
financing and product knowledge. When 
! started to package modernization jobs, 
six contractors threatened to start a yard 
in competition; one is left.” 


H. R. (‘Cotton’) Northup, executive 
vice president, NRLDA: “Selling materials 
in an era of stiff competition means lower 
profit for lumber dealers. They will con- 
tinue to lose profit unless they control the 
sale."’ (See text.) 


Clarence Thompson, chairman, Lumber 
Dealers Research Council: ‘‘Right now 
maybe we're a little behind the parade. 
Biggest reason we haven't been doing it 
is lack of interest by mechanics. Biggest 
reason to do it is to raise the level of do- 
ing that kind of business—which the lum- 
ber dealer can do best. We'll stay out of 
it as long as we can, but the time is fast 
drawing near when we won't be able to.”’ 


Watson Malone, Philadelphia: “In out- 
lying areas this may be a good idea, but 
it doesn’t make sense in big industrial 
areas like Philadelphia where there are 
plenty of specialists.” 


Craig Ruffin, Ruffin & Payne, Richmond, 
Va.: “Much thought, additional time, in- 
tensive schooling are needed to achieve 
this universally among lumber dealers. 
It would be quite a task in metropolitan 
areas. Most effective work can be done 
in rural areas or small towns where deal- 
ers have an open mind and have shown 
willingness to catch on fo new merchan- 
dising ideas.” 
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Until April ’54, Restrick Lumber farmed out all its 
modernization leads to contractors. After watching 
them grow rich, Restrick decided to do the whole job 
itself. “Profit on modernization work,” says Tom 
Restrick, secretary-treasurer, “looked a lot better than 
‘I watched contractors grow rich on my leads” the 2% net we made on materials. Until the war 
babies start raising their own families (about 1960) 
I think modernization will be bigger business than 

Thomas T. Restrick, Restrick Lumber Co., DETROIT new house construction.” 
Restrick figures 15% of a $4 million annual volume 
is from modernization—‘and going up fast. No big 


Listen to these lumber dealers: 










lumber dealer should neglect this business, partic- 
ularly now that FHA financing will give it a big spur.” 






Cards on the table—when Restrick made his deci- 
sion to contract labor and materials he had contractor 






friends to dinner and laid his cards on the table. 
“Most of them wished us good luck. Some I lost. But 







I am already making up for lost business by profit 





on labor as well as materials. 






“Our modernization division has no price advantage 






in buying lumber and building products over the 






many contractors we deal with; so in most cases, 
we've not lost their good will. We have absolutely no 







intention of going beyond the modernization field. 





We recognize our limitations and. intend to stay 
within them.” 








More volume, better design—Restrick has four 
estimator-salesmen who do the complete job of follow- 







ing up inquiries from advertising, estimate the job, 
quote firm price and sketch desgins. Says Restrick: 
“Until we increase our volume, we won't be able to 








use an architect because the public won't yet pay 
for the added cost.” 









Photos: Leon Chocianowicz; H&H Staff; Paul Thomas; Donald Moore 





















‘We get all the grief, we might as well get some of the gravy”’ 


Ewing Lawrence, Lawrence Lumber Co., WICHITA 


: 
“| 
4 
‘ 


Lawrence, who has been in business for 40 years, gets be paid. In the past if he has been lucky, he has been 
daily calls from people who want the name of a reli- able to pay us for materials.” 

able contractor for a major addition, alteration or 
modernization. “You can’t buy that kind of adver- 
tising,” says he. “Well, we want to put that kind of 


2. Advertising. “We must advertise that ours is 
the place to come for modernization, acquaint cus- 


: aie 
business in our cash register instead of giving it away. tomers with our service. 


If we recommend a carpenter contractor, often he falls 
down on the job—and we get the blame. We do most 
of the work anyway—handle advertising, get financing 
for bigger jobs, so we might just as well go whole 


3. Personnel. “We have to have more qualified 
people. Best bet would be a combination estimator 
and architect or designer to appraise the cost.” 


hog and handle the labor contract as well.” 4. Financing. “We are going to have to work more 
Beginning next year Lawrence will take over the closely than ever with the mortgage people. We even 
complete modernization job, use a four-point plan: have some private investors lined up to invest in mod- 


‘ ized ty. 
1. The contractor. “We have to sell him and sub- ee eee 


contractors on the idea that we are creating rather “There is not only an opportunity but a need for the 
than taking away their business. We are going to point lumber dealer to get his feet wet on the whole opera- 
out that he is going to have easier business because tion,” says he. His company will concentrate on what 


it will be all laid out for him: he will have no selling he calls true modernization and major additions, 
or financing to handle, and when a job is done, he'll “not on piddling maintenance jobs.” 
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“The modernization customers want a one-stop service”’ 


Since 1942 when he changed the name of his company 
from Raup Lumber to Raup Lumber & Construction 
Co., Matt Burt has done over 2,000 modernization 
jobs, over 200 already this year. Says he: “If we don’t 
sell the whole job, we frequently lose the materials 
business as well.” 

Here is what Burt offers: 


A full survey of the job. “People are tired of 
messing around with many small-time contractors.” 


Suggestions, samples, sketches. “Our ace in 
the hole is a blueprint. We handle all architectural 
work legally allowed us. Architects like us to handle 
the uncomplicated jobs, anyway.” 


A detailed estimate. “We make two sales for 
every one we make: labor and materials.” 


Materials furnished and installed. “We know 
just what materials are needed. This gives us time 


B. W. McClanahan, in business since 1902, has always 
handled the labor contract on modernization and re- 
modeling. He says: “I know cther lumber dealers in 
bigger communities don’t package the whole moderni- 
zation deal, and I tell them they’re very foolish. Why 
work so hard for the modernization contractor? 

“So many remodeling contractors in the big com- 
munities set lumber dealers bidding against each 
other, skim the cream off their materials savings and 
make a nice healthy profit on labor to boot. The 
lumber dealer is left with very little. 

“The jobs the really small contractor gets are too 
small for us to handle. If we ever farm out a contract, 
we make sure a reliable contractor gets it. 

“Will our method work in other places? I firmly 
believe there is an opening in any locality for pack- 
azed materials and labor. And I have argued with 
some of my friends in these localities.” 


Mattison A. Burt, Raup Lumber & Construction Co., SHAMOKIN, PA. 


to order or make them up as the work progresses. It 
beats waiting for the contractor to come in late looking 
for something we have not got in stock.” 


A contract binding to both parties. “Custom- 
ers want and are entitled to a package deal which 
gives them a one-stop purchase for the complete job.” 


Personal supervision of the job. “By doing the 
work ourselves we better understand other contractors’ 
problems, learn how to help the do-it-yourself trade.” 


Aid in financing. “We were one of the first firms 
in our area to finance through FHA. We know its ad- 
vantages and can see even more since the new housing 





legislation. 

“We believe from our success the lumber dealer 
should complete the entire job down to financing. Lum- 
ber dealers who learn to do it themselves can strengthen 
their own industry through modernization.” 


‘‘Why work so hard for modernization contractors?”’ 


B. W. McClanahan, McClanahan & Son, COLUMBUS, MISS. 





‘‘We’re our own best customer for modernizing materials”’ Henry Amsden, Amsden Lumber Co., WICHITA 


Amsden, who already has a building department to 
handle materials and labor for modernization, plans 
to expand it to a whole new division and yard. His 
reasons: “As a lumber dealer, I’m already my own 
best customer for materials, better than all of our con- 
tractors and subcontractors put together. 

“Besides, the small-time remodeler or modernizer is 
underfinanced. He needs grocery money most of the 
time and does jobs too cheap. So he undercuts the 
market and gets into a tight squeeze himself. Often 
before we can catch up with him, he owes us money. 
If we file a lien and collect our money, we still lose 
in the long run. Or else, he tries to beat our prices 
down—even though we take the financial risk.” 


No sense, no overhead—“We know the cost of 
doing business: the average small contractor doesn’t. 
He doesn’t know the cost of liability insurance or 
getting a building permit or what his overhead is. 
So he doesn’t know how much to charge, or else he 
doesn’t even figure on it.” 
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Amsden is not afraid of losing contractor business. 
“IT tell them ‘yes, we contract’ and [ tell them we 
aren’t hurting them a bit because we sell our jobs at 
a higher price; so we're protecting their market. 
Besides, we help keep out the fly-by-night applicator. 
When winter comes and the small fellow has few or 
no jobs we hire him at regular mechanic’s wages.” 


Customer satisfaction—“One thing we do that 
the small contractor doesn’t think of is to guarantee 
satisfaction. We have to—our reputation is at stake. 
We don’t want to black out a whole area for other 
work by not doing a good job.” 


Open-end solution—‘“No city area should be al- 
lowed to be run down for lack of money. The open- 
end mortgage is an excellent preventive. Unfortunately. 
the mortgage lenders I know won’t permit these loans 
because they do not know about them or haven’t yet 
had time to catch up with the new legislation.” 
Title I loans will not and cannot do the job on big 
modernization because repayments are too stiff. 












HOUSING ACT... AND THE LUMBER DEALER 


“Any prospective customer who plans to modernize 
prefers to deal with one contractor,” says Medford 
Leake. “Few can handle the complexity of financing 
and construction. And that puts the lumber dealer 
where he can be of invaluable service. By furnishing 
the entire material and labor needs in one contract. 








Medford Leake, Leake & Goodlett, Inc., TUPELO, MISS. 







he relieves the buyer of the coordinating burden. 
We've done it that way for 25 years. It’s the only way 





‘‘A one-contract plan for modernization 






we know of doing business. 





is the most satisfactory way a lumber dealer “Our plan is simple, direct and efficient: our archi- 






tectural service helps the customer with his plans. A 





. . . . 7 . ’” 
can maintain business that is rightfully his foreman, appointed for each individual job, is respon- 






sible for supervision until the whole job is done. He is 






responsible to a construction manager in charge of 






all construction work, who generally visits each job 





once a day. The job foreman can call for him any time.” 






Broscious Brothers, Broscious Lumber Co., SUNBURY, PA. 






” 


‘‘We operate our construction department in a separate building to avoid contractor complications 








“On modernization work,” says Russell Broscious. their estimates and planning.” Here the Brosciouses 
manager of the Broscious construction department. have a distinct advantage: older brother David, ad- 
“we are primarily interested in packaging the com- ministrative officer of the firm, is a graduate architect; 
plete job. As a lumber dealer and contractor our job Russell is a graduate engineer, employs two engineers, 
is rather ticklish, so we handle work that doesn’t in- The brothers are skeptical about how much good the 
terest most contractors, operate our construction de- recent legislation will do. Says Russell: “Here bankers 
partment in a separate building to avoid conflicts.” still remember the thirties. Open-end-loans are simpler 

Sometimes the Brosciouses subcontract some work. and cheaper than FHA Title I. Unfortunately. it is a 






Says Russell: “ At times we also help contractors in tough job to get the bankers to see it that way.” Photos: Schindler Studio; J. Melton 













Frank E. Carey Jr., Carey Lumber Co., OKLAHOMA CITY “The open-end mortgage offers an almost limitless 


market for home modernization,” says Carey. “If mort- 

gage lenders | particularly in Texas] would use it, the 
. 7 e e 9 

‘Mortgage lender, not contractor, is biggest modernization hurdle lumber dealer would be in clover. Unfortunately the 


present reaction of lenders in my area is not at all 








encouraging.” 


Carey is not convinced that lumber dealers must be- 
come the general contractors “except in towns where 








dealers cannot get qualified men to do the work. 






“We are dedicated to selling home modernization 





through our contractor friends. But it requires a very 






close working relationship—-so close that our em- 






ployees can quote the customers a package price, in- 






cluding labor. This requires considerable experience. 






We help the contractor figure costs and give the cus- 












tomer the package price. 






“The old system of waiting for the contractor to 









bring modernization jobs to the lumberyard doesn’t 






work because few contractors can promote the market. 






Through strong promotion, advertising and merchan- 






dising, we sell the contractor’s services for him. 






“This can almost entirely overcome the menace of 









the itinerant roofing, siding and flooring contractor 






who is gouging the public by doing an inferior job 






at high cost. Our 73-year reputation and aggressive 
selling make it tough for the suede-shoe boys. 

“We know many lumberyards are already acting as 
general contractors. But we can’t subscribe to a policy 
of direct competition with our customers. There are 
too many peaks and valleys in house construction and 
modernization. The contractors can bring us business. 











Besides, even at present we would require a large or- 
ganization to equal the business contractors bring us.” 

Carey Lumber has 15 yards scattered throughout 
Texas and Oklahoma. 
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Carr is a traditional lumber dealer only in the sense 
that he farms out modernization contracts to well- 
known contractors. He believes that aggressive mer- 
chandising is the chief answer to lumber-dealer ills. 
“The average lumber dealer is 20 years behind the 
times. He is where small retail shops were several 
decades ago. Yet he has the biggest retail potential 


in America. Lumber dealers make an average of 3.26% 


Al Carr, Al Carr Lumber Co., PONCA CITY, OKLA. 


“Lumber dealers have the biggest retail potential in America’’ 


net profit, a little larger than the grocery chains that 
have a greater turnover.” Carr, who has built a tidy 
little business of selling his “House Doctor” advertis- 
ing and sales promotion to other lumber dealers (chief- 
ly in the Southwest), does not blame the contractors 
with whom he works for his low profit margin. He has 
worked successfully getting them leads and selling 
them materials. Two of them speak below: 


| Mel Crisp, PONCA CITY 














‘‘There is more money in modernization than new housebuilding’’ 


Mel Crisp, who is doing a $200,000 yearly gross, got 
his start working with “House Doctor” Al Carr. 

Says Crisp: “I’ve grown big enough to build houses, 
but there is more money in modernization. Some new 
houses are so old-fashioned that I can stay in business 
just bringing them up to date. 

“The do-it-yourself movement helps my business tre- 
mendously because people start modernizing. get into 
trouble and have to call me. A modernizer is often a 
man who repairs all sorts of repairs.” 

Here are Crisp’s major criteria for a remodeler (or 


lumber dealer): 


Estimating ability. “It’s hardly worth anyone’s 
while to work for someone else if he can estimate 
accurately himself. It’s one of the most important jobs 


in modernization.” 


Sales ability. “Carpenter repairmen and modern- 
izers are a dime a dozen. but they're not salesmen. 
Anybody can call a lumberyard. get materials and 
call in a carpenter to do the job. But the modernizer 
who is able to sell the complete service is the man 


who stays in business.” 
Supervision. “This is the biggest headache. Mod- 
ernizers often have to plan as work progresses. They 


can’t stick on an additional $50 for a plan or blueprint 


—that half the time mechanics wouldn't read anyway.” 


‘‘Most modernization contractors look at a house blindfolded”’ 


modernization contract for $1.500 or even more.” 


Firm price. “I get my price down to where it should 
be from the start. If I think 
competitive bids I walk out on them. I never break 


people are getting 


down my costs for the customer. I will tell a customer 
how much I will take off if they complete a certain 


” 


amount of work themselves; that’s as far as I'll go. 
Quick-closing deal. “Although modernizers cannot 
pressure customers. they must handle details quickly 
get the contract wrapped up the same day. Delays 


mean lost business.” 


Good financing. “Personally, I think an FHA Title 
[ loan extended to five years would have done more to 
help the modernizer than anything else. The recent 
FHA legislation did not help even a little bit.” Crisp 
goes to savings and loan associations to finance business 
over $1.000. otherwise to banks. says: “We can always 
get an open-end loan on home-town mortgages. Really 
folks have to rely on Title I 


haven’t enough equity in their houses—and that’s rough 


needy because they 


on them.” 


Personal-appearance and courtesy. “Workmen 
must not look as though they could scare a housewife to 
death; otherwise she'll call up and demand someone 
else. Mechanics have to be cour'eous and realize they 


are invading privacy to a certain extent.” 


R. W. Voelzke, PONCA CITY 


When 


| 
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' 
) 
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; R. W. Voelzke, a big general contractor in Ponea City, 
Okla. (schools, commercial buildings, custom houses) 
does 20 to 25% of his business in remodeling, gets 
most of his leads through Lumber Dealer Al Carr. 
P Says Voelzke: “Most remodeling contractors get out of 
‘ ; their cars blindfolded. They don’t see the opportunities 
‘ i that face them, or they fail to realize that the first 
| remodeling job is usually just a door opener. The good 
; modernization contractor is an observant cuss. 
: j he’s called in to modernize a kitchen, he looks around 
- ; to see if the porch roof or floor is in good shape, 
‘ } whether the screens need replacement. if roof flashing 
i needs repair. It’s not at all unusual to go out on a 
é. minor repair job, do a good selling job and land a 
: 
y 
IOME 
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Like Modernization Contractor Crisp, Voelzke finds 
most kitchens he is asked to bring up to date have 
paneled doors and butterfuly hinges (“dust catchers 
that must be pointed out to women”), old-fashioned 
countertops (“only 32” high; they ought to be 36” 
high so a woman doesn’t tire bending over them”). 

Both Crisp and Voelzke find out-of-date high-back 
sinks have wet rot on the wall behind them. Both 
make every effort to sell the houeswife on a flat- 
rimmed. ledge-back sink. Other modernization oppor- 
tunities: “A venting hood or fan over the range. kitch- 
en cabinets with toe space, deeper worktops and twin 
windows facing south when a room is added.” 
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The importance of trade-ins 


Will the new easy financing for used homes under the Housing Act of 1954 
turn the new-house market upside down as the new easy financing for used 
cars turned the new car market upside down after 1930? 

Thirty years ago 90% of all new cars sold for less than $500. Ford prices 
started at $260! 

Today there is not a cheap new car on the market. The cheapest Ford 
is about $1,850, and anyone who wants to pay less than $1,850 buys a used 
car. Detroit cannot build a new car good enough to compete with the used car 


in the low-price field! 


There were two reasons for this big change in the auto market: 


But today: 


1. Thirty years ago there were not yet enough good used cars to satisfy the 
needs of all the families who bought the model-T. 


2. Thirty years ago it was harder to buy used cars on time than new ones. 


1. There are 45-million pre-1954 cars on the road, most of them still good 


for thousands of miles. 


2. Old cars can be bought on the same easy terms as new, 


The housing market in 1954 is very much like the auto market in 1924. We still don’t have enough 


good used homes to satisfy the low-price market, and before the new Housing 
Act the most liberal FHA financing was available only for new construction 
(it took twice as much cash to buy an old house for $4,000 as it took to buy a 
new house for $8,000). 

Now both these conditions are being changed, and changed very rapidly. 
1) The homebuilders are adding at least 400,000 more units to the housing 
supply each year than we need to keep up with net new family formation. And 
2) the new Housing Act provides 90% financing for old houses up to $9,000, 
plus the same easier financing it allows new houses above that figure. 


How many builders have stopped to ask themselves if this change in used-house financing will affect their 


But what will happen 


own business as the new easy financing for used cars affected the auto market 
after 1930? How many builders have asked themselves if trade-ins will soon 
be as important in selling a new house as they are in selling a new car? How 
many builders have bethought themselves that trade-ins could open up a far 
more profitable market for houses, just as they have for cars? 

So far only a handful of builders like Dick Hughes and Alan Brockbank 
take the trade-in house idea seriously. Most builders say they cannot be 
bothered as long as sales are good, explain that trade-ins are profitable only 
if you can overcharge the buyer enough on a new house to let him overcharge 


you on his old home. 


as more and more good homes become available, as their price is brought down 
hy the law of supply and demand and as the easy new financing catches hold? 
Will the homebuilders, like the automakers, soon find it too tough and too 
unprofitable to compete with used houses in the low-priced market? 

In many cities that would be bad news for builders who try to stick to 
the cheap-house market. On the other hand: 

Trading in old houses could enable millions of families to buy more ex- 
pensive new homes than they could otherwise afford—just as trading in used 
cars provides the down payment for most new-car sales. 

That would be good news for builders of quality homes, 

It would also be good news for everyone with a stake in home improve- 
ment and home modernization, for like used cars all these trade-in houses 
would have to be reconditioned for resale. And that would put the home- 
huilders, like the new car dealers, up to their necks in fix-up and moderniza- 
tion, whether they do the modernization themselves or subcontract it to mod- 


ernization specialists. 
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These builders 
say trade-ins work 














This two-story frame house was in ‘‘de- 
plorable’’ condition when Shaffer took it 
in on the new house at right. Renovated 
as shown here, it sold at a profit. 
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HOUSING ACT... AND THE HOMEBUILDERS 


In Phoenix, Ariz., B. M. Schreiber expects to trade for about 25 houses a 
year under a plan allowing the owner 95% of the appraisal set by the builder’s 
salesman. Owner is allowed 60 to 90 days to sell it himself, and if he gets more 
than the guarantee he keeps the difference. First houses taken in have led to 
sales “we wouldn’t have made without the plan.” Says Schreiber: “Under 
the new Housing Act, we believe this plan will have even greater value. For 
those builders who can afford to have some capital tied up—but not for long 
—we believe the trade-in has real possibilities.” 


In Texas, NAHB President Dick Hughes, who has been talking up trades 
to builders for two years, has been trying them out for himself. In the past 
year he has taken about 100 trades in the several west Texas towns in which 
he builds, has found that they were the turning point in many sales. 


In Oakland, Calif., Dean Morrison reports seven trades during a slow sales 
period last winter. After paying 5% real estate brokers’ commissions, he lost 
$110 to $150 on each house “because the buyers overvalued their properties 
and would not trade at realistic prices.” Had the new Act been in effect with 
its lower requirements for down payments, says Morrison, “we feel it would 
have been much easier to sell the houses at better prices.” 


In Portland, Ore., Edwin Sandberg says “trade-ins have proved a very good 
business-getter for us. However, they do tie up cash from time to time.” He 
has taken in about 30 houses in trades in the past four years. 


In Jacksonville, Fla., Joseph O. Shaffer has traded in about 25 houses in the 
past 18 months, losing on none and making a profit on some. Generally he 
trades at “the FHA valuation less 5% for commission and cost of FHA renova- 
tion.” Most trade-in houses are fixed up, but no houses are taken in that 
require more than $3,000 to modernize. “Our trade-in program,” says Shaffer, 
“has been very successful and a necessity in view of our $20,000 to $30,000 
price class and conventional financing, which requires large down payments.” 
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HOUSING ACT... AND THE REALTORS 


Millions of families would like to buy better homes if they could be sure of 
selling the home they already own. 
Every year an estimated 27% of the 20 million nonfarm families who rent 








move to a new home better suited to their changing income, or better suited to 






their changing family size, or better suited to where their jobs or their friends 






are located. As tenants they are free to move as their needs change up or down. 
But only an estimated 14% of the 24 million home-owner families move. As 







owners they find it much harder to adjust their housing to their changing 





requirements. 
Home ownership under the very low FHA and VA down payments has 
rightly been called “the new type of tenancy.” But once a man has accepted 








the obligations of this new type of tenancy. he cannot move until he can find 






someone willing to take his home off his hands. 






The new Housing Act undertakes to solve the problem in two ways: 







1. It cuts roughly in half the cash required to buy an existing dwelling. It 
used to take at least $1.800 cash to buy a $9,000 house; now the FHA down 
payment minimum is only $900. It used to take at least $9,000 cash to buy a 
$25,000 house; now the FHA down payment is only $5,000. 








2. It lifts the mortgage ceiling to $20,000—$4,000 higher than the old FHA 
limit and at least $5,000 higher than most banks were willing to go on even 





the nicest homes without FHA insurance. 
By thus making used houses more negotiable the new law automatically 
makes them more valuable. Overnight it may have added $25 billion to the 






value of our 50 million homes. 







And here is another very important way 






the new law may make houses easier to sell—by making it easier for buyer and seller to agree on a price. If FHA 
can develop used-house appraisal policies that command respect and con- 






fidence, the range for haggling and bargaining will be made much narrower. 






Few sellers will expect to get much more than FHA says the honse is worth; 






no buyer will expect to get the house for less than the 90% mortgage FHA 






will issue on houses up to $9,000, 






All this should give the real estate men just what they want most—a much more active market and a much 
easier market—a market in which they can make many more sales in much 
less time. And remember—every time a family sells one house it probably 










has to buy another, so every sale starts a chain reaction of other sales. 

The hope of such a lively market should make it well worth-while for the 
realtors to put some first-class thinking and some concentrated effort into get- 
ting it started. They have at least as big a stake as the builders in the trade- 








in plan for house sales. 

Some realtors are already talking of a trade-in tie-up with individual 
builders. But such a limited collaboration would be small potatoes compared 
to what would happen if the realtors in each community could provide a 
used-house exchange where any owner of a fairly good house could trade it 
in at the FHA valuation (less the sales commission) to provide the down 
payment for buying a better used house or a better new house by any builder 












in town. 
Such a housing exchange would need banking support. It might require 









additional legislation to provide FHA advance commitments to ease this in- 
terim financing for old houses as it does for new. For tax reasons, if for no 
other, it would require some device to avoid any intermediate transfer of title. 





It might need a lot more things. 

But if the realtors could work out such a plan with the bankers and the 
builders, it would be the best thing that ever happened to the real estate 
fraternity and the housing market. It would make a good home a liquid asset, 


idhiieihdieine ee 





as good as gold for the purchase of another house. 





The new Housing Act will make present homes much easier to sell 
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Builder-realtors 


say trades make sense 


In Jackson, Miss., Floyd Kimbrough has traded in about 1,000 houses in the 
past 14 years. (One of his car card posters reads: “Trade in your old outhouse 
for a new one.”) Kimbrough has never been afraid of trades “because I got 
into the building business through old housing. If I could make only $1 profit 
on an old house I could still make a good living from the fringe profits | make 
on such sidelines as real estate commissions and selling insurance policies.” 
Kimbrough has workmen skilled in modernization work, does not hesitate to 
take in old houses needing repairs. He particularly likes “to get the worst 


house on a street because | can build it up to the neighborhood.” 


In Memphis, Tenn., Russell Wilkinson and Robert Snowden take in about 
ten houses a year in trades, “normally on the basis of the FHA or VA appraisal 
less 6% for commission and discount on sale of a loan.” They usually make 
a profit on sale of the old house plus the commission. (FHA appraisals come 
through in ten days in Memphis, a VA appraisal in three weeks. Wilkinson 
and Snowden say people who come in to trade generally accept the FHA or 
VA appraisal as a realistic estimate of resale value.) They get many trade 
offers, expect many more now that buyers need less equity to buy old or new 
houses. These two partners consider trades essential and profitable, and will 
trade to the extent their capital permits. As it is, they avoid actual trades 
about 20 times a year by selling buyers’ old houses for them before their new 
houses are ready. Wilkinson and Snowden take no homes requiring moderni- 


zation because they have no crews trained for that kind of work. 


Ft. Wayne builder shows the way, working with realtors 
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Top house-trader in the US is John Worthman of Ft. Wayne, who sells 
80% of his custom-built houses by taking old houses as down payments, or 
offering to trade. He makes money on almost every house he takes in trade 
and believes trades are essential to any volume builder now. “When new sales 
get really competitive.” he says. “the builder who does not trade will be as 
outmoded as an auto dealer who tells you first to sell your old car before you 
come in to buy a new one.” He has spread the gospel far and wide. His pro- 
cedures (described on the next page) are being followed by many other mer- 
chant builders. 

Realtors have played an important part in Worthman’s success with trades. 


He develops business for realtors, and splits commissions with them. 


In a revolutionary move, Worthman has now taken a long step forward to 
expand his trade-in operation, capitalize on his long experience in trading and 
modernizing houses. He has just formed Trade-in Homes Inc., a subsidiary 


corporation, This will be a clearing house in Ft. Wayne. Its purposes: 


>It will take over the trade-in agreements and advance money to the building 


companies. 


>It will take title to and improve properties taken in trade from other com- 


panies and builders. 


>It will offer any of its holdings for trade for almost any other type of prop- 
erty. These can be old or new houses, land, business property or any other 
asset in which there is a fair opportunity to make a sales commission or a 
profit by remodeling or by a change in use, such as converting to commercial 


or multifamily use. 


> It will lessen the fluctuation of capital required by the Worthman company 
in handling trades (the company has anywhere from $25,000 to $200,000 tied 


up in old houses at a time). 


>It will safeguard the builder on trade-in mortgages. real estate contracts, 


long-term commercial leases. 


Most important, Worthman says, this clearing-house operation—in which real- 
tors will probably become part owners—will convince customers for new 
houses “that any holding we have is eligible for immediate trade.” Trade-in 


Homes will advertise. Worthman is going all-out for this business. 
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Worthman counts heavily on trades, semitrades 


Taking old houses in trade for new helped make John Worthman the No. 1 Ft. Wayne 
builder in dollar volume. He feels other builders should trade. “The first A 
builders in any community who successfully establish themselves in the various 
means of handling trade-ins will be in the driver’s seat to handle this vast 50% 
potential market of existing homes. Builders have had a ten-year heyday in 
selling to the new-family-formation buyer. A large percentage of these small F 
homes should now be traded in, refinanced. then sold to oncoming new families , 
and retired couples. Half of all existing homes are potential trade-ins.” i 

Worthman gets more trade offers than he can handle, without asking for 
them. Nearly all come from people who have already modernized—and often 
overmodernized, wasting money. Although he frequently takes a house that 
needs remodeling, he cautions builders that they should have experts to do 
such work. Almost never does he get stuck with a house and lose money. 

His favorite trade method: under a “guarantee-to-trade” contract, he ad- 
vances credit to a buyer amounting to 80 or 85% of Worthman’s valuation of 
the old house. The customer is urged to sell it before his new house is ready. 
If it hasn’t sold by then, Worthman takes it in. Actually, he has to take title 
to an older house in few cases. The owner or a realtor almost always sells 








it for more than the guarantee. 

A time-limit conditional option is sometimes used, under which the prospect 
pays $200 for an option to buy a house under construction. If he does not get 
his down-payment money by selling his house by the time the new house is 
ready, the option is voided and the earnest money returned. This method is 


an alternative to trading. 
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New $45,000 house was sold by taking 1939 house in trade 


Chain of trades can be complicated at times, but Worthman 
often finds it satisfactory. In the case illustrated, he first traded 
a new $45,000 house, taking in as part payment a house he him- 
self had built in 1939 for $33,000. He found a family that wanted 
the 1939 house and offered two old renta! properties for it on a 
straight trade. Worthman did not want those two houses. How- 
ever, he found in his files a man owning a store and adjacent 
bungalow who was interested in trading for better rental prop- 
perty. Worthman learned that he could redevelop the store and 
bungalow location into a filling station and make money leasing 
it. A three-way deal was worked out—so store owner got the 
two old houses, gave 1939 house to the family that had owned 


















the old houses, and Worthman the store location. 
store owner later traded one of the two old houses for another, 
got so interested in trading he has taken out a realtor’s license 
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and will go to work for Worthman.) 


Worthman traded 


(The former 





















these two houses for store and adjacent bungalow 


How to trade with FHA help 


A new pamphlet, “FHA Financing of Trade- 
ins,” has just been issued by NAHB’s mort- 
gage finance committe, of which V. O. Bud 
Stringfellow is chairman and Hugh Askew is 
director. Here is a condensation of the sug- 
gested procedure for handling trades. 


>» To determine the maximum insurable mort- 
gage on the trade-in property “as is,” the own- 
er makes application with $20 fee for FHA 
conditional commitment. After appraisal is 
made, builder and owner agree on trade-in 
value and owner makes application through 
lending institution for FHA loan on new house 
and transaction is completed in usual way. 
Builder accepts deed to the trade-in house and 
assumes mortgage. 


> To get firm commitment for FHA loan on an 
old house, builder consults with FHA on ex- 
tent of modernizing to be done. After this has 
been determined, builder returns conditional 
commitment and applies for firm (dual) com- 
mitment. When firm commitment is granted, 
he gets interim financing to cover improve- 
ments and does modernization. Purchaser of 
modernized house makes application for FHA 
loan, closes in his own name, with builder 
paying off existing mortgage and cost of im- 
provements. 


» If unable to sell the property within the term 
of the dual commitment, builder closes the 
loan and pays off mortgage and cost of im- 
provements. The trade-in house may then be 
rented until builder decides to sell it. If the 
property is sold subject to the builder’s mort- 
gage, he should require FHA approval of the 
purchaser and the execution of an assumption 
agreement in order to avoid further liability 
and continuing limitation of his (the build- 
er’s) credit. 
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“The architect is now sadly missed on most modernization and rehabilita- 
tion work, As a result, most modernization is corny and contributes less than 
its cost to the value of the house or the improvement of the neighborhood. . . . 

“This is at once a challenge and an opportunity for the architectural pro- 
fession which has still to work out a compensation basis to make its pro- 
fessional services broadly available on any but the biggest or costliest mod- 


ernization jobs,” 


This unanimous verdict of the Round Table on how to halt the decay of 
our existing homes (H&H, Oct. 53) is as true today as it was a year ago. 
The average man would no more go to an architect for a remodeling job 
than he would go to a custom bootmaker for a shoeshine. Why? First. because 
most people think an architect would cost too much, and remodeling is a dol- 
lars-and-cents (mostly cents) proposition; second, because, conversely, many 
architects believe remodeling offers far more headaches than profit. 

Both these objections are partly true, partly false and wholly unfortunate. 
The architect’s help is so badly needed in the remodeling field that some way 
must be found to make his employment profitable to architect and client alike. 


Architects experienced in remodeling believe the solution will involve: 


1. Putting fees on an hourly rather than a percentage basis, for every job is 
so different that a percentage will almost certainly work out either too high or 
too low. For minimum jobs the architect can be employed for little more than 
some good advice and some sketches on the back of an envelope. For more 
elaborate jobs including complete supervision his services are far more 


demanding than on a new house. 


2. A clear understanding on the architect’s part of the difference between 


designing from scratch and making the best of an existing situation. 


Remodeling is much closer to decoration and stage design than to organic 
architecture, in which planning, appearance and construction interlock into an 
integrated whole. The first rule of low-cost remodeling is to let the structure 
alone, and so the remodeling architect will spend most of his time covering 
up the structure despite the fact he was told at architectural school that there 


is no greater crime. 


Because the cost and compensation problems are still unsolved, not enough 
architects are making a direct contribution to remodeling for the average 
family. 

Indirectly, however, they are making perhaps the most important contri- 
bution of all. through the creative ideas they are working out on custom jobs 
—ideas which can be widely borrowed and adapted. Four examples of this 
architect contribution are shown on the next ten pages. 

Some of these ideas proved surprisingly economical even on a custom basis. 
All of them were profitable, for they added far more than their cost to the 
value of the property. 
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There are thousands of old houses 
in the US that face the wrong 
way: their living rooms and 
porches face the street (which ‘ 
used to be a nice place to look out 









on before it became a gasoline 
alley); their kitchens are far re- 
moved from where you can park 








your car; and their back yards are 






so inaccessible that outdoor living 






is all but impossible. 






Under the new law which en- 






courages house-remodeling, most of 






these wrong-way houses can be 






turned around to take advantage 






of a private view and of a rear 






garden that can serve as a big out- 






door room for at least half the year. 






The two examples shown on 






these six pages are typical of 






wrong-way houses in all parts of 





the country. In each case the basic 






problem faced by the architect was Before: chief access to back yard was through kitchen porch 





how to turn the old house around 
by 180°—without lifting it off its 
foundations. And in each case the 









architect showed how much hand.- 


some, useful and well-oriented liv- How to flop over ( 


ing space could be salvaged from 
the obsolete house he started with. 


Photos: Hans Namuth 








Before: porch darkened living-room windows After: kitchen occupies space of old front porch 
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After: old kitchen, dining area and kitchen porch now form glass-walled rear living 
room. Footings under porches had to be replaced. New grading and fences produced 
useful patio. Exterior was painted barn-red to add luster to old shingles. 


er] a wrong-way house 


by | 








HOME | 


When Photographer Hans Namuth bought this house for $8,500, he got an 
ugly, two-story, three-bedroom structure, full of cramped little rooms that 
faced the wrong way through windows that were too small for him to enjoy 
even the wrong view. 

It was a typical wrong-way house: living room and porch faced the street; 
the back yard was an extension of the sad little kitchen porch (which meant 
that it had, in time, turned into a junk heap); only the upstairs bedrooms 
could be left unchanged. 

Yet, like many wrong-way houses, this one was in good structural shape. 
It had a full basement, a good heating plant, some 1,350 sq. ft. of living area, 
a %4-acre lot (with a creek, some large willows. and a nice view), and there 
was a handsome little barn toward the back of the property. All in all, the 
house had many potentialities. 

To take advantage of these hidden assets, Architect Robert Rosenberg 
reversed the downstairs plan completely, converted the original five little 
cubicles and front porch into two spacious rooms. In addition, he opened up 
the back of the house with glass walls, and extended the new rear living room 
into a rear patio designed as a private and useful outdoor room. 
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LOCATION: Watermill, L.L, N.Y. 

ROBERT HAYES ROSENBERG, architect 
JAMES ROSE, landscape consultant 

BENNETT & WAZLO, general contractors 

Age of house: 25 years 

Bought for $8,500 ($6,000 VA mortgage) 
Modernized for $7,060 

(including kitchen equipment., landscaping, etc.) 
Total cost: $15,560 

Resale value: comparable houses in this area 


have been sold recently for between $17,000 and $20,000 
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WRONG-WAY HOUSE 


BEFORE 


New kitchen occupies old front porch. 


Dining area is in former living room, 


New living room (view 1 in plan) takes place of four little 
cubicles in old house. Built-in shelving minimizes breaks in 
wall. White paint on ceiling, walls and floors adds to sense of 


spaciousness, 








Reversed living area 
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opens up handsome lot, pleasant views 


Former kitchen porch (view 2 in plan) is now glassy part of new living 
room, overlooks rear patio formed by main house, barn and fence. Wil- 
lows at right grow along edge of creek. Bay is just visible beyond. 
Barn will be remodeled some day to form guest house or rental unit. 
Principal night-lighting is by outdoor fixtures placed to illuminate foliage. 


These are supplemented with a few indoor lights. 
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Before: old lean-to contained 
a woodshed and attic. 


ee 
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After: two-story living room and porch now face the garden and overlook a beautiful 
lake. Cost of remodeling the old woodshed alone was $5,000. Additional $7,000 was 
spent on rest of house, especially bedroom areas. 


a woodshed for a new 


Many old houses have lean-to’s that were tacked onto them almost as an after- 
thought. Such lean-to’s—woodsheds, kitchen porches or just plain storage 
bins—can come in very handy if you switch the old house around. 

This house is a good example. At some point since it was built in 1860 it 
acquired a back woodshed with an attic on top. When the owner decided to 


move the parlor from the street side to the garden side, his architect discovered 


that the woodshed would make a wonderful two-story living room. By tearing 
out the rear wall and filling the opening with glass, by tearing out the second 
floor and using part of the attic as a study-balcony designed to overlook the 
living area and by moving the kitchen over to one side, Architect Warner 
opened this wrong-way house to the garden and the lake view. A porch exten- 
sion for the living room completed the change. The old parlor, meanwhile, 
became a guest bedroom complete with bath. 

The modernization included several minor changes in upstairs bedrooms, 
came to $12,000 all told. Since the old house had been “thrown in” as a bonus 
when the property was bought, the owner in effect acquired a thoroughly mod- 
ern five-bedroom, two-living-room house for the cost of the alteration. 
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LOCATION: Scipio Center, N. Y. 
DANIEL W. B. WARNER, architect 
T. R. BEARDSLEY, general contractor 
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ar Study-balcony overlooks living area, gets plenty of light and handsome view 
SAS, SER, TB through two-story glass wall. Dramatic living room was carved out of drab 


woodshed by imaginative device of ripping out part of old second floor. Long 
used by architects, this device is second only to glass walls as a means of 
adding spaciousness to an old house. 


Photos: courtesy Herald Tribune 
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w | living room 





S. New fireplace cost about $1,000. Prefab. 
is } ricated metal fireplaces with metal or 
|. 4 asbestos flues can be installed for much less 





since they require no special foundations, 
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Photos (above & right, opp.): Julius Shulman 
After (view 1 in plan). Partition separating front hall and dining room has been re- 


placed by simple, low railing. Visually, dining room has become half again as big, and 


the dramatic change of level is now apparent. Small window and door seen below 


have given way to all-glass wall forming planting bay. Pipe column at center, mark- 


ing position of old front wall, supports beam for upper floor. 


Open teriors for space, 


Before. Dining room was dark and heavy, with $e ys 


small windows, thick curtains, ornate grillwork 
and chandelier. Door to pantry is at far right. 


SIRE agian ee ta RH IU RO Ai pa mitaassinis 


One of the most unfortunate things that ever happened to American housing 
was the nonsensical vogue for “Spanish villas” that swept the country during 
the roaring twenties. More than most other “styles” this one was the victim of 
dark center halls and boxy, almost windowless rooms. 

But a good many of these houses can be salvaged for today’s type of 
living—witness this eye-opening job by Architect Sam Marx. His solution: 
1) leave the center hall for convenient circulation but tear away partitions on 
either side, throwing hall, living and dining rooms into one big, continuous 
space; 2) rip out a broad stretch of wall on the entrance side, replace it with 
glass. set 4’ beyond the old building line to make room for lush tropical plant- 
ing inside; 3) put sliding window walls in the living room, opening it up to 


LOCATION: Bel Air, Calif. 
MARX, FLINT & SCHONNE, with ALBERT CRIZ, architects 
ECKBO, ROYSTON & WILLIAMS, landscape architects 


L.D- RICHARDSON & CO., contractors south breeze, sun and gardens; 
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After (view 2 in plan). Living room in far back- 
ground shares hall and dining space through en- 
larged opening. Hall itself can now be furnished 
and used as pleasant vestibule and space for over- 
flow party crowds. Low ceiling with flush lights 
has replaced old beamed ceiling and chandelier. 





After. Living room (left) and study (right) have 


big sliding window walls to take advantage of 
south sun and breeze, landscaped terraces, 
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Remodeled barn measures 43’ x 31’, contains living, dining and kitchen areas 






How to turn an old barn into a 









The first thing many city dwellers do when they begin to think 
about moving to the country is to look for a nice, old barn to 
remodel into a new house. This 180-year-old Connecticut barn is 
eee an especially handsome solution to that rather common problem. 
People like old barns because 1) they contain a lot of space, 
and 2) they are often handsomely constructed out of rough-hewn 
timbers and this construction tends to go very well with modern 
design. Architect Philip Johnson kept these reasons in mind, left 
the barn space undivided and revealed the simple beauty of the old 
structure by setting it off against plain, white backdrops and sheer 
glass. He also retained the stone fireplaces from an earlier 


faa 


| 
} 


i -pa—l ene 





remodeling. Principal change: a 43/-long glass wall applied to 
the outside of the structural frame on the south facade, and a 





ce weeine waa shorter glass panel to the north. Sleeping quarters were located 





in a small addition to the west. 
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Glass wall replaced old south facade, was 
applied to the outside of structural frame. 
Interior spot and floodlights were hung among 
the rafters. 








Photos: © Ezra Stoller 
be a a 





Terrace and walled garden have 
been closely related to interiors. 
Downlights along roof fascia are 
major illumination, cut down re- 


flections in glass at night. 


a} modern house 











Ik LOCATION: Madison, Conn. 
lo PHILIP C. JOHNSON, architect 
and RICHARD KELLY, lighting designer 
W. F. SEVIGNE, general contractor 
e 
‘ Age of barn: 180 years 
n 
n 
ft 
ld 
oT 
4 
Old barn had been badly remodeled once before, some 
d time before 1910. Architect Johnson removed false gg 
roof overhangs applied at that time. Low-slung addi- 
tion in rear contains sleeping areas. 
1OME 


OCTOBER 1954 149 








HOUSING ACT... AND THE MORTGAGE LENDERS 





Where will the money come from? 










Even in this year of easy money. only $7.2 billion is being added to the 
residential mortgage market—roughly $1 billion more from the insurance 
companies, $2 billion more from the banks, $3.5 billion more from the sav- 
ings and loan societies, $.8 billion more from “others.” That $7.2 billion is 
more than America invests each year in all corporate bond issues combined, 
plus all state and local bond issues combined. It is nearly half of all the money 
America saves each year at the highest saving rate in peacetime history. 

Now the full implementation of the new Housing Act would call for a 
vastly greater annual increase in the mortgage total. Specifically, the new 
Housing Act calls for more mortgage money in these seven ways—and, re- 
member, any change in the FHA mortgage pattern quickly forces a parallel 













change in the conventional mortgage terms: 







1. It reduces down payments, often by as much as 50%, adds the difference 





to the mortgage. 





2. It slows down the rate of repayment. On a 30-year FHA mortgage only 
20% need be paid off in the first ten years. 






3. It encourages home owners to buy more expensive houses financed by 





bigger mortgages. 






It encourages builders to start more houses to take advantage of the easier 


e 


sales offered by easier financing. 






It shifts the financing of many home improvements from short-term bank 


credit to long-term mortgage credit under the open-end mortgage. 






6. It encourages much bigger mortgages on good existing homes than lenders 





have been willing to make without the possibility of mortgage insurance. 






7. It invites mortgaging of existing houses to pay for their modernization or 
rehabilitation. The figure most often thrown out for this item alone is $5 






billion a year. 







The total of all these potential added demands for mortgage money adds up 





to many billions. This could indeed be a tremendous boost to the economy- 





if the money can be found. 
So far the people who seem to have worried most about where to find the 







money are the homebuilders. They suggested solving the problem by the 
simple short cut of having Fanny May buy any FHA mortgage that could not 







otherwise be sold at par, making the US treasury pick up the check for any 






loan private capital would not accept. Congress held up its hands in horror 






at any such free and unlimited coinage of mortgages, thinned Fanny May 





down instead of fattening her up, and turned the homebuilders’ proposal down 











cold. So far no one else has offered a workable alternate that will provide more 
than a fraction of the new money needed before the full impact of the new 


Housing Act can be felt. 


Where the money will come from is still the big unanswered question 


5) RID, 6 Sanat aise 
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HOUSING ACT... AND THE SAVINGS AND LOAN SOCIETIES 


What about FHA and the savings and loan societies? 


For the past 20 years they have coexisted in a sort of cold war avoiding out- 
right conflict only because 1) FHA played a relatively small part in mortgag- 
ing expensive homes and a relatively passive role in mortgaging existing 
homes, whereas 2) the savings and loan societies, theoretically unable to lend 
more than 80%, were thereby handicapped in financing the volume builders 
who provide most of the FHA-VA activity and who rely on FHA and VA for 
the very low down payments and easy terms they consider essential to easy 
selling. 

Rightly or wrongly, the volume builders have always considered the sav- 
ings and loan societies the mortal enemies of FHA, but that mortal. enmity 
has been watered down by the fact that FHA and the savings and loan so- 
cieties each had the advantage in a separate field. 

Now the new law gives FHA lenders special advantages and privileges in 
both the fields in which the savings and loan societies have heretofore found 
their biggest market. Specifically: 

It lets FHA insure higher percentage mortgages than the savings and loans’ 
80% maximum 1) on any new house valued at less than $25,000, or 2) any 


old house valued at less than $25,000. 


The new Housing Act will not achieve its full potential until 


it can enlist the wholehearted participation of the savings and loan societies 


As the fastest-growing pool of mortgage money in the country, they offer the 
one best hope of providing much of the additional financing the new legisla- 
tion envisages. 

Before the new Housing Act can work right, new legislation may well be 
needed to let the savings and loan societies take advantage of FHA insurance 
on the risk portion of the mortgage beyond the 80% limit. 

Perhaps the ultimate solution might be borrowed from the British system, 
where the savings and loan societies are able to lend beyond their 80% limit 
if the home buyer pays a single 714% mortgage insurance premium on the 
overage up to 90% and can go up to 95% loans if the builder puts part of 
the sales price into a reserve to protect the top 5%. Significantly, this British 
system has operated safely on a strictly private enterprise basis with no help 
from the government, though the premiums are substantially lower than the 


premiums FHA charges in this country. 
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Befpre. Basement was unsightly with heating and cooling equipment, over- After. New fir plywood ceiling hides ducts and new light boxes. Fur- 
head ductwork, laundry appliances and tubs, hot water heater, various pipes nace and laundry are now behind partitions of pressed chipboard; 
and wires. Badly lighted space was used only as storage room and workshop. floor is covered with linoleum. Basement is now attractive playroom. 






Th ed Fe 4 itive @) ri nc ‘ @) le: key to economical modernization 





















An old house almost always offers more space for the money than a new one, 
and sometimes a good many other advantages as well (see p. 118). But cheap 
cubage, obviously, is not enough to attract the average buyer or renter. To 
transform an old house into competitive merchandise, the remodeler has to 
add the features that today’s customers have learned to look for in new houses: 
handsome, durable surfaces inside and out; adequate wiring, heating and cool- 


ing; modern kitchens; better bathrooms; convenient storage. 
But watch out: the biggest headaches in any modernization job are the hidden ones 


You never know what you're going to find behind shabby walls, floors and 
ceilings, behind old roofing and siding. The more you cut into existing finish 
and structure to rewire, replumb, replaster and replace, the more problems 
you are apt to uncover. All of these little surprises mean mounting delays and 
costly on-site labor. 

On the other hand, even a child could estimate pretty accurately what it 
would cost to place needed new pipes and wires against the face of an old 
partition and build a new dry wail in front, hiding crumbled plaster, pipes, 
wires. By the same token, laying a new floor on top of an old one is usually 
far easier to cost-predict, quicker to do, than ripping up and replacing bad 
boards, blocks or tile. Valuable time and money saved this way by carpenters, 
plumbers, plasterers and electricians can be put toward such modern necessi- 
ties as kitchen fans and bathroom cabinets—which are far more appealing to 
the customer. 

Of course there are exceptions to the rule, when you are sure that a patch 
job or a resurfacing job can be done cheaper (or when structure is unsound). 
But in most cases the best rule is to 


add, do not subtract... 


HOUSE & HOME 





hotos: Ben 








New ceiling furred down 
from old hides deterioration, 
Acoustical tile 
could be used for kitchens, 


pipes, wires. 
playrooms. Dropped ceiling 
(sketch below) conceals ducts, 
flush lighting, brings high 
room down to scale. 


New storage wall provides 
wide, wardrobe 
old bed- 
rooms, can hide pipes, wires, 
or ducts that have been add- 


ed during remodeling. 


full-access 


lacking in most 


New flooring |aid over old: 


wood, linoleum, tile, sub- 


floor and carpeting. Cover 
up unless you can sand down 


and handsome 


refinish a 
floor without undue labor, 





New cove lighting can be 
concealed between dropped 
Trough is 









ceiling and wall. 
ideal for strip lights and cur- 
tain track on window wall. 





A new shell fits easily inside the old 


In an old house where you have cheap cubage, don’t be afraid to throw a little 
of it away if this can save you labor. Today people don’t mind smaller rooms, 
but they do want durable finishes, better storage. more electrical outlets. The 
additive principle—building walls out. building floors up. building ceilings 


down 





can give them these features at less cost. without making rooms too 


small. In sketch above: ideas that “waste” materials to save labor. 


-.. cover up, do not replace 
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New dry wall built out from 
old, hides 
crumbling 


irregularities, 
pipes, 
and 


plaster, 
is often faster 

than 
Walliboards give total cover- 


wires, 
cleaner replastering. 
age; canvas, burlap or heavy 
wallpaper can be used for 
better 


walls in condition. 


New wiring: lay new three- 
wire system against old wall 
before covering with new. 
into walls to re- 
dis- 
Use plug-in 


Don’t cut 
place obsolete wiring; 
connect circuit. 
strip as shown. Bring main 
service board up to 100 amp. 


Photos: Hedrich-Blessing and Robert 
R. Blanch 
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THE ADDITIVE PRINCIPLE 


| Inside 











Photos: (above) Yale Joels 
(right) Davis Studio 





Before. Heavy, dark trim in old dining room made it After. Walls, ceiling and all trim were painted an off- 
seem small, oppressive. Remodeler Mrs. Una Hanbury white, brightening room and increasing apparent size. 
removed part of chimney, used bricks on floor. Note new cabinets, lighted niches at left. 


Paint and pattern: the cheapest ways | f 


Line and color can be made to perform some very effective remod- 
eling tricks at low cost. Just remember these basic principles: 


1. To make any surface seem to advance toward the eye, 
cover it with a rich, warm color (reds, yellows, browns) or a bold 





Owe a diffrent Ee Poe PENG: ERS Me pattern (wallpaper with large figures, fabric or paneling with 
uf ; TAMA. }@ accent houzmtaly um wall strong texture lines). These can make a large room look smaller, 





























mi a ae Pe ee Ss oe especially if the trim in the room is painted a contrasting color. 











2. To make any surface seem to recede, cover it with a 
neutral, cool color (off-white, light blues, greens or grays). no pat- 





y 
tern or a subdued pattern (small-figured wallpaper. lightly 

4 WAYS TO WIDEN (res ; rs : 

A NARROW ROOM OR HALL textured fabric or paneling). These will make a small room seem 


larger, especially if all trim is “painted out” in the same color. 


3. Play down bad features—uneven surfaces, unsightly pipes 
and radiators, ornate trim, outside chimneys—by painting them 





ding ctor the same color as the over-all surface behind, A dull or dark color 


will minimize the shadows that make such eyesores stand out. 


4. Play up good features— handsome fireplaces, trim, shut- 
port. ee 4 ters, front door. scrollwork—with contrasting colors. For instance, 











on the outside of a house. a dark body color (dull gray, blue. red. 
brown) absorbs fussy jigs and jogs: white trim calls attention to 
good features and provides the sharp contrast that gives an old 
house a crisp, tailored look. 


5. To make north rooms brighter, use light. warm colors: 
to minimize sun glare, make south rooms a darker or cooler color. 


6. One or two bright accents (e.g. front door and shutters) 
a can make any house twice as inviting. 
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Striking job was done on this old 


Alexandria, Va. house by Archi- 
tect-Owner Charles Goodman, 
Grooved fir plywood siding was ap- 
plied over old exterior, stained 
black in sharp contrast with new 
white trim pieces. New windows 
on first floor are integrated with 
whole east facade, have sliding 
sunshade panels. Existing win- 
dows on second floor have new sun 
louvers. New glass gallery and liv- 
ing room were added at right. 


OCTOBER 1954 





Before. This 100-year-old Illinois house was an ugly con- 
glomeration of wings and porches, jumbled roof lines. 
Roofing and siding were badly deteriorated. 


to make an old house look new 











After. Central part was built out to enclose larger liv- 
ing room. Fir siding laid over old clapboards gives in- 


sulation, longer, lower appearance, 
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THE ADDITIVE PRINCIPLE 





In the kitchen, adds cabinets, continuous counters, new finishes 


appliance outlets, vent fan; arrange kitchen in efficient work triangle 


and open it up to dining and play areas 






Before. Remodeler Mrs. Una Hanbury found this slum After. New walls and new tile floor were laid over old, 
house one block from the Capitol in Washington. Old modern cabinets and appliances added. Vent fan, left, is 
basement kitchen seemed almost beyond repair. great improvement, would be better located over range. 





Before. Remodeler W. S. Wheeler of Minneapolis cov- After. Wheeler also put new plywood fronts on cabinets 
ered badly cracked ceiling with wood-fiber insulating and undersink radiator, raised counter to sink’s work 





tile board for $53, saving costly replastering job, re- height, provided toe space. New linoleum, paint, light- 
moved fake range hood, put a vent fan in outside wail. ing, breakfast alcove brought cost to less than $500. 
New laundry can be made out of 
old pantry, closet or back hall, 
bringing appliances up from base- 
ment or in from garage for con- Pinney Snenias Quale. Peis 
venience to kitchen. (The archi- Davis Studio; Robert R. Blanch; 
tect: Elizabeth Ayer.) Dearborn-Massar; Burt Owen; Morley Baer 
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In the bathroom add: more storage, water proof walls, better lighting, built- 


in tub shower, privacy partitions between fixtures 


Courtesy Living for Young Homemakers 





Before. Alli fixtures of this typical, not-so-old bath- After. Designer Paul Krauss boxed in tub, faced wall 
room were in working order, but claw-footed tub with plastic hardboard. Radiator was enclosed with 
and exposed radiator made it unsightly and dated. perforated metal and lumber for less than $5. 
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New bathrooms can be created where none 

exist. Designer John Campbell used old 
bedroom for back-to-back kitchen and bath 
bs (see p. 106). Cabinets with sliding fronts 
solve the common storage problem. 





Crane Co. 


After. Many old houses are in sore need of a second bath 






or powder room. Look around for a walk-in closet, a 


Z| 


AFTER 


pantry, or even an alcove or understairs space where a 
minimum bath can be added to relieve the inevitable 
strain of a one-bath house. It need not be on an outside 
wall: FHA approves inside baths as long as you put in a 
vent fan of proper capacity to the outside, leave air space 
under bathroom door or set louvers in door near bottom. 
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THE ADDITIVE PRINCIPLE 





In old bedrooms, a new storage wall can provide the New study-bedroom in remodeled Mil! 


hanging, 


This one has adjustable shelves for growing child. 








Throughout the house add storage 


shelf and drawer space so often missing. house has neatly compartmented wardrobe. 


Old attics can be transformed from dark, catch- 
all storage space to additional bedrooms, family 
rooms or rental units. Architect Mary Lund Davis 
turned this Parkland, Wash. attic (left and below) 
into an apartment for three college students. Note 
how knee walls take care of all bulk storage needs. 


Built-in unit has pull-out leaves for desks, leaving 
floor space free. At far end, bed is rolled into spe- 
cial alcove when not in use. Whole gable end has 
been opened up with glass. Old attics need insula- 
tion, ventilation above. Desirable: vent fan, sound, 
deadening felt under floor. 








walls for old rooms can be job-built or bought from stock. 
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Photos (top) FP: Barbara Sutro (below) © Ezra Stoller 











Before. Protruding chimney front left useless niches on After. Architects La Farge, Knox & Murphy built out 
either side, made high, formal room seem even higher. shelves, storage cabinets to line of fireplace front. New 
Heavy moldings, old light fixtures added little to looks. horizontal lines of flush wall make room seem wider, lower. 


Built-ins can utilize awkward recesses 








Fes acid ee 


eas: 





New bookcase unit was set in old recess between door 
and window jambs by Architect Warren Plattner. One 
section (above) drops down to form desk and drafting 





table (right). In remodeling this typical suburban 
house, Plattner also removed double-hung windows 
and substituted floor-to-ceiling glass, traded old 
upright radiators for low finned convectors. In his 
study (shown here), Plattner dropped ceiling from 10’ 
to 7’, hung full-length curtains in slot between new 
ceiling and outside wall. 


Photos on pre eding seven pages courtesy of U. S, Plywood Co., 


FAG cme 


Douglas Fir Plywood Association, Insulite Co., U. S. Gypsum Co., 


Crane Co. 
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THE ADDITIVE PRINCIPLE 


add air conditioning to an old house 









1. The ‘‘add-on”’ unit was designed specially 
for adding cooling to an existing forced-air 
furnace. A cooling coil section is shown 
(right) inserted in the supply duct out of the 

° ° « existing furnace. The furnace blower works 

To replace an obsolete heating plant like this SEE ti nsces: ten-iipsenaied Secdadaiiaen 

section is spotted outside where air is free 

and no water is needed. Refrigerant is 
pumped to and from the cooling coil via cop- 
per pipes. Cost: about $900 for a 2-ton size. 

















2. Year-round combination unit replaces old 





heater with new furnace and cooler in one 
casing, needs only one set of duct connec- 
tions, fits into basement corner or first-floor 







closet. Many families installing air condi- 
tioning pay extra for this unit even if their 
existing furnace is still operative because 








they prefer to start fresh with new furnace. 
Installed costs start at about $750 over the 
cost of heating alone. 






3. The attic cooler is a horizontal type of 
unit designed for use where space is at a 
premium. Unit can go in an attic and circu- 
late air through furred-down hall ceiling as 
in National prefabs (H&H, Nov. ’53). Unit 
also can be suspended from a closet or base- 
ment ceiling, used in tandem with hot-water 
boiler or be tied into ducts of forced-air 
heating system. 
















4. Small-duct systems have the advantage of 
using 3/2” or 4” round ducts which can be 
squeezed into existing partitions and wrapped 
around corners almost like conduit in houses 
where big ducts would require expensive al- 
terations. ‘Though blowers are somewhat 
oversized to deliver air at higher-than-nor- 







... which new system is best for you? 






mal velocities, the equipment is similar in 
size and cost to conventional systems. 
















To modernize an old house with air conditioning, the easiest and 5. Console units are de luxe room condi- 
cheapest way is to use room units. Ductwork is no problem and tioners suitable for cooling two or three 
rooms. For example, one could be located in 
a closet with stub ducts channeling cool air 
to adjacent bedrooms. Similarly, a second 


models now available can be built into a closet or a wall like a re- 


cessed TV set. The whole job can be done for as little as $300 per 










unit installed. unit could handle the living area. Result: 
Experts predict that of the nation’s 200,000 houses which may zoned cooling and simplified installation. 
get central air conditioning in 1955, about half will be existing These units are usually air-cooled, should be 


houses. To do this job new kinds of equipment specially designed ManRIAS cages Sean euteide: air: soures. 


for remodeling are already on the market. A central system usually 

works better than individual room units if an entire house is to be 

cooled. But ductwork is almost always the big problem, as discussed 6. Chilled-water air conditioning combines 
cooling with hot-water heating using exist- 
ing pipes (which must be insulated, how- 
ever). No ducts are needed. Radiators are 
replaced by special convectors (right) like 
those used in offices. In addition, a chilled- 
water compressor unit goes next to the ex- 
isting boiler (to simplify pipe connsctions). 


on these two pages. 
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THE ‘“‘ADD-ON”’ UNIT 


SMALL-DUCT SYSTEM 


CHILLED-WATER CONVECTOR 





Ulric Meisel 


Use this checklist before air conditioning 


Engineers have accumulated a mine of information on air condi- 
tioning old houses. Based on this knowledge, here is a practical 
checklist for builders and architects: 


> Does the attic have enough insulation? Biggest cooling 
problem is the huge heat load from the roof that builds up oven- 
like temperatures in the attic. Engineers find most attics “inade- 
quately insulated.” So your first step should be a thorough attic 
investigation; 4” to 6” of ceiling insulation, or the equivalent in 
aluminum foil, almost always pays off in lower air-conditioning 
costs. In addition, both gables should be opened up with big ven- 
tilating louvers. Or put in a 24” attic fan that blows hot air out 
one gable, pulls fresh air in the other. 


> Do unshaded windows and leaky walls add to cooling 
costs? “Emphatically yes,” say experts. Big glass areas hit by 
hot sun should get shading devices. Walls should get 3” of bulk 
insulation or three-ply foil. Contractors report that every $100 
spent on cutting the heat load this way saves $200 by paving the 
way for a smaller, cheaper cooling system. (See “Five top priori- 
ties for designing an air-conditioned house,” H&H, Aug. °53.) 


> Can existing heating ducts be salvaged for cooling? 
Cooling generally calls for bigger ducts than for heating alone so 
have a trained dealer measure the old ducts to see if they are big 
enough. “Heating ducts almost always work out,” says one top 
engineer, “but some modifications may be needed.” The basement 
trunk line may need to be expanded, an.extra duct run to a big 
room facing south (the easiest rooms to heat in winter are often 
the hardest to cool in summer). Ductwork is the most expensive 
part of the installation so it rates thorough advance planning. 


> Can you keep the existing warm-air grilles? Proper air 
diffusion is far more critical in cooling than in heating. Air con- 
ditioning calls for a double-deflection grille. This type has both 
vertical and horizontal louvers that can be opened, closed or 
slanted so the right amount of air is diffused in the right direction 
for each room. If warm-air grilles are simple stamped metal out- 
lets with fixed louvers they should be replaced. 


> Is the furnace blower big enough for cooling, too? In 
about half of the cases, yes. If so you can save by buying a 
stripped-down summer cooler that hooks up to the furnace fan. 
Adding a 2-ton cooling system usually requires a 9” existing 
blower and a 3-ton system requires an 11” blower. 


> What do you do in a house with wet heat or no control 
heat? Either put in a chilled-water system, console units (see 
opposite), or window units. In some compact old houses engineers 
say that a ductwork system is still your best bet, furring down 
the ducts in a central hall, for instance, with stub duct branches 
to the rooms around. The hot-water boiler remains for heating. 


> Is the present wiring adequate? Most air conditioning will 
need at least a separate three-wire, 30-amp. circuit, a main electric 
board of 100-amp. capacity. If the house does not have this big 
a board, add it—even without air conditioning modern lighting 
and appliance loads demand it. Other solution is using a gas- 
operated conditioner which needs only electricity for its blower. 
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Dark-stained siding of new addition creates a strong contrast with 







newly whitewashed facade of the old house, lending three-dimen- oO 
sional strength to front elevation. Existing garage at right was t 
ol 


subdued by being painted a neutral gray. 












New entrance is at side of addition, away from direct street view. * e 

All-glass wall on this side allows privacy with plenty of light. In A sma adc iTION m 
making additions, it is often cheaper and better looking to use a 
flat roof than to try to tie new gables into old. 































Literally millions of two- and three-bedroom houses built since the Le 
war have become too small for today’s larger families. Like the in 
house pictured here, many of them were built without expansion (t 
> . : gi 
attics or basements, and with a floor plan that did not contemplate a 
future additions. “A 
By cleverly working a 460 sq. ft. wing onto the front of this re 
in-line plan, Architect Nemeny has adapted it to any size family oe 
. a . in 
up to six. This means the owners, who now have four children, * 
can remain in a familiar, established community. Even more, it FF’ 
means they have brought the house up to a size commensurate 
with a good, constantly improving location on Long Island’s North 
Shore. The house now has a much wider market appeal, has 
gained more in over-all value than the $5,300 (including 15% 
architect’s fee) spent on the addition. Here is what Nemeny added 
within one simple rectangle: 
1. Two more children’s bedrooms. 
2. A much-needed playroom. 
3. A spacious entrance hall and coat closet. 
4. A depth of facade enhancing an elegant in-line ranch house. 
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New playroom is separated from entry by big birch storage wall, 
opening on far side for coats, near side for children’s clothes and 
toys. Note in plan how doorway to bedroom hall was cut through 
old window, giving access to baths, other bedrooms. 


Low partition divides sleep- 
ing cubicles from play space 
(foreground). Big windows 
give new vistas lacking in 
old house, where all rooms 
were oriented toward the 
rear. Slab floor is radiant- 
heated, tying in with exist- 
ing system; slightly mottled 
asphalt tile shows dirt less 
readily than plain colors. 
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LOCATION: Kings Point, N. Y. 

GEORGE NEMENY, architect of addition 
RAYMOND & RADO, architects of original house 
ANDREW JOHNSON, contractor 


Photos: 


Ben Schnall 











If a new highway is headed your way 


should you get into house moving? 


Photos: Elton Lewis 


Many a sturdy house can be bought for a few hundred dollars, 
moved and modernized for a few thousand, and sold readily at 
a substantial profit. Even a busy homebuilder might find it worth 
while to pay some attention to the possibilities, especially if a new 
highway is planned for his area—since it is estimated that high- 
ways account for 50,000 houses moved or wrecked each year. 

Every week, hundreds of well-built houses are sold around the 
nation for less than $1,000, sometimes less than $100. They cost 
many thousands to build. These houses in the path of new high- 
ways are bought by public bodies and offered, singly or in groups, 
to the highest bidders. If they do not move they go down under 
bulldozers. 

A few builders find it more profitable to buy, move, modernize 
and sell these houses than to build new ones. Some have made 
twice what they spent, others have barely broken even. But they 
all agree that they have learned enough to be ready to do the job 
at a profit the next time they get a chance. 

They agree too that the headaches in house moving are many 
and great. Yet almost no one admits losing money. And the man 
who ends up living in a moved house usually has a better house 
than he could buy for the same money elsewhere. (Movers now- 
adays seldom even put a crack in the wallpaper, much less do seri- 
ous damage, largely because of special equipment, a single piece 
of which may cost $150,000.) 

The case histories on these pages show some of the possibilities 
for enterprising builders to get into the act—at a profit. 








It was moved, with the help of five trucks 


Two moved houses netted 50% profit in Nyack, N.Y. 


Two years ago, Builder and Remodeler Elton Lewis developed an 
unusual sideline—furnishing a complete moving and remodeling 
service to people whose houses had to be moved from the path of 
the New York Thruway. Now he is buying houses himself, having 
them moved, fixing them up—and selling them at a profit of many 
thousands of dollars each. 

Seven years ago, someone built the 42’ x 50’ brick house at 
right for about $25,000. Lewis recently bought it for $1,800, paid 
$7,000 to move it (including $1,000 for cutting and splicing 
utility wires), and is spending $3,500 to remodel it inside and out 
on a $1,500 lot more than 2 mi. from the original site. He is sure 
to get back at least 50% more than the $13,800 he spent. 

The same profit picture holds on a smaller frame house he 
bought for $1,000, moved for $3,800 and is remodeling and ex- Now it rests on a wooded lot over a big new base- 
panding for $3,000 on a lot next to the brick house. ment, more than 2 mi. from where it started. 
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Photos: (above & bot. right) Mary Livingstom Cox (aged 7) 





This 78-year-old house was cut in two by three carpenters in two days. 
Sixteen 20-ton hydraulic jacks lifted the 150-ton top a few inches. Then 
it was slid off on three greased beams to a new location 260’ away. Total 






cost for carpentry, moving and new foundation came to $5,000. 





3x3x 70 nodwood Leam 
fo quased on Lotion 















You can lop off the top 






On some choice lots in most cities and towns, and scattered over 
the countryside, sit huge old monstrosities of houses, impossible 
to heat, often vacant, eating up taxes. Each floor in one of these 
houses contains more square feet than most modern homes. Well, 













what’s to prevent an enterprising builder from moving the top 
half someplace else, modernizing both halves and selling the two 


























comfortable large homes at a profit? WS 
Fantastic though it may seem, this is physically and economic- Three vows of skide, Grenty ecrewed together, wore 
ally feasible. In fact, one old Long Island mansion has actually placed inside house supporting jacks, big beams. 





been trisected, as the pictures here show. The mover and builder 
who handled the job for the lawyer, Howard Ellis Cox, in Long 
Island say the same is possible on other old homes. 

Cox bought three choice lots, one with an 1876 house on it. 
He moved a wing to one lot, slid the top two floors to another, 
and is making a two-story home out of the remaining part. The 
costs show the possibilities. For about $35,000 Cox thus owns 
an attractive home and two houses (one with two apartments) 
which he can rent for fat sums in fashionable Westhampton. 





TERRACE 








MOVED 
AINED 
This photograph taken in 1880 shows Large recreation floor goes over orig- Shaded area indicates original hallways on first 
kitchen wing, left. This was moved a inal first floor in new home. Costs to floor. New floor plan was designed by Architect 


year ago, rents as summer house. remodel this part will be about $5,000. Lathrop Douglass’ staff in New York City. 
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HOUSE MOVING 





Photos: Marcia & Ramsey; Earl Klein 


Houses sell hot off the lot in Los Angeles 


Five years ago, five men with no previous experience in house- 
building formed a partnership called An-Deez House Sales when 
they saw an opportunity that Los Angeles builders didn’t see. What 
they saw was a program for “freeway paths” that would displace 
hundreds of houses, most of them small but perhaps worth some- 
thing after being moved and modernized. 

An-Deez hit something like a jackpot. Partner Fred Shubin 
says his company has been buying and selling about 350 houses 
a year, and there seems to be no end in southern California of 
houses to buy, move, fix up and sell. Thomas Sibley of Cali- 
fornia’s highway division says the state is selling about 250 houses 
a month. About 80% in the Los Angeles area are bought by An- 
Deez and other “professional buyers” (not builders or movers) 
who purchase for cash and sell on a time-payment plan. An-Deez 
advertises “No down payment. Pay like rent.” 

Shubin explains that his company usually “processes” three- 
bedroom frame houses bought from the state for $800 to $1,500. 
The company moves them to its lot in southeastern Los Angeles, 
remodels the fronts, changes “anything inside that is really ancient 
looking like plumbing or cabinets” and sells them for $3,500 to 
$5,000. The sales price includes cost of moving a house to a new 
lot. Shubin says the average buyer pays about $1,200 to have the 
house set on a new foundation and connected with utilities. 

Houses are bought at public auction held weekly by the Cali- 
fornia highway division. Public bodies almost always pay the 
original owner well, then allow him to buy his house back for 10% 
if he wishes. If he doesn’t, houses sell at auction or on bids. 





















Used-house lot in Los Angeles usually has a dozen or more “‘old models” for sale 





Most of the houses An-Deez buys are small frame struc- 
tures like this one, shown on its original site. 





After it moved to the used-house lot, house got this face- 
lifting. Foundation is temporary. 
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Some of the 30 houses that moved to old subdivision in Toledo 


Thirty moved together in Toledo, 38 in Chicago 


In Toledo two leading builders teamed up last year to rescue a 
number of houses threatened by a new highway. Paul Fuller 
and George Schuster bought 30 of 150 houses up for sale, had 
them moved to an old subdivision that had never been a success, 
remodeled them elaborately and are now completing their last 
sales. They have made almost no profit. “We don’t know yet how 
we're going to come out,” Schuster says. “Wiring and plumbing 
cost us a lot more than we figured. We were 25% off on our esti- 
mate of improvement costs, | would guess. But we were pioneer- 
ing. If we knew then what we know now, we might have made 
$2,500 a house. This sort of thing could be done profitably around 
the country.” 

Schuster and Fuller found their biggest headache was getting 
$150,000 financing to do the job. Banks were rough on discounts, 
they report. They had no trouble selling the houses. In their 
opinion, buying houses to move is economically feasible only 
when there are ten or more to handle. 


In Chicago, exactly the opposite opinion is expressed by H. M. 
Bussey, who two years ago handled a somewhat similar opera- 
tion involving 38 houses. The houses were moved short distances 
off the route of the Congress St. superhighway and a little was spent 
on fixing them up on their new foundations. 

“It was not particularly profitable,” Bussey says. Lots were 
hard to find and high priced. Bussey thinks house moving on a 
mass scale is not practical in a large city because utility lines are 
too numerous to pay for moving. 
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Frame house in highway path, 
appraised at $16,500, was sold 
by road contractor for a few 
hundred dollars. New owner has 
$17,500 home after spending a 
total of $12,500. Charges for 
raising wires along 1,000-yd. 
house moved came to $800. A 
builder could have made profit 
of $4,000 on this house. 


If you plan to move one house or many, 
here are some things to watch out for: 


> Be sure you have some place to move the houses to. 
Ten years ago in New Jersey a man bought 112 houses only to 
learn that Builder Emanuel Spiegel had cornered all the available 
property on the expectation he would have the lowest bid. Even- 
tually they teamed up and split a small profit after moving the 
houses, fixing them up and selling them. “The market was still 
soft then,” Spiegel recalls. “A year later we would have netted a 
quarter of a million dollars.” 


> Use the Jack-of-all-trades workmen if you can. Men who 
know how to construct a new house usually do not know how to 
fix up old houses. 


> Get a complete estimate of wire and cable costs. Thi 
can run into thousands of dollars. The distance a house moves is 
unimportant; what counts is the number of wires to move, trees 
to trim, ete. 
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HOUSING ACT... AND THE EXPERTS 





Your suggestion of used house exchanges in every community is 
breathtaking in its potential. If the realtor-broker ever had a 
market created for him, this is it! 

I would like to see the National Institute of Real Estate Brokers 
combine with House & Home to bring such a great opportunity to 
fruition. 

In its inception I would like to see this program implemented 
by those true realtor-brokers whose yearly sales volume on existing 
houses is large enough to permit them to speak with authority and 
who are not in the realtor-builder classification. The realtor- 
builder has a divided interest. 


New thinking about appraisals 


“The new Housing Act can be no better than the FHA appraisal 
system.” 

In this one succinct sentence you have expressed the basic truth 
which will most affect the success or failure of the Housing Act. 


We have all witnessed the failure of the GI Bill of Rights in 


More letters about the new law ......+» 


Realty brokers are the best bet to start used house exchanges 


Unrealistic costs 


A “community” exchange for used houses will not be so practical 
as a trade-in program retaining the competitive incentive which 
is diminished in a “community” exchange. 

Also: the home-improvement sections will not work until the 
unrealistically high cost of rehabilitation is substantially reduced. 
Modernization and standardization of building codes and elimina- 
tion of featherbedding by labor unions are essentials in bringing 
prices in line. 

Alexander Summer 
Past president, NAREB 
Member, President's Advisory Committee 


too many instances to make possible home ownership in existing 
housing for many GI’s through its unrealistic and outmoded ap- 
praisal system. Many GI’s were forced to buy small, two-bedroom 
new houses when actually their family requirements were for three- 
and four-bedroom old houses. 

These larger homes could have been made available at the same 
price if the VA depreciation factor had not lowered their appraisal 
so far below their current market price. 

The net result would have been fewer fringe-area eyesores, less 
family frictions in too-small housing, a not nearly so critical 
school building problem with its soaring tax requirements, and a 
new lease on life for good, older residential areas that have so 
much to offer the young family of four or five. 

If we can have the “new kind of appraisal” from FHA of which 
you speak there will be a rebirth and revitalization of our urban 
residential areas the like of which America has never seen. 


Bruce Savage 
Member, President’s Advisory Committee 
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FHA appraisals 


I don’t believe many FHA local office underwriters are afraid 
to use judgment. 

Much of their judgment is poor because, in part, 1) they are 
not up-to-date on values (public opinion on houses), 2) they are 
far too circumscribed by complicated underwriting procedures 
built up for years in the Washington office. 


Rodney Lockwood 
Past president, NAHB 
Member, President’s Advisory Committee 


The architects’ chance 


They [the architects] never had such a royal opportunity, but 
they want their fee fixed first. . . . Instead of standing off and 
pointing at the terrible job the builders do, they should be offer- 
ing helpful ideas on how to modernize and beautify. . . . It is my 
considered opinion that as materials continue to inch themselves 
up higher and higher an architect is more and more important 
to the builder, as mistakes can be eliminated on the drafting board 
instead of in the field. 
Alan Brockbank 
Past president, NAHB 


Is this the death sentence for private mortgage lending? 


Your editorial has done a magnificent job and opened a Pandora’s 
box full of stimulating fundamental ideas. It has pursued the 
Housing Act of 1954 out to its logical conclusions and disclosed 
the cruel dilemma the Act poses. 

For the Act becomes either a symbol of futility to the home owner 
or a death sentence to the private lender. 

This dilemma can and must be broken. The breakout, however, 
calls for a more fundamental understanding of the housing needs 
of America than many private lenders have heretofore been willing 
to acknowledge. It calls for a more fundamental understanding 
of the essentiality of risk-taking to private lending than many 
builders and mortgage bankers have previously admitted. 


Explosive impact 


The new Housing Act could indeed have an explosive impact on 
the homes and neighborhoods in which most American families live. 
But where is the money to come from? The only way private lend- 
ers can put more money into residential loans is to shortchange 
their investments in schools, roads, industrial facilities and govern- 
ment securities, for I know of no institution currently qualified to 
make residential loans which is hoarding cash. 

What appears to me much more likely is a slight increase in mort- 
gage investment along with two new trends: 1) a small decrease 
in the investment in new construction, with a consequent spilling 
of money into the repair and modernization market; 2) a substan- 
tial transformation of the mortgage credit structure from a pri- 
marily conventionally financed structure to a government-insured 
structure, with a vast change in the character and size of FHA. 
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Your editorial develops these requirements, but I believe you have 
understated the full magnitude of FHA operations necessary to 
make the act effective. If the Housing Act is to have any real 
impact, the percentage of mortgage recordings under FHA control 
will have to be at least doubled, to at least 25% of the total. 

Add to this basic increase the fact that underwriting scattered 
individual existing houses is much more complex and you raise the 
figure still higher. Then throw in the additional assignments given 
FHA by the Act and you have added elements which will require 
an increase in personnel, operating problems, and skilled adminis- 
tration of at least 1,000%. Such an expansion is truly Gargantuan! 


Total localization 


With FHA astride the mortgage lending operations of this country, 
performing all the necessary underwriting functions, setting up 
from a central headquarters minimum and maximum requirements 
for determining “sound” properties, “sound” borrowers, and 
“sound” mortgage transactions, and indeed taking all the risk of 
capital loss, what happens to the private lenders? 

True, the nation’s housing requires considerable improvement. 
True, a vital key to this improvement is credit. True, private lend- 
ers cannot assume all the risks in the kind of credit needed for 
upgrading our housing stock. But is total socialization of risk the 
only answer to this admitted need for partial socialization of risk? 


Charles Weliman 
Vice chairman of the legislative committee 
National Savings & Loan League 
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NEW 
PRODUCTS 





New panelings cover old walls in a 


variety of designs and finishes 





Harborite panels put resin face forward in in- Balura has imported hardwood face over eco- 


terior use, are painted when used on exterior. nomical core of less-costly native woods. 








Kalabord is striated hardboard laminated to Tru-Wood panels come in nine hardwoods, do- 
plywood. Solid hardboard version is ‘‘Kalatex.’’ mestic and imported, look like random planking. 


Other NEW 
PRODUCTS in this issue 


WwW 
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Often the cheapest and easiest way to refurbish 
old walls is to install a new surface right over 
dilapidated plaster or wood. Remodelers have a 
rajah’s choice of panelings in easy-to-handle—but 
fast-to-install—planks and sheets up to 4’ x 8’, 
with new materials coming from the manufac- 
turers almost weekly. Four of the latest arrivals: 


Harborite is a plastic-faced plywood, grooved for 
appearance, that can be used inside or out. The 
dark brown plastic hides the grain of the wood 
and provides a near-perfect surface for painting. 
Standard 4’ x 8’ panels are 5/16” thick for use 
with sheathing, and 7/16” for use without sheath- 
ing. Retail price for 5/16” panel: 3114¢ per sq. 
ft.; 7/16”, 38¢. 


Balura, in name and appearance, is exotic, but 
the expensive, imported hardwood face is backed 
by plies of less-costly woods for economy and 
strength. Like Tru-Wood, the 4’ x 8’ panels are 
prefinished and waxed, so that nailing to furring 
strips or walls is the only labor involved. Edges 
are machined to permit butting without seams 
showing. Retail price: 53¢ per sq. ft. 


Kalabord and Kalatex are two versions of stri- 
ated hardboard paneling, the first being a hard- 
board face laminated to a plywood backing (%6” 
thick), while the second is a 14” solid hardboard. 
Both are machine striated, and will not sliver, 
splinter or crumble. Kalabord is recommended 
for use over studs or furring strips, while the 
solid product is used directly over walls, or for 
exterior application. Wholesale price: Kalabord, 
$145 per M; Kalatex, $130 per M. F.O.B. mill. 


Tru-Wood hardwood panels bring paneling almost 
to the do-it-yourself class, for the nine hardwood 
faces available are complete even to hand rub- 
bing and waxing. The 4’ x 8’ sheets are grooved 
to simulate planking, and are purposely un- 
matched for a random effect. Distributors’ price: 
41¢ per sq. ft. unfinished; 46¢ per sq. ft. finished 
and waxed. 


Manufacturers: Harborite: Harbor Plywood 
Corp., Aberdeen, Wash. 
Balura: Fiddes-Moore Co., 400 
W. Madison St., Chicago, IIl. 
Kalabord and Kalatex: Columbia 
Plywood Co., Skinner Bldg., 
Seattle, Wash. 

Tru-Wood: Dulaney Plywood 
Corp., 300 W. Main St., Louis- 
ville 2, Ky, 

continued on p. 184 
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A Venturi-shaped fan... p. 210 A sit-down kitchen sink...p.192 Molded plastic acoustic tile. . 
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Ise | ooo that’s what Ro-Way offers you! = When you specify Ro-Way garage doors for any style of residence 
h g y sty ’ 
q. H you know their simple beauty will blend perfectly with the 
e architecture of the house itself. See, for example, how the 
. clean, horizontal lines of the popular Ro-Way Classic actually 
ws become part of this handsome ranch design. 
1g 
ne You can be sure, too, that Ro-Way offers unmatched perform- 
ns 

ance. With friction-reducing Taper-Tite track, Seal-A-Matic 
3 hinges, ball bearing Double-Thick Tread rollers, and Power- 
; Metered springs . . . smooth, quiet operation is built right in. 
- In fact, every pace-setting feature of Ro-Way doors is designed, 
2 engineered and built for matched beauty with unmatched performance. 
‘i To be sure of such quality, be sure to specify Ro-Way Over- 
, head Type Doors. 
d 
)- 
d 
’ ee ee ROWE MANUFACTURING CO., 1114 Holton St., Galesburg, Ill. 

| classified telephone directory for nearest 

d ; Ro- Way distributor. 
1 
) 
7) 
! 
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We sold 42 houses the] ! 


68 with kitchens 7 
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Here are two views of the G-E Kitchen that appealed so Disposall,® G-E Washing Machine, G-E Dryer, and G-E 
much to prospects in Fairfax, Va. It features the G-E Range, Exhaust Fan. Here is a really modern_kitchen within the 
G-E Refrigerator, G-E Under-Counter Dishwasher, G-E reach of every home-buying prospect. 
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first day! 


and laundries completely G-E equipped 





















Mr. Stafford says: “Outside of the World Series, we 
never saw such crowds as came to our Fairfax, Va. 
model homes. 


“Naturally, we were delighted. For a down-to-earth 
price we had built a quality house of solid masonry, with 
2 fireplaces, and fine fir lumber construction comprising 
over 1300 feet of floor area. 


“AND we equipped our quality homes with quality 
appliances—completely General Electric. 


“We take credit for building the quality that prospects 
want. And we give G.E. credit for presenting kitchen 


g4/ 
& 


Stafford Builders Inc., Fairfax, Va. Left to right: Mr. 
R. E. Stafford, Mr. R. J. Harris, Mr. J. A. Cason. These 
are the builders of Country Club Hills in Fairfax 
County, Virginia. 


and laundry appliances that prospects want most, too. 
Are we happy? We sure are . . . 42 Stafford-built homes 
were sold the first day!” 


G.E. can help you, too— the way G.E. helped Stafford 
Builders, Inc. 


By installing the G-E Kitchen-Laundry in houses .. . 
you offer a modern and appealing home! A home that 
builders tell us will sell far easier in today’s tough, 
competitive market. 


See your G-E distributor. Let him help you sell more 
houses . . . faster and easier! 


G.E. has a Kitchen-Laundry for your homes—regardless of price range! 
(See your G-E distributor for answers to your kitchen problems) 





IN YOUR $9,995 HOUSES 

Include G-E Refrigerator, G-E Range, G-E 
Dishwasher, G-E Disposall, G-E Cabinets. 
Add as little as $3.26 monthly to mortgage 





IN YOUR $12,500 HOUSES 


Include G-E Refrigerator, G-E Range, G-E 
Disposall, G-E Dishwasher, G-E Automatic 
Washer, G-E Cabinets. Add as little as 
payments. $5.31 monthly to payments. 





IN YOUR $16,000 HOUSES 


Include G-E Refrigerator, G-E Range, G-E 
Dishwasher, G-E Disposall, G-E Automatic 
Washer, G-E Dryer, G-E Cabinets. Add as 
little as $6.31 monthly to payments. 


HOME BUREAU 


GENERAL @® ELECTRIC 
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ata roof... 






Most “bargains” are a paradox. If you 
examine them from every angle, you’ll find they are 
often not the smart buys they seem. 


THE “examining angle”’ for roofing is from underneath, 
Only from this angle do you get an accurate and com- 
plete picture. Because only from this angle are you 
certain to calculate sheathing in the total roofing cost. 


Genuine red cedar shingles, while light in weight, 
are strong and rigid. They may be laid over spaced 
sheathing in a “‘bridging”’ application that strengthens 
the roof—and cuts sheathing costs by 50% . 

Substitute roofing materials add no strength to the 
roof, only weight. They therefore require solid sheath- 
ing underneath for support. 


And there goes your “‘bargain!”’ 


Write: 


5510 WHITE BUILDING, SEATTLE 1, WASHINGTON 





This is the way to look 


RED CEDAR SHINGLE BUREAU 


or 550 BURRARD STREET, VANCOUVER 1, B.C. 











Combine the sizable initial economy of spaced 
sheathing with the well-respected features of CERTI- 
GRADE shingle quality and beauty, and you’ll see 
why genuine cedar belongs on the roofs of the homes 
you build. 


We’ve prepared a simple roof estimating sheet for 
your use. It’s free. It will help you quickly figure the 
difference in cost (material and labor) between spaced 
and solid sheathing. Once you compare the two con- 
struction methods, using your own local labor and 
material costs, you'll join the switch to CERTI- 
GRADES ... and spaced sheathing. 





CERTIGRADE 
Red Cedar 
SHINGLES 


ES 
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A bathroom of timeless elegance . .. that’s 
how to attract prospects and hasten sales! 
You can benefit from the irresistible eye 
appeal, the wonderful wear and care consid- 
erations of a sparkling all-tile bath like this. 
Tiles made of BAKELITE Styrene Plastics make 
it so easy —in price and installation. And they 
offer such scope in color excitement, in vari- 
ety of sizes, in selection of trim pieces. 


“Church” Wall Tile manufactured by C. F. Church Manufacturing Company, 
Holyoke, Mass. Subsidiary of American Radiator and Standard Sanitary Corp. 


¢ 


BAKELITE Styrene Plastics give tile all these 
features: Uniform color is tile-deep, resists 
peeling + Rigid yet resilient, resists crazing 
and chipping * Resists acids, alkalies and 
many other chemicals + Easily cleaned, safe 
with soaps and detergents. 

Ask your dealer for wall tile made of 

BAKELITE Styrene Plastics which meet 


the industry’s standards. It’s eligible 
for FHA loans. 


«++A SURE WAY TO UPGRADE HOMES OF EVERY PRICE 


BAKELITE 


TRADE-MARK 


STYRENE PLASTICS 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation (a¥ 30 East 42nd Street, New York 17, N. Y. 


In Canada: Bakelite Company, Division of Union Carbide Canada Limited, Belleville, Ontario 











One Look at This Paneling 


of Ankamsoa Soft Pine 


id on the beauty and warmth of walls of mellow wood; sold on the 


pleasing way that living, dining and kitchen areas, keyed to modern 
living, are brought into a single, harmonious decorative whole by 
this prevailing wall treatment; sold on the naturally beautiful figure 
of Arkansas Soft Pine, attractively brought out by transparent finish; 


‘ . . . . . . ~ . ° 
sold on its Satin-like surface that stays free from raised grain... always! 


Crossett supplies this superior paneling in a 
variety of patterns, together with comple- 
mentary trim, finish and mouldings for complete 


installation. For data and information, address: 


CROSSETT LUMBER COMPANY 


A Division of The Crossett Company 
CROSSETT,.ARKANSAS 














NEW PRODUCTS 












COMPUTING INSTRUMENT knows all the angles, 
instantly translates them 


A precision instrument, the Krollmeter, has 
been designed to take all guesswork out of 
figuring angles, and to save time in roof fram- 
ing, leveling floors and foundations and vari- 
ous surveying jobs. 

Made of plastic, the instrument is 6” square, 
with embossed white numerals for easy read- 
ing. The movable dial face shows all angles in 
degrees on one side, and translates them on 
the reverse face into inches per foot drop, 
carpenter square measurements and _ percen- 
tages of grade. Two spirit levels are built 
into the dial, and any angle may be set on 
the meter and work may be done directly 
from it. 


Price: $8.95. 


Manufacturer: Christensen & Kroll, P.O. Box 
284, McMinnville, Ore. 





FRIGIDAIRE breaks into color with two muted 
pastels inside and out 


Demands of housewives for more color in their 
kitchens have reached the design staffs of the 
appliance manufacturers, and Frigidaire is 
now offering, at no price premium, electric 
ranges and refrigerators finished in pastel 
yellow or green as well as conventional 
white. 

Both yellow and green models have match- 
ing color interiors, and even the white ex- 
terior of the regular line hides an iridescent 
blue-green food compartment. 

Manufacturer: Frigidaire Division, General 
Motors Corp., Dayton 1, Ohio. 
continued on p. 184 
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M312 he Sales Val 
20 Watt Fluorescént,. th 25”. to t € & es a ve 
Width 4”. Finish: Chromium & White 
* é 
a | Enamel. $12.95 = of Each Ho use— 
oda) —=-s So Littl 
{ * = 
2 ett «6 3O Little 
has ‘ i bi ). 
ts 1 NG ; Hi? i} 
¢ 5 ae Wn Cost to You 
wie | M-1211 sigh ay sBib ss Le i 
arl- i Instant-start Circline. 32 Watts. Com- 9 
| plete with lamp. Diameter 13”. 
- ; Depth 2%”. Finish: White. $10.35* 
at Adds Glamour, 
on 
* Beauty... Makes 
‘en- 
nil Each Room 
on M-5620 
2-light. 20-Watt Fluorescent. Flat 
a ; M PI 
y glass panel. L.P.F. Frame finish: 8) a: ed $d nt, 
Chromium. $15.95* 
* | More Useful 
M-350 
| Kid 23) Aarne ann vit Inspiration-Lighting*, one of the 
Rta os” pilieflecticioin most effective sales tools ever 
ita: offered to the builder, enables you 
i to demonstrate the superiority of 
; your homes. You demonstrate how 
room appearance is changed by 
merely flicking switches—you 
2 es prove how much more useful your 
M-1243 house is with Inspiration-Light- 
3 light. Instant-start Circline. Come ing. Try this. Install Moe Light 
plete with 40, 32 and 22 watt lamps. Inspiration- Lighting throughout 
ogee 16”. Finish: Chromium. your next home...and see how 
; much faster the house will sell. 
*Prices slightly higher Denver ond West. 
ited All Moe Light Circlines are packed com- *(a combination of general, localized and 
plete withinstantstarting fluorescentlamps. accent lighting) 
SEE THE COMPLETE LINE... o o 
a . USE THIS POWERFUL SELLING TOOL MOE LIGHT, DEPT. HH-1054 
the BY - p : 3 ae DIVISION OF THOMAS INDUSTRIES INC.) 
os Your Home and Inspiration- Lighting is a ae ATKINSON, WISCONSIN 
52-page book lavishly illustrated in full color. 7 ‘ beck. "¥ 
tric . Technical data, specifications, suggested solu- Peers ee taphernba we # <0 
stel tions, pictures of the whole line, beautiful room completely callefied, | can totem & to Mee 
nal i settings... everything to help you sell is in- Light within 10 days and receive a full refund. 
cluded. Send for it today. 
NAME 
tch- i MOE LIGHT, Fort Atkinson, Wisconsin aia 
ex- (DIVISION OF THOMAS INDUSTRIES INC.) 
cent Plants at Fort Atkinson and Sheboygan, Wisconsin; Princeton, Kentucky, and Los Angeles, California 3 | ewan cee 
eral | 3 
184 i 
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ow TRIARAD 
I Orwvcrea. 


BASEBOARD RADIATOR 


Fast installations are profitable installs and 
KOVEN Trimrad is engineered to save‘fime on-the-job. 
Customers prefer Trimrad . . ..4fs the dependable 
2-way baseboard radiator thatigives more economical 
heat—completely frees flo6rs and walls for decorat- 
ing. For performance.dnd profits, your best choice is 
a KOVEN Trimrad; | 





NO DRAFTS OR COLD POCKETS — 
UNIFORM HEAT from floor to ceiling 
OS 10 =o ieee 














ALMOST INVISIBLE 
i flush bess 
the wall * 








WATERFILM BOILERS, INC. 


division of L. 0. KOVEN & BRO., INC 


36-40 New York Ave., Jersey City 7 N.J 


Plants: Jersey City, N. J. * Dover, N. J. * Trenton, N. J 




















Cye mint 


SELLS ON SIGHT 





Structural Corrugated glass installation at main entrance of L. M. residence 
in Seattle, Washington. Architect, Gerhard E. Karplus, New York City. 


The Distinctive, Modern Look of 
Structural Corrugated Glass Catches 
Homes Buyers’ Eyes Everywhere 


A simple, effective partition of Structural Corrugated Glass by 
Mississippi has changed this from just another doorway into a 
grand entrance...it has created something unusual and de- 
sirable. And this is what today's home buyer wants. Something 
modern... something practical .. . something beautiful. 


Structural Corrugated glass floods areas with softened, “bor- 
rowed light” that flatters interiors . . . makes rooms appear 
larger. It creates an air of distinction and luxury impossible to 
attain with any old-fashioned material. 


Glass is the modern material ... easy to install and maintain. 
And translucent, figured glass has tested sales appeal, it eyes 
right and sells on sight. 


Give your homes that “different look” that buyers want. 
See your regular glass distributor or supplier for Mississippi 
Glass. Many patterns and surface finishes to choose from. 


Write today for free booklets, “Modernize Your 
Home With Decorative Glass” and “Figured Glass 
by Mississippi.” Photographs of actual residential 
and commercial installations. Many ideas on ways 
to use this new medium, 





MISSISSIPP 


ARCHITECTURAL 


COMPANY 
88 ANGELICA ST. SAINT LOUIS 7, MO. “4 4 
NEW YORK © CHICAGO © FULLERTON, CALIF, Ge: 


WORLD'S LARGEST MANUFACTURER OF ROLLED, FIGURED AND WIRED GLASS 
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_ A market house 


me sets a new 
trend! 


One of the most beautiful, yet practical, works 
of architecture can be seen today in Latin America 
where a Farmer's Market, covering a city block, 
furnishes the buyer and businessman the ultra 
in surroundings. Interior and exterior of building 
were given a sealer coat of THOROSEAL. To 
personify depth and line to perspective wall 
areas, the entire building was given a finish 
coat of smooth-surfacing White, Pearl Gray and 
French Grey QUICKSEAL. 


Inside view, during construction, showing how ramp 
accommodates customers to floor-level stall. 


. A BEAUTIFUL FINISH 








a 


et our 
**How to Do It” 
and Wall Chart. 


NEW EAGLE, PENNSYLVANIA. U.S.A. 











Standard Dry Wall Products, Inc. 




















Easy operation! 


Silent operation! 





GET THE \ 
FACTS 
' 
: \ 
ON THE MOST \_ \ 


ADVANCED WEATHERSTRIPPING! 






SS . 4 

Now! Here’s the complete 
story about the most advanced 
window equipment on the rhar- 
ket! It’s a new folder that gives 
all the facts on Zegers Dura- 
seal Combination Metal, 
Weatherstrip and Sash Bat- 
ance .. . how it provides 414 
‘.. times better weather protec- 
tion plus easy witidow opera- 
tion. Read about ra-seal’s 
One-Piece Jamb Member that 
maintains a constant air seal 
and smooth opening and clos- 
ing no matter how the sash 


may expand or contract... 
about “Si-vel” coated springs 
that assure silent operation. 
See actual scientific proof that 
Wiest Dura-seal provides the best 
weatherstripping. Write for 
COMBINATION METAL WEATHERSTRIP this important folder today! 


AND SASH BALANCE Zegers Incorporated 


8092 South Chicago Ave. 
Chicago 17, Illinois 
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CARL KOCH’S NEW ACORN FIREPLACE 
NOW READY FOR 
IMMEDIATE DELIVERY! 


Latest model of the world’s 
most beautiful, most versatile 
fireplace. Improved features: 
Exclusive new rugged porce- 
lain-enamel rough- textured 
matte finish — 4 decorator 
colors. New perfect-seal fire 
screen. New easy mounting 
on wall or on modern black 
iron legs! Can be installed 
anywhere! Retails for only 
$99.50! 


Ever since the prominent archi- 
tect, Carl Koch, designed the 
revolutionary Acorn Fireplace a few years ago, we have had difficulty 
keeping up with the demand. Now, however, the handsome new 1955 
models are available in quantity for immediate shipment. 


ARCHITECTS, BUILDERS! The Acorn Fireplace, acclaimed by lead- 
ing architects and designers, is amazingly adaptable. Can be easily, quickly 
installed in any room in the house—living room, expansion attic, basement 
playroom, etc.—without removing walls, erecting brickwork or any large 
scale construction. Can be adapted to rooms and locations where con- 
ventional-type firepaces could never be used! Important new hardware 
feature permits mounting as close as 3” from wall! Also, since the Acorn 
radiates heat from every surface, it is a far more efficient heating unit than 
any other fireplace-—a practical, handsome solution for heating cabins or 
lodges at low cost. Custom installation advice is yours for the asking. 
DESIGNERS, DECORATORS! Here is the fireplace you can recommend as 
readily as any other home “built-in”. Its clean, functional design is equally effective 
in contemporary or period settings . . . in small apartments or country houses—even 
on outside terraces! Highly distinctive decorative effects can now be obtained by using 
a fireplace that is color-keyed to your decorating scheme! 

DEALERS, DEPT. STORE BUYERS! Profit from Acorn’s nationwide publicity 
in LIFE, HOUSE & GARDEN, McCALL’S, POPULAR SCIENCE, HOUSE & 
HOME, ARCHITECTURAL FORUM and other leading publications. The Acorn 
Fireplace is an unusual retail item, adaptable to spectacular promotion. Its functional 
beauty, famous-name design, low price, ease of installation—all have created a 
tremendous demand on the part of home owners. 


WRITE FOR ADDITIONAL INFORMATION. FILL IN AND MAIL THE COUPON TODAY! 
ACORN DESIGNS, INC., Concord, Mass. 


BE SURE TO VISIT OUR EXCITING DISPLAY AT 
ARCHITECTS SAMPLES CORP., 101 PARK AVE., NEW YORK CITY 


| ACORN DESIGNS, INC., Concord, Mass. H-10 | 
| Please send me without obligation full particulars about the Acorn Fireplace. | 
a ei ae ee te Pie nO Ly eee al in 
NAME OF COMPANY | 

| 
| TYPE OF BUSINESS i as | 
. ADDRESS 
| ZONE STATE 
a ee ae a ae oy 





VERSATILE LOCKS. 








FOR PROJECTING VENTS 
RIZONTAL = * CASEMENT 
L.M.2.8. 
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CAM LATCH 5021 


Low cost, tight seal locking unit 
for outward Projecting sash 
horizontal or vertical. Surface 
mounted. Finished in Antique 
Bronze (enamel) or Cadmium 
Plate. Complete with screws, 
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WRITE FOR ILLUSTRATED CATALOG SHEETS 


GRAND RAPIDS HARDWARE CO. 


GRAND RAPIDS 2, MICHIGAN 


NEW YORK ° LOS ANGELES ° DANBURY, CONN. 
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One building firm that really sells homes quickly is P. William Nathan, Inc., of 

Chestnut Hill Corners at Norwalk, Conn. They have included a kitchen which is organized down 
to the last step-saving detail. It is designed for modern-minded people. Naturally there’s an 
Electric Range, so the homemaker can Be modern .. . cook ELECTRICALLY! 


Who really sells homes quickly? 








Some builders not only “turn out’’ homes 
quickly, but “‘turn them over’’ the same way. 
They do it by offering what customers 
want—including features like an Electric 
Range in the kitchen. 


Women khow this type of range means 
economy and ease of operation, a clean 
kitchen as well as a cool one. Builders 
everywhere know that Electric Ranges help 
make all types of homes easier 

to sell, and help bos mopeRn.. 

to make sales faster. ‘nh : / / 


ww" 







More builders every day are 


“tre ELECTRIC 
RANGES 












ue $2 . ei 
Builder P. William Nathan says, “‘“Home buyers say they like our houses 
because they’re exactly the kind they would build for themselves. One item 
of equipment they like is the modern, automatic Electric Range. Best 
proof of customer satisfaction is this—we sold 20 of our 56 houses in the 
first 7 days.” (I/lustrations courtesy of LIVING for Young Homemakers) 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL + BENDIX + CROSLEY ¢ DEEPFREEZE » FRIGIDAIRE « GENERAL ELECTRIC » HOTPOINT « NORGE 
KELVINATOR « MAGIC CHEF » MONARCH « PHILCO « STIGLITZ INFRA-AIRE » TAPPAN + WESTINGHOUSE 
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The American home-owner is becoming more and more aware of the 
value of insulation. And builders are discovering that the booming insula- 


* 
Re Mm QO d e] 1 Ne tion and remodeling market offers a profitable way to keep crews busy all 


through the off-season. 





» The one insulation that most people know and want is Fiberglas*. Home- 
Ss good owners have heard about Fiberglas Building Insulation—they are pre-sold 


on its economy and efficiency. They recognize Fiberglas as the best and the 
best-known of all insulating materials—permanent, rot-proof, efficient and 


winter sity | | 


Builders specify Fiberglas because of its remarkable efficiency, because 





of its wide and enthusiastic consumer acceptance and because of the con- i 

venient, easy-to-use forms in which it is available. Go after the wintertime i 

b siness remodeling business, and let nationally known Fiberglas Insulating mate- 
ul ss folie rials help you close contracts! Owens-Corning Fiberglas Corporation, Dept. | 
67-J, Toledo 1, Ohio. 


OWENS-CORNIN( FIBERGLAS BUILDING INSULATIONS ARE DISTRIBUTED NATIONALLY BY: 


: INSULITE:: nor 
: oy ow 3 
KELLEY ISLAND : THE RUBEROID 


COMPANY ° co. 
Cleveland, Ohio ¢ New York, N. Y. 


FIBERGLAS 





* Fibergilaa is the trademark (Reg. U.S. Pat. Off.) 
of Owens-Corning Fibergias Corporation for a 
variety of products made of or with fibers of glass, 


ARMSTRONG :  CERTAIN-TEED + THE FLINTKOTE + MINNESOTA AND 
CORK CO. : PRODUCTS CORP. : COMPANY + ONTARIO PAPER CO. 
Lancaster, Pa. ~ Ardmore, Pa. > New York, N.Y. : Minneapo.is 2, Minn. 
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This is 
ONE COAT 


~FLECKED 








' 1876 Mfd. under U.S. Pat. + 2591904 


TEXTURED ENAMEL 


Sprayed at 


ONE TIME 


from 


ONE GUN 


You Get BOTH Beauty AND Toughness. This is what ONE easy- 
to-apply spray coat of PLEXTONE gives you: 


¢ 
¢ 


Color-flecked PLEXTONE saves preparation costs 


PLEXTONE has excellent hiding power— 
bonds firmly and uniformly to all common 
building materials. ONE COAT covers 
uniformly and completely minor imperfec- 
tions in primed taped wallboard joints, 
trim, plaster, and other interior finish 
... gives a uniform, quality paint job on 
non-uniform wall, ceiling and trim surfaces. 


a circus of brilliant colors 


high-grade wallpaper 


Color-flecked PLEXTONE saves 
extensive do-overs, speeds up work 


PLEXTONE can be touched up without 
showing. Painters can now go ahead with 
their job in new construction before other 
craftsmen are finished. Soil marks left by 


OUR 78th YEAR 
PIONEERS 





IN PROTECTION 


The dramatic multicolor effect of the most skillful 
spatter-dash painting . . . in subtle tones-on-tone or 


The restrained beauty and distinctive charm of 


oh 


ee A 

€ {4: mae 
ody hg > 

$u fk 
4,402 





4 


All this in ONE COAT—from ONE GUN applied with 
ordinary spray equipment and ordinary techniques—that 


covers uniformly and completely WITHOUT SPRAY DUST! 


workmen are easily washed off. Minor dam- 
age can be covered with a quick touch-up 
that cannot be detected! 


Color-flecked PLEXTONE cuts production costs 


The speed with which PLEXTONE can be 
applied and still produce a quality job will 
leave the average painter speechless. Its ex- 
cellent hiding power and adhesion result in 
complete coverage with uniform sheen and 
color. PLEXTONE dries fast—within two 
hours. It’s easy to work with . . . painters 
can start on a half-finished wall without the 
lap showing. 


Where Color-flecked PLEXTONE Can Be Used 
Color-flecked PLEXTONE can be used for 


¢ 


i 
a 
; 


: 
= 


A surface so rugged that it can be washed, scoured 
and even sandpapered without harming it 

A textured painted surface with the hiding power 
of the best stippling 


any interior work. It bonds uniformly and 
firmly to all common building materials. 


Colors Available 
Twenty-four color-flecked color combina- 
tions are available for modern or traditional 
interiors. Also available in fifteen solid colors 
and in custom colors for large projects. 
Where and How Available 


Distributors in leading cities stock PLEX- 
TONE in 5-gallon kits. Ask your distributor 
about PLEXTONE. 


GET ALL THE FACTS about color-flecked PLEXTONE 


Free application data and color chips will 
be sent to you upon request, or contact your 
local distributor. 
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NEW 


PRODUCTS continued from p. 170 


WwW 


ACOUSTICAL TILES bring new materials to 
the job of sound control 


Control 


becoming more important with the growing 
acceptance of open planning, and new ma- 
terials give attention to appearance as well 
as the technical efficiency of the product. 
Three recent examples: 

Forestone is the first fissured fiber tile to 
1e acoustic field and combines tue Square edges permit tight butting. 


enter tl 


of extraneous noises in houses is 












Fissured fiber acoustic tiles reduce sound in living area. 





| 


| 
\ 
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RICHMOND homes INC. ® RICHMOND 3, INDIANA e PHONE 8.1989 


ate 


® 


to RICHMOND homes 


From every direction they 
come—“eyers” who become 
buyers once they see Rich- 
mond Homes! That’s their 
good fortune—yours, too—for 
Richmond points the way to 
profits, offers what customers 
want and financing sources de- 
mand— utility, style, and fac- 
tory-assembled materials of 
highest quality! Acceptable for 
FHA or VA financing, these 
low-cost units are the pilot 
houses of the industry, so set 
your sights on sound invest- 
ment and SELL. Write, wire or 
phone for information today! 


m4 


van Loaps LEADE 












esthetic appeal of fissured mineral tile with 
the economies of fiber. Fissures are random, 
so that no two tiles are exactly alike, and 
there is no ‘mechanical repetition. The ™%”- 
thick tiles have a noise reduction coefficient 
of .65, when cemented to plasterboard, or 
equal. They have the travertinelike look of 
mineral tile, and square edges permit butiing 
to minimize joints. The painted surface is 
flame resistant, meeting slow-burning re- 
quirements, and may be wiped clean. Aver- 
age installed price: 38¢ to 45¢ per sq. ft. 


Tri-Bond ceiling tile introduces colorful 
styron, perforated with 289 holes per sq. ft., 
and backed with a blanket of glass fiber for 
sound reduction efficiency. Twelve colors are 
available, all in a matte finish, and mainten- 
ance is confined to wiping with a wet cloth. 
Tiles are not fireproof, but burning rate is 
slow, only 1” per minute. 


Tri-Bond tiles can be nailed directly to 
wood or wallboard, but furring strips are 





used with plastered ceilings, or tiles may be 
applied with adhesives. Retail price: ap- 
proximately 70¢ per sq. ft. 

Tropi-Tile combines the noise absorption 
of fibrous glass with the surface beauty of 
woven natural woods (in colors to order). 





Ten different textures in loomed wood fab- 
(%” 


rics are offered, on glass fiberboard 
thick) tiles ranging in size from 12” x 12” to 
4’ x 4’, All may be installed with conven- 
tional suspended-ceiling techniques or adhe- 
sives. Retail prices: natural wood, from $1.40 
per sq. ft. Custom colored, $2.45 per sq. ft. 


Manufacturers: Forestone: Simpson Logging 
Co., 1010 White Bldg., Seat- 
tle. Tri-Bond: Mastro Plas- 
tics Corp., 3040 Webster 
Ave., New York 67. Tropi- 
Tile: Tropicraft, 14 Sher- 
wood Pl., San Francisco. 
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THE VARIED REQUIREMENTS 
IN ARCHITECTURAL PLANNING... 
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FEATURES: HEAVY, RIGID FRAME, MADE OF —— 
LIFETIME ALUMINUM ®@ INTEGRAL FIN COM- 2 b 
PLETELY SURROUNDS WINDOW: TAKES BRICK 
FIN AND FIN TRIM * EXTRUDED FLUSH BASEMENT 
Whether the dominant theme is to express the ultimate in SCREENS: RIGID FRAME FITS FLUSH WITH WIN- ; 
id ° 1 d . h b d DOW @ JIFFY-QUICK SILL CLIPS SLIDE IN 
contemporary residential design . . . or to create the broadest cuannex FROM EACH SIDE. AS MANY AS 
scope of utilization for commercial or industrial buildings... WANTED WHERE WANTED @ “VENTS OPEN UP 
° . e e e TO 930 DEGREES @ KOROSEAL WEATHER- 
accomplishment is assured with Ualco Aluminum Awning  strippen @ CENTER OPERATOR HAS FINGER- 
Windows. TOUCH CONTROL © TORSION BAR OILITE 
ege ° . ° a BEARINGS o BOTTOM VENTILATOR OPENS 
The versatility of these windows is making them prime SEPARATELY FOR NIGHT VENTILATION @ EVERY 
favorites of Architects, Engineers, Builders . . . pace-setters in VENTILATOR AUTOMATICALLY LOCKS: NO EX- 
. © : TERNAL LOCKING ATTACHMENTS EASY To 
' the industry . . . perpetual features of construction. CLEAN. 
il)- 
ym SOUTHERN SASH SALES & SUPPLY CO. - SHEFFIELD, ALABAMA 
to WAREHOUSES: VAN NUYS, CALIF - CANTON, OHIO; MONTGOMERY, ALA.; ELIZABETH, N. J.; HIALEAH, FLA. 
n- e 
he- 
40 . 
ft. j 
ra 
ng ze 
OOusie 
at- CASEMENT HUNG JALOUSIE voneae HOPPER PROJECTED uriciry 
ony UALCO WINDOWS ARE UNCONDITIONALLY GUARANTEED AGAINST DEFECTIVE MATERIALS AND WORKMANSHIP 
ter 
pi- Uoleo @ World's Largest Manufacturer of Aluminum Windows 
er- 
‘ 
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SOUND CONDITIONING 











A NEW LOW-COST WAY TO ADD GREATER SALES APPEAL TO YOUR HOUSES 


You can offer home buyers new comfort in every room by sound con- 
ditioning the houses you build. Acoustical ceilings take the din out 
of appliance-filled kitchens and open-planned areas by absorbing 
noise wherever it’s a problem. 

A new acoustical tile called Armstrong’s Full Random Cushion- 
tone® is designed especially for residential use. It is a low-cost wood 
fiber material with a strikingly different pattern. This attractive Full 
Random pattern, plus narrow bevels, provides a modern, almost un- 
broken ceiling appearance. The non-directional perforations in 
Cushiontone absorb up to 75% of the noise that strikes its surface. 


Since Cushiontone is a pre-painted interior finish material, the ceil- ] 


ing is completed in one quick installation. The 12” x 12” tiles can be 
installed over furring strips or cemented to gypsum board. 
necessary to match a particular color scheme, Cushiontone can be re- 
painted without losing any of its noise-quieting qualities. 

Every day more builders are adding the new comfort of sound con- 
ditioning as a valuable extra selling feature that helps turn prospects 
into buyers. Get full details on Armstrong’s Full Random Cushion- 
tone from your local lumber dealer. For a descriptive booklet, write 
Armstrong Cork Company, 4210 Sixth St., Lancaster, Pennsylvania. 


SLT 
o yy 
Couey 


the smart-looking ceiling that quiets the home 
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modern design is durable— 


in concrete reinforced with 


CLINTON WELDED WIRE FABR 


1e ceil- j 
can be 
If it is 
be re- 


\d con- 
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When Clinton Welded Wire Fabric is used for 
reinforcement, the concrete structure main- 
tains its original newness of appearance for 
years and years. Clinton Welded Wire Fabric 
in the concrete gives the owner comfort and 
satisfaction, as well, with lowest possible 
maintenance cost. 


Clinton Welded Wire Fabric is flexible, can 
be formed easily on the job, and yet it is rigid 
enough to hold the formed shape. The fabric 
flattens quickly and easily from the roll. Write 
to the CF&I District Sales Office nearest you 
for complete information on Clinton Welded 
Wire Fabric. 
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WELDED WIR 


THE COLORADO FUEL AN 
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Buu ano Seu 


‘‘More Home for the Money’’ 





864 FEET 

OF RECREATION, 
STORAGE AND 
LAUNDRY 
SPACE 





YOU CAN BUILD AND SELL THIS 3-BEDROOM RANCH HOME WITH 
FULL SPACE-GIVING BASEMENT FOR ABOUT $9300 PLUS LOT! 


COMPLETE FINANCING makes it possible to sell Colpaert Homes with 
lowest down payments... best possible terms. A full line of quality 
factory-assembled homes are available in the $6,000 to $15,000 class. The 
Colpaert organization gives you a complete service based on their more 
than 30 years of successful building experience. 


a 


S 


SELL INCOME-MINDED BUYERS, too, for now Colpaert Homes makes 
available a factory-assembled two-story duplex unit... distinctive archi- 
tectural lines, outstanding features, competitively priced! 


Be the Colpaert dealer-builder in your area... write, wire or phone today! 

















188 





NEW 
PRODUCTS continued from p. 184 


W 





STACK-ON OR BUILT-IN OVENS, plus cook- 
ing tops, create stylish kitchen remodeling 


Any revamping of an old kitchen might well 
start with the cooking center, where modern 
units can give magazine-ad sleekness. /nfra- 
Aire ovens and cooking tops come in white 
porcelain or stainless steel, and permit abso- 
lutely flexible planning of cooking arrange- 
ments. One complete line is planned speci- 
fically to fit the famous Youngstown line of 
kitchen cabinets. 


Retail prices: stack-on oven, $189.95; insert 
oven, $179.95; four-burner top, $139.95 
(slightly higher in stainless steel). 


Manufacturer: The Stiglitz Corp., 2007 Port- 
land Ave., Louisville 3, Ky. 





BUILT-IN COOKING UNITS make the oldest 
kitchen young again 


No remodeled room changes more dramati- 
cally than the kitchen, Heart of the house, 
the cooking area can be made the focal 
point of the woman buyer's interest, and 
built-ins can clinch the sale. 

The product of 25 years of experience in 
commercial cooking units, Griswold’s Aris- 
tocraft ovens and surface units are now sold 
for residential use. Fully insulated ovens can 
be built right into a wooden wall, and the 
surface burners, available in any multiple 
of two, have seven different heats, each indi- 
cated automatically by a color variation in 
the switch light. 


Retail price: oven, $185; two-burner unit, 
$75. 


Manufacturer: Griswold Mfg, Co. 
Erie, Pa. 


continued on p. 192 
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LOOK IN . . LOOK OUT. . Look what the plus 
values of window beauty in an indoor-outdoor 
Fabrow paneled breakfast room can do to sell your 
homes faster . . . for only a few hundred dollars in 
screened glass areas. We'll help you add this plus 
feature ... . write for idea brochure. We have a 
Fabrow panel window frame for every residential 
and commercial need. 













ra 





LARGER GLASS daigue, 


UP FAST . . SOLD FAST! Fabrow panel fenestration gives your homes 
America’s No. 1 built-in SELLING FEATURE . . . larger glass areas at 
ECONOMICAL PRICES ... the contemporary look with lighter, 
brighter interiors. Designed for Glass-Seal Thermopane, or 
Twindoweld insulating glass, climate controlled regardless of 

the calendar, with Roto Ventilators. Three distinctive styles, 


time-saving, money-saving building plan. 


_— 21 wanted sizes in handsome, clear douglas fir for every 





7208 DOUGLAS RD. pie} 5j:lemme). ile) 


| 
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Little things 





FOR WOOD OR 
METAL CABINETS 









Now... America’s 
largest-selling magnetic latch 
at this amazingly low price! 
Positive, lifetime power... 
modern, trouble-free design 
-.. priced to produce steady, 
high-volume sales, satisfied customers. On every 
count, Leco-Latch is right for you, whether you’re 
selling or building! It’s the catch that never misses. 


CONTRACTORS— Write today for descriptive litera- 
ture and the name of your nearest distributor. 


DEALERS— Ask your distributor about the sensa- 
tional Leco-Latch INTRODUCTORY PACK with 
FREE counter merchandising display. 


DISTRIBUTORS — Write for Leco-Latch sample, lit- 
erature and discount information. 














HARDWARE DIVISION 


LABORATORY EQUIPMENT CORPORATION 
10} HILLTOP ROAD, ST. JOSEPH, MICHIGAN 








The cost of the shellac needed 





there’s nothing like softly 





REVOL eco” 





OF SUPER-TOUGH NYLON 





to finish floors, panelled walls 
and stair treads is insignificant 
when compared with your 
total construction costs. Yet 


gleaming shellacked floors and 
trim to make a woman’s eyes 
light up and say, “This is the 
home I want.” 


It pays to use the best 


Saying all shellac is alike is 
just like saying all brushes are 
alike. Jt just isn’t so. Because 
BULLS EYE is made from 
only the finest Indian gums, 
bleached by our own scientific 


Vac-Dry process and dissolved 
only in Government bonded 
190° proof alcohol, it is the 
best shellac made. And because 
BULLS EYE Shellac is made 
better, it performs better. 











The newest and only : 
greatest development in T 2 ¢ BULLS EYE dries faster, goes farther; lets you apply your 
low-cost cupboard and cabinet Foe: second coat for a perfect finish sooner. 
ist? 


latches! Leco-Lon is formed of rug- . . 2 
ged Nylon, is virtually indestruct- * BULLS EYE gives a transparent, light-colored finish that 
never darkens with age. 


fle. In laboratory tests, latch has been open and 
BULLS EYE seals wood pores with a tough, elastic coat— 


shut well over 100,000 times without wear or ad- 
justment. Leco-Lon Latches can be dyed perma- never gums sandpaper, never scratches white, never 
cracks or mars. 


nently to any desired color in a few minutes. 
BULLS EYE is safe to apply—has no noxious fumes. 












COLORFUL Write for 
display carton FREE 
tecorton seif'merchon: LECO-LON 4 

ising carton. Shows uality floors and trim deserve quality 
* et sample and finishing. The toughest tests devised for 
a stimulating point-of- LITE RA TURE! floor finishes show that BULLS EY E 
sale promotion. Shellac wears longer, looks better than 





other finishes. For lasting protection 
and lasting beauty, the best buy is 
BULLS EYE. 


WM. ZINSSER & CO. 


516 W. 59th St., New York, 19, N. Y. 
319 N. Western Ave., Chicago 12, Ill. 
America’s Finest Shellacs Since 1849 


HARDWARE DIVISION 
LABORATORY EQUIPMENT CORPORATION 
101 HILLTOP ROAD, ST. JOSEPH, MICHIGAN 
Canadian Licensee: K.N. Crowder and Company, Ltd.,104 Jarvis St., Toronto, Ont, 
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Get ready to use these three 
outstandingly beautiful, em- 
inently practical Malta Wood 
Window Units . . . to add 
that final custom-built touch 
of quality which means 
quicker, more certain sales 
to discriminating home- 
buyers! 


1. MALT-A-VENT 


New ... exciting... 
a truly modern multi- 
purpose unit! Use 

them in stacks or 
groups... to form 
intriguing combinations! 





Extra-convenient, 
horizontally-sliding 
removable sash ... 

ideal for ribbon windows 
large picture areas 
or “light walls.” 











3. MALT-A-MATIC 


Easy-operating, friction- 
balanced removable 
sash . . . traditional 

double-hung reliability 
in handsome, 
modern styling! 


These three 
great MALTA 
wood window 
units... 


* Precision-milled from select 
western woods chemically- 
treated for longer life. 

% Jamb liners permit use in walls 
of varying thicknesses. 

% Fully weatherstripped to seal 
out moisture and drafts. 

*% MALT-A-GLIDE and MALT-A- 
MATIC sash remove easily, 
quickly . . . eases painting or 
cleaning! 


SEE YOUR NEAREST 
MALTA DEALER .. 
or write for full, complete 
information. 

Supreme Quality Since 1901 


Member Ponderosa Pine Woodwork Assn., and N.W.M.A, 


Manufacturing Company 


Sales Office: Athens, Ohio 


OCTOBER 1954 











j 
Val) 


Z | 









! 


=e 





YOUR CLIENTS 
WILL KNOW 


MODERN GAS VENTING! 


"~~ METALBESTOS 


booklet 
is opening the eyes 
of home-owners nationwide 


In the interests of good gas heating and 
therefore good housing, Metalbestos is 
bringing housing-minded individuals the 
complete new story about gas-vented ap- 
pliances. For the first time, the user will 
learn the real importance of a correct, 
up-to-date gas heating system — and will 
have the benefit of a free check-up by 
Metalbestos dealers. 


In the belief that architects and builders 
will want this information, too, we are 
making copies of ‘‘What You Should Know 
About Gas Heating"’ available to you — 
without charge or obligation. 


Simply write to: 


a, NETALBESTS 
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PRODUCTS continued from p. 188 








‘‘ALL-ELECTRIC’’ SINK incorporates dish- 
washer and garbage disposer in one unit 


One merger interesting to the housewife is 
the new In-Sink-Erator, which makes a single 
unit of sink, cabinet, dishwasher and dis- 
poser, a valuable feature where space is at a 
premium. Only 48” wide, the unit has the 
standard 24” depth and 36” counter height. 
Built into the dishwasher is a 2-gal. water 
heater that feeds 180° scalding water into 
the washing and rinsing operations, Dish 
racks are covered with heat-resistant vinyl 





to reduce chipping or breakage, and all load- 
ing is done from the top. 


y Retail price: $510.50. 
oe 
Manufacturer: In-Sink-Erator Mfg. Co., Ra- 
cine, Wis. 


W 


FOR YO U R SIT-DOWN SINK offers extra bowl for food 
preparation in a new ‘island’ model 

Glamour queen of the kitchen is the “island” 

or “peninsula” sink, and many a remodeled 


older kitchen is large enough to accommodate 


: . », Elkay’s Sit-Down Sink has the custom- 
The popularity of these Christmas _ pieces sell at a handsome profit and ene ee ee 


figures is growing by leaps and bounds. usually in sets. 
Standing 30” to 40” in height, they 
are easily made and very colorful. 
Dealers, Builders and Contractors can 
capture a sizable market immediately, 
with a minimum in investment. 


In October and November, five mag- 
azines—with 40 million readers—will 
carry advertisements on these special 
Christmas patterns—creating a market 
for patterns, materials and finished 
pieces. The magazines are Better Homes 
& Gardens, American Home, Living for 
Young Homemakers, Popular Science 
and Popular Mechanics. Write imme- 
diately for the full details of this pro- 


Each of these novel Christmas items 
is made from a full-size Easi-Bild* 
Pattern—traced onto Homasote Type 
RD and then cut out. Full decorating 
instructions are included with each 





pattern. gram. We offer both patterns and full- ary twin bowls for dishwashing, but adds a 
size samples for display. When people shallow third bow] for cleaning vegetables. 
The Dealer sells the patterns and the in your territory send us inquiries — making salads, ete., with knee room below 


so that work can be done while seated. The F} 


materials—to the Do-It-Yourself mar- as a result of our national advertising ' bi ; : 
entire unit is 18-ga. stainless steel, with an F 


—we send them your name; we send 


ket — to his builders and contractors. 
theirs to you. Get in on this business 


all-welded, seamless construction. Where the 
“island” is impractical, a counter model of- 


the Builder or Cosnesstor keeps his now. Write or wire ee ee today fers the’same sit-down feature in a two-bow! 
men and equipment busy. The finished to Department 30A. sink, one shallow, one deep. 
"Siw. Bog. Sesl-BUd agers. Copneey The Sit-Down Sink was featured in House 


Beautiful’s 1954 Pacemaker House. 


Retail prices: three-bowl model, $300. Two- 


UR T E a PA bowl, yg wide, $193.10; 84”. $205.45; 96", 
vs $233.25. 


0 
nis 
Trenton 3, New Jersey Manufacturer: Elkay Mfg. Co., 1876 S. 54th 
Ave., Chicago 50, Il. 


continued on p. 196 
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Crane 2-WG boiler is shipped completely 
assembled from the factory with controls, hous- 
ing and burners all in place, ready to connect 
to gas and water lines. You'll appreciate this 
big saving in time and work! 


De luxe model of 2-WG boiler has handsome 
extended jacket enclosing controls. 


Now...more profit 
with less work... 
with this 
factory-assembled 
CRANE Boiler 





A compact CRANE Bolter 


especially designed for efficient heating with gas 


The Crane 2-WG boiler is one sure way of making 
more money on all your gas-fired heating jobs. 

It’s easy and economical to install because it 
comes completely assembled. There’s no fussing 
and worrying, no waiting for separate controls, and 
no time-consuming assembly. It’s a packaged unit 
all ready to install! 

Also it’s easy to sell because your prospects already 
know the Crane reputation for quality and reliabil- 
ity. And, the 2-WG offers that famous Crane 
quality at a low initial price, and a big saving on 
gas bills in the future. (The 2-WG saves on gas 
because it has a patented, exclusive heat exchanger 


that captures and makes use of every available 
BTU). 

Now—ask about the entirely new 2-WGU-2 
boiler, with Grayson Unitrol— made especially 
for low-cost housing. 

Get the full money-making story on these new 
Crane Boilers from your nearby Crane Branch or 
Crane Wholesaler. 


CRANE CO. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVENUE, CHICAGO 5 
VALVES ¢ FITTINGS ¢@ PIPE @ PLUMBING AND HEATING 
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HERE’S A FILM 


that you should see ...and soon! 
wenn enna nn nnnennnnnne enna 


A FILM ON THE APPLICATION OF INSULATION 











(~syuane TO INSULATE =. Written and filmed by 
BP ee Wood Conversion Company as a service 
to architects and builders. 












































As. 


ae THIS year, alert architects and builders are giving 





A ania te lsivin be pinned more value in homes to attract the dollars of today’s 
sis let lec sharp-eyed home buyers. Quality materials are a must 


—but quality application of those materials is a neces- 
sity, too. That is why the makers of Balsam-Wool 
have prepared a helpful film strip showing exactly 
how any good insulation should be applied for best 
results. It’s a film you’ll want your men to see! 

On this and on the opposite page are shown some 
of the scenes from the film strip, which assure better 
insulated homes. 





af 
Measure 
andeut {7 











Measuring height and stud space to 
assure proper ling of the insulati 
blanket at bottom and top plate. 














BLANKET TO = | fece cn ccnccccsccccecccsoscocboccccocccococed 


me CEILING JOIS REDUCES ATTIC AIR REMOVES 


TEMPERATURE \, ; f MOISTURE VAPORS 


=Oz 
oe 
5s 
< 
IN IN 
SUMMER WINTER ay 





1, TAKE OUT FIBERS 2. FOLD TOP 
TO MAKE TY,” FLAP = TOGETHER 


| 3. THEN 
"STAPLE 























Me 











Showing correct method of sealing cut How the insulating blanket is carried up The film shows how attic ventilation 
ends of blanket for protection against to top of joists where it is then stapled reduces hot air temperature in summer 
wind and moisture penetration. across the ceiling joists. and removes moisture vapor in winter. 
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AIR SPACES 


USE SHORT PIECES UNDER AND . - AUTOMATICALLY | 


OVER WINDOWS ... Caulk with left-over 
wool fiber 








SPACER FLANGES 





Warm side of Balsam-Wool bianket, 
with its efficient vapor barrier, faces in 
—<cold side, with its wind barrier, ovf. 





Here’s a tip! 


SAVE TIME... 
AND GET 
ACCURATE CUTTING 





Important time- and labor-saving ad- 
vantages of Balsam-Wool are described 
in the section on cutting. 


How to see this film 


Get in touch with your lumber 
dealer or write Film Department, 
Wood Conversion Company, St. 


HOW TO APPLY i Paul 1, Minnesota. You'll find 


this film ideal for small or large 
groups—educational training 
meetings—for new apprentices— 


ik RISU LAT J@Ri : as a refresher course for veteran 
2 carpenters and applicators. 


Balsam 
* 
Wool 


SEALED INSULATION 


Sold by Lumber Dealers only 





Prepared by 


Wood Conversion Company 
St. Paul, Minnesota 





*Reg: U.S. Pat. Off. 


(iin 


KNEE WALL FROM 
INSIDE OF _.----.. 
atric 
ROOM. 





















Applying insulating blanket to knee 
wall on the inside of an attic room— 
showing method of stapling and sealing. 
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HOW TO CREATE ROOMS THAT SELL HOMES FASTER NEW 
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TUB ENCLOSURE opens completely, uses 
vinyl snap-on folding curtains 


Extruded aluminum frames colorful, econo- 
mical vinyl curtains in Tubdor’s bathtub en- 
closure that opens all the way from either 





end and fits any 5’ or 5’-6” tub opening. The 
curtains, which snap into top and bottom 
tracks, come in 19 colors, and are replace- 


é é 
Build in Extra Value ane able. Installation une is quoted at “less 


than 30 minutes.” Enclosures for stall show- 


Lasting Carefree Beauty With ee 


Price: (to builders) enclosure, $23.25; vinyl 
curtain, $5.75; luxury fabric, $12.50. 


® 
Manufacturer: Tubdor, Inc., 5671 Freeport 
Blvd., Sacramento, Calif. 


the prefinished surfacing material 


Nothing clinches the sale of a home so quickly as a | 
lovely Nevamar bathroom or kitchen. In colorful 










This is 


NEVAMAR 


> a high-pressure laminate surface 
> designed for long life 
and lasting beauty 
> will not craze, crack or peel 
» withstands boiling water 
> resistant to cigarette burns 
> not affected by grease, 
alcohol, fruit acids, 
ammonia, bleach, ink, 


patterns and natural wood-grains, Nevamar 
creates surfaces of breath-taking beauty on 
kitchen sinks, vanities, cabinets, breakfast bars 
and work tops. It’s designed for lifetime 
beauty and service . . . never needs painting 

















caval O84 Mung a 


Li. aN or refinishing. 





Glass-fiber laundry tub weighs only 10 









anaes: or similar substances H ° : 
Sern” — s Easy te clase! Put this extra selling feature in any home you ik Sahin a Mciais dhilhidadiss aediins 
IAN 
ee ws) build or remodel. Color can be added to any house’s laundry 
NEVAMAR conforms fo Ks center with Fiberglas reinforced plastic tubs, 


We'll be glad to send you samples and any 


: d that weigh only 10 Ib. each, and come in 
information you need about Nevamar. z ; 


NEMA specifications 
blue, yellow and green, as well as white. 
Lifetime units are equipped with a stand- 


DISTRIBUTOR: THE NEVAMAR COMPANY, ODENTON, MARYLAND ard drain, and_ stainless-steel back shelf, 


ready for any deck-type faucets, and 
Lf Lp NAT ONAL WA Te hi , Wh mounted on a wrought-iron frame. 
Price: single, $49.95; double, $102.40. 
Manufacturers of Nevamar High-Pressure Laminates ° SARAN FILAMENTS ow Mol : ; 4 ; 
’ ' a = Manufacturer: Gray-Wilson Co., 6460 Ker- 


QDENTON, MARYLAND + NEW YORK: EMPIRE STATE BUILDING * LOS ANGELES: 5025 HAMPTON STREET cheval, Detroit 7, Mich. 
In-Canada: Richmond Plastics Ltd. « Richmond, P. Q. continued on p. 200 
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You will be delighted at the many different ways Pella Natural 
Wood Folding Doors can be installed to give privacy and maximum 
utility of space. Use them as folding partitions between living room 

and dining room, bedroom and living room, dining room and kitchen. 
Install for regular door openings. Adapt them to closet fronts, 
kitchen cupboards, snack bars — wherever space 
is at a premium. Individual panels, joined by 





continuous spring hinging, fold to about 6” in the 
average door openings. 
Pella Natural Wood Folding Doors are solidly 
built in pine, oak, mahogany or birch (stock doors 
in pine, finished or unfinished; custom doors 
in pine, oak, mahogany or birch, clear varnished 
or unfinished). They are packaged, complete with 
all hardware and concealing track mould, ready 
for quick, easy installation. Laminated construction 
assures straight,:true panels. See Pella catalog 
in Sweet’s Files or mail coupon below. 

CLIP AND MAIL FOR DETAILED INFORMATION 





ROLSCREEN COMPANY, Dept. F-79, Pella, lowa, 
GENTLEMEN: 
Please send FREE literature on Pella Wood Folding Doors. 


Sra as awe 





| NAME 





ADDRESS TEL N 





CITY & ZONE STATE 
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HERE’S A CLOSE-UP OF SAMARA! Naturally a black and white picture 
cannot do justice to Samara’s warm soft coloring, but notice the dis- 
tinctive grain pattern . . . see how much sales appeal it has on a wall 
... and think how little it costs! 
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| | 
@ Weldwood brings you SAMARA 


the genuine hardwood paneling that costs 
only about $21* for an 8’ x 12‘ wall area. 


There is absolutely no substitute for the natural beauty and sales appeal of 
real wood paneling. Samara is an exceptionally beautiful wood! Judge for 
yourself how it compares with your present walls in sales appeal and cost. 


Here’s genuine African hardwood that compares favor- 
ably in cost, when installed, with conventional fin- 
ished walls. 

You can see for yourself why it is no longer neces- 
sary to finish off interior walls in the same old way. 
In fact, you are missing a house full of sales appeal 
if you do! 

With Samara you can panel single walls or do entire 
rooms, at no additional cost. No other solid wall cover- 
ing material even comes close to matching the natural 
beauty and serviceability of real wood paneling. It’s a 
beauty that is away from the ordinary, sets a house 
apart—has a prospect reaching for his checkbook! 


LIFE-OF-HOME GUARANTEE PACKS SELLING PUNCH. 
Like all Weldwood interior paneling, Samara needs 
little or no care. It’s easy to clean. Its cheerful natural 
color is on the order of light mahogany. It can be left 
natural or finished in any number of interesting ways, 
You have a real selling feature in the fact that Samara 
is guaranteed for the life of the home! 


EASY TO INSTALL. Samara can be quickly installed 
and finished by conventional methods. Pre-finished 
Samara panels are particularly suitable for the new 
Weldwood Contact Cement Method of installation, 
which eliminates nails. Weldwood mahogany mold- 
ing provides still another way. Your nearest Weld- 


wood distributing unit will be glad to provide complete 
installation instructions. 

OUR SALESMEN ARE AT YOUR SERVICE. As a service 
to you and your lumber dealer, our salesmen are 
available to assist you in planning the use of Samara 
and other United States Plywood Products in your 
homes. Call any of our branches for this service. 


SEE YOUR LUMBER DEALER. See Samara and other 
fine Weldwood paneling at your lumber dealer’s today! 
See the complete line, including Weldwood Stay- 
Strate® Doors and Fire Doors at any of the 73 United 
States Plywood or U.S.-Mengel Plywoods distributing 
units in principal cities, or mail coupon. 


FOR YOUR MAXIMUM SATISFACTION 


wet uss 


WELDWOOD 


PLYWOOD 


ah, 


MTERIO® GRADE WHOWOODE FLYwor 
PUARAMTEED FOR THE Life OF THE HOUSE 





This Weldwood Guarantee display plaque in 
genuine walnut, 1134’’ x 74”, is available free 
for builders featuring Weldwood paneling. 
Ideal for model homes. 


t Trade Mark 


AVAILABLE IN HANDY 4‘ x 7‘ AND 4’ x 8’ SIZE PANELS—'/4” THICKNESS 


* Approximate price for unfinished panels. For factory-finished panels, ready to install, contact your Weldwood dealer for prices. 


Weldwood 


United States Plywood Corporation 
World’s Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 
U.S.-Mengel Plywoods, Inc., Louisville, Kentucky 
In Canada, Weldwood Plywood Ltd., Toronto and Montreal 
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UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. HH-10-54 


FREE [_] Please send me free sample of Samara; 


[_] Send me 24-page Contractors and Builders Book 
packed full of Weldwood data and specifications. 


DOAIIE 6 oc dis cccc cbc cede cecctceddedccesces cdgessuenseabeeewhes eeeee 
PORES occ iwecccccteccccccccccccccdcccce désucleevet swdeckeanese . 
GO Sa aieln c Kivcdcecsenesccdeteasesidecsqecess STATE eeee 
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ELECTREND ELECTRIC 
HEATING SYSTEM 


culating Method 
Uniform Heat 





Exclusive Cir 
Provides 


AT MODEST COST! 





Electric heating is already prov- 
ing highly successful in thou- 
sands of homes. ELECTREND 
offers you the most satisfactory 
method for heating added rooms 
...or for augmenting inadequate 
heating plants in older homes. 
Why wait? Get the facts — then 
recommend ELECTREND. You'll 
gain more satisfied customers; 
show a higher profit on every job! 


CHECK THESE 
ELECTREND ADVANTAGES 


@ Pulls warm air from ceiling, ree 
heats and circulates into room. 

@ Simple, low-cost installation. No 
special skill required. 

@ Outstanding safety. UL approved. 

@ Completely automatic. Thermo- 
statically controlled in every 
room. 


@ long years of satisfactory per- 
formance. No maintenance — 
annual checkups eliminated. 

@ 100% clean. Customers appreciate 
absence of ashes, soot, smoke, 
fuel. 


Exclusive Electrend 
Circulating Principle 


The exclusive ELECTREND sys- 
tem pulls warm air from ceiling, 
reheats and circulates into room 
through register at floor level. This 
method gives more comfortable, 
uniform heat and represents a sav- 
ings in operating costs. ELEC- 
TREND units have been designed 
for new construction or supple- 
mentary heating. 





Write today... Free Literature 
tells complete ELECTREND story! 


sctren 


ELECTREND PRODUCTS CORPORATION 
St. Joseph, Michigan 
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GARBAGE ELIMINATOR decomposes wastes, 
has no moving parts 


Household garbage is liquefied in the Bard- 
Matic Eliminator much the same way that 
sewage is disposed of in septic tanks, with 
a chemical compound used to initiate the 
action which is then self-perpetuating. 
The 24” diameter unit is sunk 18” into 
the ground, with the cone-shaped top almost 
waist high (23”). Bones, coffee grounds and 
egg shells can be handled along with other 
organic wastes, but paper, metal or glass 
cannot be assimilated. The lid seals against 
a neoprene gasket to prevent odors escaping, 
and the unit is rodent- and animalproof. 


Price: $29.95. 


Manufacturer: Bardmatic Corp., 1780 Har- 
vey St., Muskegon, Mich. 





VACUUM SYSTEM removes anthracite ashes 
from furnace, deposits them outdoors. 


Solid fuels have long been handicapped in 
their competition with oil and gas because 
of the ash removal problem, but a newly 
introduced vacuum system makes the burn- 
ing of anthracite coal as fully automatic as 
any other fuel. The Vacuum Ashaway uti- 
lizes a crusher grate to reduce ashes to fine 
particles; then a vacuum created by a motor- 
driven turbine sucks the ashes through sealed 
tubes to receptacles outside the house, ready 
for removal by trash collectors. The house- 
holder need never touch ashes, and the sys- 
tem may be used with hand-fired as well as 
stoker furnaces. 

When combined with a _ bin-fed_ stoker, 
the Vacuum Ashaway eliminates any manual 
service to the coal furnace, and frees the 
basement for living or recreational space. 


Price: $167, plus installation. 


Manufacturer: Lehigh Valley Coal Sales Co., 
90 West St., New York 6, 
pe @ 

continued on p. 204 











Here are important facts 
for the “man behind the gun” 





This White 18” Dumpy level has 

...more of the 
features you want, 
yet costs you less! 


Before you buy, compare this White 
Dumpy level with a similar model of 
any other recognized make. From 
every standpoint — design detail... 
quality construction . . . work-speed- 
ing, life-lengthening features and cost 
— you'll quickly see why a White's 
the best buy you can make. It will 
make your work faster, easier, more 
accurate. Check this comparison chart: 





Instrument 
D. White 
FEATURES =o. 7080) A 8 





Magnifying power 
of telescope 35X 30X 27% 





Distance away you 
can read 1/100 ft] 1200 ft. | 1050 ft. | 900 ft. 

















graduation 
Diameter of : . ‘ 
objective fens 1.81 in. |1.485 in.| 1.69 in, 
Field of view (in 64! 52’ 60’ 
minutes of arc) 
Coated optics YES Yes Yes 
Covered leveling YES YES YES 
screws 
Can you easily 
replace worn YES NO YES 


leveling screws 
in the field? 





Sensitivity of level 
vial (in seconds 20” 20” 25” 
of arc per 2mm 
of graduation) 





Price — complete 
with carrying 
case, tripod and | $295.00*| higher | higher 
accessories — 
F.0.B. factory 


























For complete details on the 18-in. 
Dumpy level and other equally fine 
engineering instruments, see your 
David White dealer, or write direct to 
Davip WHITE Co., 314 W. Court 
Street, Milwaukee 12, Wisconsin. 


We offer complete, expert re- 
pair service on all makes, 
all types of instruments. 





*Price subject to change without notice. 
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EXTRA COMPACT YEAR ROUND FRIGIDAIRE CONDITIONER 


... provides both heating and cooling in a 





























FITS IN UTILITY ROOM 


Seg 


























ME 


FITS IN BASEMENT 


L —— 
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Single unit no larger than many furnaces alone ! 














Now add “One Temperature Home” sales 
appeal to any building plan you have 


Imagine . . . a year “round conditioner so compactly con- 
structed, it can be installed even in a closet! Frigidaire 
brings you this marvel of engineering, a low-cost packaged 
combination cooling-heating plant that offers you the 
potent selling advantage of a“One Temperature Home”! 
And coupled with the appeal of automatic heating and 
summer cooling is Frigidaire’s matchless reputation for 
quality, performance and dependability. 

The Year Round Frigidaire Conditioner is specially 
designed to fit compact present day building plans. It is 
so simple to install this single combination unit that in- 
stallation costs are pared to a bare minimum. Further 
savings are made possible by its adaptability. It fits handily 
in a closet or utility room of the ranch-type house so pop- 
ular today, eliminating the extra cost of a specially built 
enclosure. Even when installed in a basement, its small 
space requirements free a larger area for recreation or 
other building plans. 

Available with choice of oil or gas fired heating units. 
Cooling power is supplied by Frigidaire’s famous precision- 
built XD Meter-Miser Compressor, warranted for 5 years. 
Cushioned blower assures quiet operation. Large, efficient 
air filter screens out dirt, dust and pollen. 








Year ‘Round Frigidaire 
Conditioner — 46” wide, 25” deep at base, 
76” high. Voltage— 230, 60 cycle, Single 
Phase; or 220, 60 cycle, Three Phase. 

For complete details see the Frigidaire 
catalog in Sweet’s File, or call your Frigid- 
aire Air Conditioning Dealer—or the 
Frigidaire Distributor or Factory Branch 
that serves your area. Or write: Frigidaire 
Dayton 1, Ohio. In Canada, Toronto 13, 
Ontario. 


&é» Frigidaire Conditioners 


BUILT AND BACKED BY GENERAL MOTORS 
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A finished home in the Donnay-Reitz 60-house luxury development known as 
Bohland’s Edgcumbe Hills. Flexivents accent low lines of architectural styling. 


Builder hails 


as help in designing and building 


“Not only do Flexivents help us to build 
better homes materialwise, they also help us to 
design better homes,” says Martin H. Reitz, 
President-Treasurer of Donnay-Reitz, Inc., 
leading project builders in St. Paul, Minnesota. 
“We like all Andersen features . . . superior 
quality hardware, defect-free material, toxic 
wood treating, snug fit of sash to frame. We 
know, too, that the homeowner can depend 
upon the reliability of Andersen Flexivents.” 

All over the nation the Andersen Flexivent 
is growing in popularity with contractors who 


Easy to assemble! Completely packaged Easy to install! Workmen quickly install build homes for sale. In every price range, Flexi- 
Flexivent Units are easily assembled on combination of Andersen Flexiviews and 7 ‘ thi larit ith its hich 
the job for immediate installation. Scene Flexivents—provides for big view with ven boas =o a ta sameattet i , 2 _— 

above at Westward Ho project. plenty of ventilation. quality, its low cost, its extreme versatility. Why 





Andersen Corporation * BAYPORT, MINNESOTA 


















HENIVENTS adaptable 10 wide 


range of housing styles 


As a builder of homes ranging from $12,000 to $45,000, Martin 
Reitz states, ‘“‘Flexivents are a must for us with their economy 
and ease of installation and their perfect adaptability to stand- 
ardization of construction.” 








Homes in Roseville Terrace, 134- Interior of model home in latest 
home Donnay-Reitz development. Donnay-Reitz project, Westward Ho, 
Popular awning use of Flexivents. Note new Flexiview Picture Units. 


| HEATHEN 


better homes 


; not look into the many advantages of Flexivents 
id : in the next project you build or furnish? 
mt : You can get full information on Andersen 
" Flexivents by writing Andersen Corporation 
2 for Detail Catalog or Tracing Detail File. 
m WINDOWALLS sold by millwork dealers through- 
iat out the country including the Pacific Coast. 
‘ic *TRADEMARKS OF ANDERSEN CORPORATION 
Ve a. 
ad i 
~ | Andersen As 
ho < 


COMPLETE Woo 
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old style arch Ce 

ways opened to - : 
ceiling level... é] Ean eg 
or walls removed PACKAGE ALUMINUM WINDOWS include in- APE 
between rooms terior and exterior trim in 

are but two of 

many ways to Installing windows, either horizontal or ' 
provide flexible double hung, is a one-operation job with the TE oi 


Best-Vent and Per-Fit packaged windows, 


which incorporate interior and exterior trim 


living with... 





extrusions, in addition to the basic window. 
On-the-job adjustments can be made for any 


. wall thickness from 414” to 5 5/32” through a és 
Ld LZ, the use of adjustable nailing fins. Both win- « SG E ert 
A, OTe. dows have a feature that should appeal to of a : ee 
the home buyer in their “built-in” provision = | _ 


for storm sash and screens, an integral re- 


b ring o I d cess in the frame that assures perfect fit for S PA RTAN 


sash and screens added later, with a Koro- 


and new homes essa penne 
ss seal gasket to minimize heat loss. 
up to date Exterior trim is applied to the window 
frame, and has a simple, but positive, lock 


with the adjustable nailing fins. Fins are also An extremely versatile natural clay type 
Capitalize on the trend to smart, open available for masonry construction that auto- tile, available in full range of attractive 
interiors. Fashionfold Doors provide matically center the Best-Vent in masonry unglazed colors. Sizes 1x1, 2x1, 2x2, V4” 
maximum convenience...are woven of block slots. Weatherstripping is stainless a ii high dees of tlerit ape. 
Northern Basswood in striking wide steel, and Koroseal glazed. Matching screens ircnuied Fy iikice of Gtineilill pncdines 
and intermediate narrow slat pattern. and storm windows are available. for easy and inexpensive setting, even 
Remodeling costs less because doors in irregular spaces. 


are prefinished, installed in minutes. 
Ideal for room dividers, between room 
openings and “open-wide”’ closets. 
Write for free folder 706A. 


A most practical tile for floors in Schools, 
Hospitals, Institutions and Swimming 
Pools. 


Other Spartan Specialties include: 


DRESDEN PORCELAIN — A vitreous porce- 
lain body tile in sizes 2x2, 2x1 and 1x1 approx. 
Eleven attractive colors to harmonize with or 
match glazed wall tile. Stain resistant. Easily 
cleaned. For residential and light duty com- 
mercial floors. 


CONDUCTIVE TILE — A much needed tile 
for Hospital Operating Rooms. Provides a con- 
ductive medium to dissipate electrostatic 
charges on personnel and equipment in contact 
with floor. Meets all specified requirements of 
National Fire Protective Assoc. Bulletin No. 56. 


THE HOUGH SHADE CORPORATION 


1021 Jackson @ Janesville, Wisconsin ee 





IN CANADA: Canadian Ventilating Shades, LTD. | 
481 Reid Street, Peterborough, Ontario | 


Write for Complete Information 


THE 


SPARTA 


CERAMIC CO. 


One of the Largest 
Manufacturers of Floor Tile 
pave 1938 












Interior trim has an etched satin dip-lac- 





quered finish that resists marring and scratch- 
ing. It fits flush with, and is fastened to, the 








frame, has flush mitred corners, and may be 
installed right over finished interior walls. 


Price: Best-Vent (double hung) 3’ x 4’, win- 
dow $20; trim and nailing fin, $12.50. Per- 
Fit (sliding) 45” x 25”, basic window $20; MEMBER TILE COUNCIL 





AND THE PRODUCERS’ COUNCIL 


trim, $7. 
P.O. BOX 7, EAST SPARTA, OHIO 





Manufacturer: Per-Fit Products Corp., 1200 
EF. 52nd St., Indianapolis, Ind. 





Fashionfold Doors save wall and floor 
area once wasted by swinging doofs. continued on p. 210 
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WORTHINGTON MAKES AIR CONDITIONING NEWS (am 
ciated 


WHISPER-QUIET OP- 
ERATION. Smooth- 
running compressor 
is hermetically sealed 
and shock-mounted. 
Vibration-free blower 
is permanently lubri- 
cated and dynami- 
cally balanced. Cera- 
mic-coated heat ex- 
changer muffles 
burner noise. 





ONE-POINT THERMOSTATIC CONTROL. Home- 
owners can change from summer cooling to 
winter heating by flicking a switch and setting 
temperature wanted. No fiddling with dampers. 






































s The smallest year-round home 
air conditioner on the market! 


That’s right! The brand-new, 1954 
Worthington year-round air condi- 
tioner takes up less space than any 
other unit of the same capacity. It 
measures only 29” deep x 42” wide 
x 70” high, goes through a 30” 
door. 

It’s a completely modern forced- 
air heating and cooling unit; so good 
looking it can be installed in a play- 
room; so compact it can fit into a 
closet. We designed this unit for easy 
installation in any type of home. 

Home-owners have their choice of 


gas- or oil-fired heating. Either way, 
they get economical, balanced heat. 
And the hermetically sealed cooling 
unit has a five-year warranty. 

Take a long look at some of its 
“years ahead” features shown in the 
photos. Then see your nearest 
Worthington distributor for more 
facts and figures. Ask for our new 
folder, “What Every Builder Should 
Know’”’, C-1100-B54, or write 
Worthington Corporation, Air Con- 
ditioning and Refrigeration Division, 
Harrison, N.J. A.A.58 


Wenrneneres 





Climate Engineers to ieee Business and the Home 
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says Fort Wayne’s 
John R. Worthman 


Regional Vice President, 
Executive Committee, NAHB. 





This is the “‘star’’ of NAHB’s new 45 minute 
color movie, ‘Million Dollar Castle."’ 

John Worthman built it. It typifies the house 

of today. Via this new NAHB-produced movie, 
it helps demonstrate to prospective homeowners 
the kind of solid value today’s builder offers— 
better homes for the money through improved 
methods and materials. The Insulite Shingle- 
Backer System helped put this story across. 
This new, approved way to build double-course 
shingle sidewalls added extra insulation 

value, greater bracing strength and modern 
beauty to this home, yet cut building costs $83 
per thousand square feet of wall area. 


Pictures at right show how. 






“We saved *83 
‘Million 











Bildrite goes up faster, easier. Cuts 
application time as much as 43%. Four- 
foot sheets have more than twice the 
bracing strength of horizontal wood 
sheathing, thus save corner-bracing 
(F.H.A. accepted). Waterproofed 
throughout with asphalt. Eliminates need 
for building paper. Practically eliminates 
cutting and matching loss. 





Dollar 








RR 0, me a 
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‘build and insulate with 


INSULITE DIVISION 

































per M sq. ft. on 
Castle’ with Insulite:”’ 











Insulite Shingle-Backer speeds » These stars can help you sell. Left to right, 
‘completions. Developed by Insulite, Walter Abel, Beulah Bondi, Bonita Granville, 
the handy panels apply far faster and Kent Taylor. These star salesmen of your NAHB- 
easier than wood under-course shingles produced “Million Dollar Castle’’ can help you 
. . . cut application time in half. Elim- tell the story of today’s big home value. This new 
inate waste. Produce deep, modern color movie is now available for showing to 
shadow-line. Add extra insulation value. groups in your community. Want to arrange a book- 
Waterproofed throughout with asphalt. ing? Just contact your local NAHB chapter. There’s no 
Come in easy-to-handle packages. cost or obligation. Want to know how Bildrite can help 

cut your costs? Write Insulite, Minneapolis 2, Minnesota. 











INSULITE, AND BILORITE ARE REGISTERED TRADE MARKS. 


| cuneen MIS OLITE. , 


the original structural insulation board * a 


Minnesota and Ontario Paper Co., Minneapolis 2, Minnesota 


























Is your customer always right? 


As far as you are concerned he is! He is right about what he wants, what he needs and what he likes. 
And low down payments with attractive monthly installments are making him even more particular 


about what he buys. 


Consequently the “extras” you include in your building plans are the ones that 


influence the ultimate sale. 


Many successful builders have found that Gate City Wood Awning Windows 
mean increased customer appeal and increased sales. Here’s why! 


Versatile, Gate City Windows can be used in almost limitless combinations. Their smart design 
and clean horizontal lines give any dwelling a distinct, individual appearance. And they provide 
the home owner with more advantages for year‘round comfort. 


%* The NEW Gate City Aluminum Window establishes a NEW standard for Aluminum Awning 


Windows with Self-Adjusting Sash, Extruded Aluminum Strip Glazing, 
Completely Enclosed Hardware and Lasting Permanized Finish. 


These extra designed-in features make this unit 


well 


Fill out and send in the attached coupon TODAY, for full infomation on how 


Gate City Win 


mE GATE CITY SASH & DOOR CO., DEPT. HH-10 


See our Catalogue in Sweet's. | 








AWNING WINDOWS 7 


“You can Specify Gate City with Confidence” @ 





worth the additional cost. 


dows influence more sales! 





P.O. Box 901, Fort Lauderdale, Fla. | 
Gentlemen: I would like complete information on 

[_] Gate City’s Wood Awning Window | 
[_] The New Gate City Alumiuum Awning Window 





Name 
Address 
City 


—_—————_—-— ro re 
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EVERY TENANT 
HIS OWN 





Nine B & G Boosters, individually controlled by room thermostats, 


circulate hot water to each zone. 


For QUIET operation and 
long, trouble-free life, 
you can depend on the 
B & G Booster. Send for 
Bulletin DG-950—see 
the reasons why this 
pump is the biggest 
seller in the field. 













q=) 
UG, 


*Reg. U.S. Pat. Off. 


WEATHER-MAKER 





B & G Flo-Control Valves, installed in the supply mains, prevent an 


override in temperature when the Boosters shut off. 


Some like it warm, some like it cool... but in this apartment 
building, B & G Hydro-Flo Heating keeps everybody happy. 
Each tenant can have the temperature considered most 
comfortable—and raise or lower it at will! 

The building is divided into nine zones, each equipped 
with a thermostatically controlled B & G Booster and a 
B & G Flo-Control Valve. Economy of operation as well as 
comfort is achieved, since zoning permits compensation for 
differences in exposure, solar effect and temperature 
preference. 

When you install a B & G Hydro-Flo Forced Hot Water 
System, you’ve laid the groundwork for the most modern 
comforts and conveniences. You've provided better heating 
...uniform temperature—warm floors—draftless rooms. 
You've assured fuel economy and the convenience of low- 
cost, all-year domestic hot water. Snow-melting and summer 
cooling equipment can be added at any time. 


Send today for booklet FS-953. 


BELL & GOSSETT 


. €& wa fea nw yr 
Dept. DP-10, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O' Connor Drive, Toronto, Canada L, 
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WATER REPELLENT 
PRESERVATIVE 










CONTAINING 


PENTAchlorophenol 
The Unseen Value You Can Sell 


... and Sell! 








When you use Woodlife treated wood that 
goes in the homes you design you’re gain- 
ing these important advantages... 


A Powerful Sales Feature... Because 
Woodlife so effectively guards against 
warping, swelling, shrinking caused by 
water absorption—and gives immunity to 
termites and decay. 

A Higher Value... For the same rea- 
sons, lending institutions invariably give 
higher appraisals to Woodlife-treated 
homes—to an extent far greater than the small 
cost of the treatment itself. 


Value That Lasts! ... Woodlife enables 
you to present the charm and utility of 
wood in all its aspects with the knowledge 
that you’re building for LONG-LASTING 
SATISFACTION! 

SEND TODAY for the informative folder, 
‘WOOD PRESERVATION WITH 
WOODLIFE” which gives test data along 
with suggested specifications. Ask your 
retail lumber dealer, jobber, or write: 


Protection Products 


MANUFACTURING COMPANY 
Since 1921 
Dept. H Kalamazoo, Michigan 
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NEW 
PRODUCTS continued from p. 204 





Various intakes may be used in 
different locations in the multiple 


venting ‘‘Kitchen-Aire’’ system. INTERIOR 
GRILLE No. 1 


ADJUSTABLE 
DIFFUSER GRILLE No. 2 

















laosustasie ~ 
qe DIFFUSER GRILLE No. 3 i 







KITCHEN -AIRE 7. 
EXTERIOR sy, 
FAN UNIT 


Pulls from Outside 


VENTILATION of new or remodeled house 
is made easier by improved exhaust fans 


Fast, efficient removal of smoke, odors and 
heated air is a prime requirement in the 
modern house, and the ail-aluminum Kitchen- 
Aire offers a multiple venting system that 
permits air to be exhausted from kitchen, 
bath, game room or any combination of 
these areas. A 7” centrifugal-type impeller 
fan, mounted on an exterior wall, is connect- 
ed through 7” ducts to ceiling or wall open- 
ings in any rooms desired. 

The three-speed fan has a capacity of 800 
cfm, and is available in roof or wall venting 
models (a single intake model only moves 
400 cfm). Motor and fan are both housed 
outside the wall to reduce noise, and the mo- 
tor is sealed in a separate compartment out- 
side the air stream, away from inflammable 


Simplicity of ‘Trade 
Wind”’ assembly is shown 
(left). Fan blades are one 


d grease, Retail price: wall-mounted, $69.95; 
piece. 


roof-mounted, $74.95. 
The Trade Winds ventilator uses the axial 


Mi 4" he ie x a 
ea ere. flow principle of air movement, with three 






Gh airfoil-shaped blades mounted on a relatively 
ae Nae 

POSITION FAN HOUSING 

& NAIL MOUNTING BARS 





large hub. The assembly is mounted in a 






Venturi-shaped housing which increases the 





velocity of air being exhausted, A one-piece 
plastic intake is reminiscent of a jet plane’s 
air-gulping nose, and the fan capacity is 300 
. cfm. The unit may be mounted in wall, ceil- 
7” DIA. ROUND DUCT (PART OF WALL CAP) ing or cabinet. Retail price: $26. 

w= Liebe ole a A cabinet designed specifically to house a 
kitchen exhaust fan has been added to the 
Republic line of steel cabinets. Built to ac- 
commodate either Trade Wind or Nu-Tone 
models, the cabinet is 42” wide, 18” high 
and 13” deep, with the exhaust permitting 
ducting along the soffit to the nearest outside 
wall or directly to the rear. Retail price 
(without fan): $33. 


Manufacturers: Kitchen-Aire: Stewart Indus- 
tries, Inc., 320 E. St. Joseph 
St., Indianapolis, 2, Ind. 
Trade Wind: Trade Wind 
Motorfans, Inc., 5725 S. 
Main St., Los Angeles 37, 
Calif. 
Republic: Republic Steel 

Ventilating cabinet, mounted above Kitchens, 8th St., N.E. Can- 

stove, houses exhaust ductwork. ton, Ohio 
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Gold Bond Gypsum LA I H and PLAS I E R coe 
a NA I URAL C OMBINA I / ON for fine interiors 





quality difference that your lathing and 
plastering contractor can demonstrate! 


Gold Bond Lath and Plaster, applied by cer- 


tified craftsmen, combine naturally to pro- 


duce fine building interiors every time. These 
related building products are designed to 
work together to give a house strength, fire- 


Gold Bond Gypsum Lath forms a strong, permanent 
base for gypsum plaster. Provides extra fire resist- 
ance and adds rigidity to the framing. 


protection and lasting beauty... features that 
prospective homeowners demand. And the 
durably smooth, ready-to-decorate plaster 
walls are pleasant to the touch...a quality 
that helps turn lookers into buyers! 


So, for a natural combination that sells 

homes, specify Gold Bond Lath and Plas- 
ter products on your next job. Rely on 
the undivided product responsibility of 
National Gypsum Company. There’s a 


Build better with 


Gold Bond 





e°¢ L 





NATIONAL GYPSUM CO. - 


Gold Bond Insulating Gypsum Lath has all the fire- 
resistant features of standard lath plus an a/uminum- 
foil barrier to reduce heat and vapor transmission. 
Gold Bond Gypsolite is a “one-package” mill-mixed 
perlited gypsum basecoat plaster. Cuts weight on 
walls by 50%, provides added fire resistance plus 
insulation benefits. 
Gold Bond Finish Lime — uniform high quality for 
consistently better finishes, wall after wall... job 
after job. Normal Type for overnight soaking; 
E-Z Soak for immediate use. 


BUFFALO 2,N.Y. 





Finish 
Plaster Lime loth Loth 


Fibered Gypsum 


Plaster 


ATH AND PLASTER 


Gypsolite Gauging 





Lathing 
Accessories 








OCTOBER 1954 





211 

















Window 


Here’s the Picture 


they'll love to live with... 
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the room. This Truscon 
Steel Picture Window can 
lighten and brighten your 
homes. It provides wide-open 
spaciousness, wonderful day- 
lighting, easy ventilation. 
Your clients get complete 
freedom of furniture arrange- 
ment. Ventilator opens in to 
allow draft-free air circula- 
tion. Rain stays out. Ideal in 
air-conditioned homes. Works 
well with attic fans. 





Se ptttractive from the street. This window invites 


buyers into your homes. It offers the perfect frame for lawn, 
garden or patio views. Dignified, interesting architectural 
detail blends with all home styles. Buyers have excellent 
opportunities for handsome drapery arrangements. 


TRUSCON STEEL PICTURE WINDOW j 
WITH SILL VENT wee 


This outstanding window value is all-steel. It has the structural 
strength for picture window use, yet is gracefully slim, free from bulk. 
It can’t warp, swell, shrink, or rot. This window stays airtight and 
weathertight for good. The all-steel ventilator stays easy to operate, 
resists bending or twisting out of line. 


Truscon Steel Picture Windows are made to the same standards as the 
famous Truscon Series 138 Steel Double-Hung Window—the largest 
selling window of its type. They are perfect companions for up-to-date 
homes. Strong steel sections are chemically treated to resist rust, and 
finished with baked enamel. Details and specifications in Sweet’s File; 
or write Truscon. 











TRUSCON® 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1056 ALBERT STREET 
YOUNGSTOWN 1, OHIO 
Export Department: 
Chrysler Bldg., New York 17, N 
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THE 
OAK FLOORING 
WITH THE NAIL-GROOVE 










@AkWTO®e 
Veg OAK FLOORING 





Leading builders have proved that the beauty of Lockwood Oak 
Flooring helps sell homes on sight! 

Yet, Lockwood’s precision-milling, soft texture and other features, such 
as nail groove, save up to 35% in laying and finishing cost. 







Lockwood comes from nature's finest 
native oak, grown in the Ozark Moun- 
tains. It is kiln-dried in compartment, 


cross-circulation, fan-type kilns, the same é ) A K = 
o tf AA 










kind used by manufacturers of fine furni- QUALITY 


LOORI 





ture where gluing-up is required. Lock- . “ m CCUM Se OAK 
wood lays easily and lays straight. FLOORING 
Springfield, Mo. SINCE .. 
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Spark the buying urge 
with Wall-Tex decoration 


The instant your prospects walk through 
the door, beautiful Wall-Tex decoration 
says, ““Here’s the home you've been looking 
for!” The superb new patterns, the luxu- 
rious fabric texture of Wall-Tex give the 
perfect finishing touch to show off fine 
homes at their very best. 


Wall-Tex beauty is far more than surface 
deep. Its tough cloth foundation strengthens 
every type of wall, helps prevent unsightly 
plaster cracks, resists scuffs from furniture 
and toys. And Wall-Tex is repeatedly wash- 
able. For years of easy maintenance and 
long-lasting beauty, Wall-Tex is a wise buy. 


Pre-trimmed for easy hanging 


Wall-Tex is 24-inches wide and pre-trimmed, 
goes up quickly and easily. The coupon will 
bring you swatches 
of Wall-Tex and tell 
you just why it will 
speak right up and 
do a real selling job 
for you. 













m@ WALL-TEX 


fabric wall coverings 


maint ORB ET UND o> 
Be «x 
OG 









> 


uaranteed by @ 
Good Housekeeping 


~ 
$2745 anvranseo WS 


. 
Columbus Coated Fabrics Corporation 
vept. HH-104, Columbus, Ohio 





Send your File Folder on Wall-Tex and Sample Swatches. 


Name ae AGES OE a — aienils 
Street inti 
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TECHNICAL PUBLICATIONS 





HEATING. Application of Gas Unit Heat- 
ing, Bul. SA-541. Reznor Mfg. Co., Dept. 
HH, Mercer, Pa. 20 pp. 4” x 9” 


Advice on heater selection and installation, 
a schematic diagram of gas unit heater “‘in- 
nards,” and a formula for computing heat 


losses in houses. 


FLOORING. Amtico Rubber Flooring, and 
Amtico Vinyl Flooring. American Biltrite 
Rubber Co., Dept. HH, Trenton 2, N. J. 
4 pp. ea. 81/7.” x 11” 


WIRING. What’s the Big Idea in Air Con- 
ditioning in '54? Arrow-Hart & Hegeman 
Electric Co., Dept. HH, 103 Hawthorn St., 
Hartford 6, Conn. 4 pp. 81/2" x 11” 


Photographs, catalogue numbers, electrical 
ratings and packaging information on wir- 
ing devices designed for air-conditioning in- 


stallation. 


HEATING. Royal Jet System. Royal Jet, 
Inc., Dept. HH, 1024 Westminster Ave., 
Alhambra, Calif. 4 pp. 81/2” x 11” 


Technical data and drawings of this new, 
ductless, forced-air heating system, 


ROVAI 


AIR CONDITIONING. Residential Air-Con- 
ditioning Control. Penn Controls, Inc., 
Dept. HH, Goshen, Ind. 84 pp. 81/2.” x 
11”, $1.50 


The “how,” “why,” and “where” of controls 
for heating and cooling systems. Current 
practices and basic constructions used by 
various manufacturers are considered and 
control methods are suggested. Photographs 


and diagrams. 


INSULATION. Gold Bond Rockwool Insu- 
lation Products. National Gypsum Co., 
Dept. HH, 325 Delaware Ave., Buffalo 2, 
N. Y. Two booklets, 22 and 16 pp. 812” 
x 11” ea. 


Two definitive booklets on the properties and 
uses of insulation, including comparative U 
values, degree day map, and application in- 
structions for new and old construction. 














Home buyers appreciate features that 
make housekeeping easier. That’s just 
what combination screen and storm sash 
will do. When made of Armco Steel 
ZinccriP, this sash is finished in attrac- 
tive baked enamel that clings tightly to a 
specially-treated zinc surface. Long life 
is assured by the full-weight, hot-dip zinc 
coating beneath the paint. 

For new construction you can save on 
installation time by using “prime win- 
dows” made of Armco Zinccrip. These 
complete units can be installed in a few 
minutes. There’s no on-the-job glazing, 
refitting, painting and attaching of hard- 
ware. They offer the same conveniences 
as the combination screen and storm sash. 

Armco Steel Zinccrip is used by 
numerous sash manufacturers. For their 
names just write us at the address below. 


Aveo Stool == 
Corporation \” 


4864 Curtis Street, Middletown, Ohio 

Sheffield Steel @ Armco Drainage & 

Metal Products, Inc. ® The Armco 
aha-taar-Baleler-l mm Orelaelela-Ralele 
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HEATING * COOLING 


Affiliate of Reynolds Metals 
16 Pearl Street 
Metuchen, New Jersey 









top quality heating 


at a budget price 





the RICHMOND Budgeteer 






leah ettetateteteletateteletatete wlatalated 


type SV-36-G 


Here’s a new steel, gas-fired furnace designed to 
solve many of your installation and service 
problems. The Budgeteer is amazingly compact — 
ideal for limited floor space installations in utility 
rooms, closets or alcoves—it’s approved for one inch 
clearance. All working parts are easily accessible 
from the front for complete servicing. Rated at 
70,000 Btu/hr. input, the Budgeteer SV-36-G 
provides fully automatic operation for constant, 
dependable heat. The low-speed, direct-drive 
blower makes for quiet, efficient operation. 


Heating element and radiator are of heavy gauge 
steel welded together in one compact unit with 
all-welded, gas tight seams. Insulation is heavy 
corrugated asbestos, faced with aluminum foil. 
The Budgeteer’s sturdy, steel casing is finished in 
smooth Hammertone baked-on enamel in 
attractive light green color. 


Approved by the American Gas Association 
Laboratories for use with natural, mixed, 
manufactured, liquified petroleum and LP air 
gases, the Budgeteer is engineered to provide long, 
efficient operation at a budget price. Write for 
complete specifications. 





HH-10 


RICHMOND radiator company 


16 Pearl Street, Metuchen, N. J- 


Please send me complete information on the new SV-36-G 
Budgeteer [] the new “Weather-Aire” 1] 


NAME 





COMPANY 





ADDRESS 





cITY. STATE 





We are [J architects [) builders [j heating wholesalers 
(J heating contractors. 
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ARKANSAS SOFT PINE 


SIGNIFIES 
Ctabilized Soft Texture 


It Gives You Matchless 
Satin-like Interior Trim 

for Beautiful Woodwork, 
Built-Ins and Wall Paneling, 
Never To Be Marred By 
Raised Grain. 











First choice for interior trim of every 
builder and cabinet-maker who 
know it. Arkansas Soft Pine Satin-like 
Interior Trim is stabilized at correct 
moisture content by precision drying 
in modern kilns. Miters and joints do 
not open up. The wood contains no 
pitch. There is no “pull” between 
summer and winter growth. Finishes 
are evenly absorbed and retain their 
color. Surfaces stay satin-smooth, 
free from raised grain. These are the 
dependable qualities of this stabilized 
soft texture that back up your work- 
manship with Satin-like Interior Trim 


of superior, lasting beauty. 


Sold by lumber dealers east of the Rockies in standard 
8000 Series, A. |. A. and special patterns. For com- 
plete data, specifications, finishing instructions, efe., 
send for your copy of this Handbook for Builders 
++» FREE. 





RKANSAS SOFT PINE BUREAU 


LITTLE ROCK, ARKANSAS 


777 BOYLE BUILDING 
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trademark for 


QUALITY ana SERVICE 


in OVERDOORS! 






cacieiiauaill 


, Kee Door 


MAIN OFFICE AND FACTORY 
90 Hankes Ave. + Aurora, Illinois 





cee ACTA T 
































NOW ... for project builders! 
PRE-CUT, pre-built 


11” wide panels 












& 


FRE E 

CLOSET PLANNIN 
informativ’ 
plished ©" 


cg BOOKIE! 





The most 
booklet ever PY 
and ADD the beauty, 
protection and SALEABLE value of aromatic red cedar 
lined closets for little or NO more than the cost of ordi- 
nary plaster! No waste because SUPERCEDAR 11” wide 
panels are pre-cut to your specified lengths! Also avail- 
able are 4 and 8-ft seal packaged strip lining. Sold by 
building supply dealers everywhere. For details, write— 


Save time and labor... 








GEORGE C. BROWN § 


BROWN 
|SUPERCEDAR & CO., INC. 






World’s Largest Manufacturer of Aromatic Red Cedar 
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COSMIC DESIGN 
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COSMIC 
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Whether it’s the Haddam, Cosmic, 
Mono or Brunswick design, the 
moment you install a Russwin 
Stilemanor you'll know that here, 
indeed, is the lock for you. 


_tctuah of 


Beauty ! 


As a builder concerned with construc- 
tion, you'll appreciate the Stilemanor 
for its ease of installation — a fast, 
simple operation that saves time and 
labor on job after job. Appreciate, too, 
its quality construction features — 
exclusive features like its ball bearing 
latch retractor, self-aligning thrust 
bearings on knob spindles, concealed 
knob retainers, and dual bearings 

on each knob. 





As a builder concerned with pleasing 
customers, you'll look to the classic 
beauty of these four Stilemanor Locks 
to help make dramatic first impres- 
sions. Each is uniquely different, each 
is handsomely designed and executed 
in brass, bronze or aluminum*. 
Whichever you choose, prospective 
home buyers will approve. Install 
one soon and prove it for yourself. 
Russell & Erwin Division, The 
American Hardware Corporation, 
New Britain, Connecticut. 





HADDAM 


* Matching 51” escutcheons available for Cosmic, Mono and Brunswick Designs. 


THE “ALL-STAR’ LINE FOR ALL-STAR HOMES 


( Wy \ ! 2S ‘ p ry ip 
(or. en. BG cy 
Xs He) Gs 
“Stilemanor” “Homegard” Screen-Storm Miscellaneous 
Standard Duty Locks Economy Locks Doorware Finishing Hardware 












Majestic 
CIRCULATOR 
FIREPLACE 









An all-steel, 
ready-built unit 
that fits inside 
any type 
mantel, in 
either old or 
new fireplaces 





Does a Real Heating Lab’ Wy 
and it’s sure to work right! 


>» Simple installation cuts masonry and labor costs 

® Makes a perfect secondary source of heat 

© Unit easily installed in old or new fireplaces 
“Radiant blades” give 45% more heating surface 
Warm air can be piped to other rooms, too 

Ideal for summer houses and homes in mild climates 


« 
© 
Whether you're building one or one hundred houses, 
be sure you specify a Majestic Circulator Fireplace. 
It's the low-cost way to offer a much-in-demand 
extra! And there’s no guesswork! Accurate pre- 
assembly eliminates chance of faulty proportioning. 
Unit includes damper, down-draft shelf, smoke 
dome, firebox, and heat-boosting “Radiant Blades”. 
Works fine as supplement to heating plant. 


Majestic 
-—~ FIREPLACE 


DAMPER 





® Scientifically designed for perfect draft control 

® Wide, full flange makes it easily installed 

® No fitting necessary — damper rests on rough masonry 
© Constant ratio of throat area to fireplace opening 

© Available with patented poker control or face control 


A Majestic Damper is essential in every conven-: 


tional fireplace! Easily operated! Designed for 
simple installation! Extra width of backledge auto- 
matically locates damper throat forward an ample 
distance! Assures effective smoke-shelf area! Offered 
with poker or face control in formed steel or cast 
iron. Resists years of exposure to fire, rust, corro- 
sion, soot, and heat! Features extra tight closure 
sO important in air-conditioned homes. A _ real 
safeguard in fireplace construction — controls draft, 
prevents smoking, insures permanent satisfaction. 


See Your Dealer or Write 


The Majestic Co., Inc. 


413-B Erie Street Huntington, Ind. 
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RESEARCH 





EFFECTS OF LANDSCAPE DEVELOPMENT ON THE 
NATURAL VENTILATION OF BUILDINGS AND 
THEIR ADJACENT AREAS. By Robert F. White. 
Research Report 45, Texas Engineering Ex- 
periment Station, College Station, Tex. 16 pp. 
82” x 11” 


Difficult climates demand buildings that offer 
maximum breeze and daylight, but ideal out- 
side conditions are usually assumed, regard- 
less of site conditions that might seriously 
affect design performance. This Texas study, 
resulting from ventilation and daylighting 
tests, shows that breeze obstruction by plant- 


AA TWA SSA 


MATA | 





Pi 0°78 ATA 
A 





10 FEET FROM B6UILDING 





20 FEET FROM @UILOING 


High hedge effects vary with closeness 


ings can be ameliorated or avoided through 
changing the positioning of the plantings. 
More important, plantings can be used effec- 
tively to direct air flow into the house, 
Various combinations of shrubs, hedges and 
trees were tested at varying distances from 
the structure, and smoke tests showed the 





effects on the ventilation within the building. 
Almost 50 drawings effectively picture the air 
flow into, within, and out of the window 
openings. The conclusions: 
1. Planting can materially affect the move- 
ment of air through and about buildings. 
2. Planting can be used to augment, or to 
reduce, air flow through the building. 
3. Planting may cause actual change of direc- 
tion of air flow within the building. 
4. Lee-side planting has little or no effect 
unless it actually obstructs openings. 

Tests were made both in the laboratory and 
the field, but only the most obvious combina- 
tions entered the experiment. 








PERMANENT 
FEATURES | 


that help you.-.-.-.- 


SELL HOMES 














ALUMINUM 
THRESHOLDS 
by Wells 






Wells has a complete line of 
beautifully finished, hi-strength 
aluminum thresholds... packaged 
complete with hardware for 


speedy, permanent installation. 


ALUMINUM CORNERS 





Aluminum corners for 
every siding application. . ; 
painted or redi-primed... 
easy to apply for a tight 


weather-sealed job. 


Write today for 
complete information 





Wells Aluminum 
PRODUCTS COMPANY 


Division of Wells Specialty Company 
NORTH LIBERTY, INDIANA 
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PALCO 
Architectural Quality Redwood 
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OFFERS TIMELESS DISTINCTION 
for exterior or interior design 


Mellow richness is inherent in new redwood — while weather and 
time-defying qualities give it an unexcelled life span of beauty 





and service. Redwood has that look of “belonging” from the day PALCO Redwood is tops 
the building takes form, for redwood is a finished product with in ALL these qualities 

inherent architectural design characteristics. Dimensional stability, W High Dimensional Stability 
high paint retention, and ease of workability give it almost Y ices igibtain ent thdatnee 


limitless range of practical application. Palco Architectural Quality 
Redwood offers the extra value of consistent uniformity of 

texture and grade — yet you pay no higher premium. W Greatest Durability 
For timeless distinction in exterior or interior design, specify Jf Good Workability 
Palco Architectural Quality Redwood. 


Finest Paint Retention 


"4 Glue-holding Ability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 








Mills at Scotia, California 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 
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Two husky, overhead valve engines to choose from 
—diesel or gasoline. Pick the fuel that fits your 
needs the best, cuts your costs the most. 

The diesel is a full diesel—starts and runs on 
diesel fuel alone. An engine rugged and responsive, 
and one that takes little fuel and upkeep. And this 
diesel is weatherproof—easy to start no matter what 
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Most powerful tractor of it 


s type! 


the weather or how long the tractor has been idle. 

Choose the gzsoline, and you get an engine built 
to the same rugged standards of the diesel. An en- 
gine with a compression ratio of 7.0 to l1—a new 
high for an industrial tractor! This extra high com- 
pression means greater power on less fuel, better 
performance on every job. 


Send for free 16-page catalog—Dept. S-5 
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diesel or gasoline power... 
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Mounts equipment front, rear, side! 


The Super 55 is a tractor you can use with all types See this new Oliver, check its power, handling 
of equipment. Its 3-point hitch with built-in hy- qualities and many attachments. Check, too, its 
draulic system operates a variety of Oliver and many standard features: 6 forward speeds, double- 
other inexpensive tools. A sturdy, one-piece front disc brakes, recirculating ball-type steering—fea- 
frame with convenient mounting pad makes front tures that make the Super 55 the most versatile, 
mounted hydraulic pumps and other equipment profitable tractor you can own. See your Oliver 
easy to attach, easy to remove. Industrial Distributor, soon! 


THE OLIVER corporation 


400 West Madison Street, Chicago 6, Illinois 





y a complete line of industrial wheel and crawler tractors 
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My houses sell faster 
with less effort 
when I use 


Cabots 


GLOSS 
COLLOPAKES* 


House and Trim Paint 





Only Cabot offers modern colors for 
modern living plus these exclusive advan- 
tages due to the patented Collopaking 
Process 


@ non-fading 


@ porcelain-smooth finish without 
brushmarks 


@ tremendous hiding power 
@ lasting, bright gloss 
@ tough, flexible, long-wearing film 


Unlike ordinary paints the oil and pigment 
in Cabot Collopakes stay together on the 
surface and penetrate together to bind the 
film firmly to the wood. Write for color card 
showing 32 attractive shades, including 
Haddam Barn Red, Harwichport Blue, 
October Brown and Moravian Gray. 


. a ge, ° 
A quality product from Cabot Laboratories 





+-emanufactirifig chemists since 1877 
SY 

pee eran ena enemenamenenaniil 

| 


| SAMUEL CABOT INC. 
{ 1030 Oliver Bidg., Boston 9, Mass. 
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REVIEWS 





House & Home has not heard from its 
old friend Professor Thrugg since he 
reported on googie architecture (Feb. 
52). Recently he asked his class to discuss 
Mr. Robsjohn-Gibbings’ newest book: 


HOMES OF THE BRAVE. By T. H. Robs- 
john-Gibbings with drawings by Mary Petty. 
Alfred A. Knopf, New York, N. Y. 113 pp. $3.50 
“Will you please report for us on Robs- 
john-Gibbings’ new book?” asked Profes- 
sor Thrugg calling the class to order and 
pointing to a front-row student. 

“It’s called Homes of the Brave,” said 
the student manfully, “and some of Mary 
Petty’s drawings were pretty funny.” 

“Yes, and what is its message?” asked 
the Professor. 

“Well, Professor,” answered the student, 
wrinkling his brow, “it’s sort of mixed up. 
but I guess that some kinds of modern 
houses are awful bad and there are just 
a few right kinds to choose from.” 

“And what are they?” asked the Pro- 
fessor, 

“As near as I can make out, Professor, 
you should live in a bungalow or chalet- 
type house by some brothers called Greene 
& Greene, or in a 1910 house by Frank 
Lloyd Wright, or in a ranch house, and 
your furniture should all be Swedish mod- 
ern ou: of 1930. Why I got mixed up. 
Professor,” added the student hopefully. 
“is that at the end, where the nicest words 
were, the picture showed only an_ unfin- 
ished frame.” . . . “He seemed to have it in 
for influences from Japan or Europe,” 
came as an afterthought. 


Mushrooms and snails 

“Sounds a little scattered.” said Professor 
Thrugg. “Don’t you think you could round 
it up a little more?” 

“But I don’t see how.” confessed the 
student, a little worried. “I know you want 
‘common denominators’ in our thinking but 
the longer I thought of it the more mixed 
up I got. For instance, the Frank Lloyd 
Wright house seemed of awful early vin- 
tage. I couldn’t help thinking what Miss 
Petty might have done with some of the 
later ones. maybe making them look like 
snails or eagles or mushrooms or a ship’s 
conning tower—that is, if I’m not too 
impolite saying so... . 

“Then think, too,” added the student. 
suddenly warming up, “what she might 
have done with ranch houses! If she had 
been allowed to. People coming in all 
dressed in spurs and jinglejangle, strum- 
ming a banjo and singing ‘home on the 
range. And think of the good time she 

continued on p. 224 





a palm is not 
an oak! 












...and 
kiln - dried . 


TREE LIFE 
HEMLOCK 


is not ordinary 
hemlock 







West Coast Hemlock (‘Tsuga heter- 
ophylla) is an entirely different 
species. TREE LIFE West Coast 
Upland Hemlock, grown only on 
the upper western slope of the Cas- 
cade Mountains, is the very finest 
type of Hemlock. TREE LIFE 
Hemlock gives you all these 
advantages: 


@ Strong. Fewer, smaller knots. 

@ Fine texture, straight grain, relatively hard. 

@ Dimensionally stable. Easy to work. Takes 
paint smoothly. NO pitch pockets. 

@ Durable. Not brashy. 

@ Expert kiln-drying and controlled manufac- 
turing assure uniform, stable dimensions, 

® Carefully graded by experienced graders. 

@ End-stamped for positive identification. 


WRITE for “TREE LIFE HEMLOCK,” a 20-page catalog on 
properties and uses. St. Paul & Tacoma Lumber Co., Dept. 
HH, Tacoma 2, Washington. 


Specify with Confidence 


TREE LIFE 


WEST COAST UPLAND 


HEMLOCK 


ANOTHER 
MEMBER OF 
THE FAMOUS 
TREE LIFE 
FOREST PTAA! 
PRODUCTS pAODUCTS 
FAMILY 












HOUSE & HOME 


a 








rote 


oe ae: 








BONG SEC so eee 











A Myers Submersible Pump... 





You can install it and forget it! 
Thousands of trouble-free hours of actual 
operation prove a Myers Submersible Pump 
will perform quietly for years without 
attention. 

These same records reveal that installation 
is the key to good submersible performance, 
and the Myers Submersible was specially 
designed to make proper installation easy. 
Myers dealers can correctly install the 
submersible quickly and easily because of 
features like these: 


Only one pipe is needed in the well; 


Tough, 3-wire electrical cable prevents 
troublesome breaks; 


Special connectors eliminate the need for 
tape or vulcanizing when joining cable to 
motor leads; 


No priming necessary; 
No pit or pump house needed; 
Allelectrical controls located atthe surface: 


With other engineering features just as im- 
portant as simplified installation procedure, 
the Myers Submersible is earning recogni- 
tion among builders as the best in its field, 
Write today for complete information. 
You’ll see why, for more sales and fewer 
service calls... 


Mote Buyets Buy Myers! 


MYERS ;vstems 








THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 
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“Alsyule 


THE ORIGINAL TRANSLUCENT FIBERGLAS PANEL 


ALSYNITE’s versatility offers unlimited design possi- 
bilities... truly modern magic! Wherever translucence 
and beauty are desired, Alsynite provides the answer. 
It is shatterproof, feather-light . . . can be sawed and 
nailed like wallboard. Proved over years of service in 
all climates. Range of 19 beautiful, permanent colors 
permits strikingly dramatic effects. 


Alsynite was used by Architect Raphael Soriano 


in the apartment shown above to provide complete 
privacy without sacrificing daylight. 


is perfect for skylights, window walls, 
partitions, patios, awnings, lanais, shower stalls, sun 
and wind shelters. See Sweet’s Catalog. 


ALSYNITE COMPANY OF AMERICA 
Dept. HH-B, San Diego 9, Calif. 
Send illustrated specifications folder 
on Alsynite without obligation. 


NAME 
COMPANY____ 
ADDRESS 


— STATE STOCKING DISTRIBUTORS 
Plants in California, Ohio and New Jersey THROUGHOUT THE U.S. 
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ALL NEW 


WASTE KING putverator 


AMERICA PIMEGT GCAREBAGE DISPOSER 





WASTE KING, like this 
housewife, is a deciding factor 
in the sale and rental of homes 
and apartments. Homemakers LOOK 
for this modern convenience that 
saves time, saves steps, saves work — 
that eliminates garbage electrically. 


MODEL SH7000 SHOWN 


Sell quicker, rent quicker. Show buyers 
WASTE KING Pulverator. It’s the lowest 
budget, highest quality feature that upgrades 
the value of the home or apartment. 


SUPERIOR WASTE KING FEATURES SELL UP THE 


SUPER “HUSH-CUSHIONS”— an exclusive 
WASTE KING feature. Noise and vibration 
absorbed at sink connector and drain outlet. 


LIFETIME GRIND CONTROL —exclusive de- 





PREFERRED VISIBLE FEATURE 


” ie, 
Waste hing 





sign controls size of waste particles. Plumbing PULVERATOR 
Lines Protected. Longer Life! Clogproof! SS” 
UNBEATABLE SERVICE RECORD —less than 

1% service callbacks. Customer satisfaction Over 500,000 
assured! WASTE KING quality is unsurpassed! in Daily Use! 


A Product by GIVEN Mfg. Co., Los Angeles 58, Calif., Largest Producer of Garbage Disposers in America! 
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could have had with putting a cow into 
one of those tiny ‘ranch living rooms’ with 
its head up the chimney .. . this would 
have pointed things up, and seemed more 
like her... .” 

“That will do,” said Professor Thrugg. 

“But, Professor, begging your pardon,” 

went on the student, “one thing mixed me 
up worse than anything. You know where 
he talks about interiors and how you should 
stay away from sunken living rooms and 
sunken bathrooms? He makes an awful 
lot of it, and here’s a real funny drawing 


by Miss Petty: 





“But look at this one, by the author him- 
self, which I cut out of Look magazine, 


Look Magazine 





and it was in ARCHITECTURAL Forum too, 
with a funny title, something like “Hello 
there, Mr. Hadrian.’ Professor, | couldn't 
tell the difference! Could you help us?” 

“Ah,” said the Professor, “now you 
show signs of real perspicacity, for indeed 


there is no difference at all. 

“Well you might ask why an author 
pokes fun at pretentious stuff he does all 
the time himself and how he can have the 
effrontery to act real moral about it. And 
indeed Mr. Gibbings, who is nobody’s fool, 
has here given us the key to his real inner 
principle. 

“The real satire in Robsjohn-Gibbings,’ 
said the Professor, as the notebooks all 


”° 


came out, “is not on modern houses at all 
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take a 
good look at IDANO WHE INE New! Sterling. 


sliding door locks... 














a 
for by-passing doors 
The first sliding door lock for by- 
passing doors. Now closets can be 
locked and contents kept secure 
from pilferage. Designed on a revo- r 


one of 10 woods from the lutionary new principle. One half 


turn of key raises tongue to locked iv ee 
q 





position or returns it to unlocked 


position. Cylinder is geared to |j 
4 tongue and action is positive. Simple |} 
region to install—bore one hole. Fits 3/,” 


to 134,” doors. 

















Light but strong, straight-grained, soft and even-textured, 
light-colored Idaho White Pine is one of the few true white 


pines. Its dimensional stability and splendid workability 
suit it for residential and light construction. Smooth sur- 
: face, delicate grain and small, sound knots make excep- 


tionally handsome paneling and woodwork. 











; Idaho White Pine comes in 3 select, 5 common, 4 
| hevel siding, 4 factory grades. Your local lumber dealer 
Carries this superior wood from the Western Pine region. 


SS 


A new type of lock for bathroom or 





; 4 DANO WHNTE PRES bedroom doors. Privacy is assured 
the Western Pines PONDEROSA PINE by turning locking button on inside. 
SUGAR PINE Emergency button on outside per- 
) mits unlocking with screw driver or 
' | coin. Neat, simple installation. Fits 
. LARCH 1¥g" or 134," doors. 
: DOUGLAS FIR 
1 ‘ WHITE FIR 
i || the Associated Woods @ sxonmanseruce | E22 4-7 
: INCENSE CEDAR | 
F RED CEDAR | 


LODGEPOLE PINE 
STERLING HARDWARE MFG. CO. 


Chicago 18, Illinois 





2 
SEE OUR CATALOG IN SWEET'S: 

get the facts on IDAHO WHIIE PINE | Architectural File @ Light Construction File 

: Write for the FREE illustrated booklet to | VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C. 

r rah gtellinioan Pekin WESTERN PINE ASSOCIATION, Dept. 315-V, Chicagoland Home Building Center, 130 W. Randolph St. 


of the Western Pine Association Yeon Building, Portland 4, Oregon 
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less cost 

| less space 
Jess labor 
MORE PROFITS 


with compact 
nationally advertised 


SON 


ATING hall COOLING UNITS 





Assembled Furnaces 
e Units occupying less than 
2 feet square floor area 
e Pre-wired and pre-assem- 

bled... 10 minute installa- 
tion 
@ Gas or oil convertible... 
just change burner package 
@ 20 gas models, 12 oil 


models .. . 4 distinct types 
« « - 60,000 to 145,000 BTU 





Designed, built, proved, priced for 
the new housing market. Each unit dis- 
plays the famous WILLIAMSON sym- 
bol, gives you extra merchandising 
value. Matching cooling units for year 
‘round air conditioning. 


WILLIAMSON 
Cooling Units 


@ Water or air-cooled ... 
2 or 3-ton units 


@ Sectionally designed to 
save space 


@ Need as little as 2.7 sq. 
ft. floor area, 43” height. 


Pius the most comprehensive line of 
die-cut pre-fabricated Duct, Pipe 
and Fittings for Heating and Cooling. 


ANY system 


inventory needed 





eee install fast 


e@eeeneeveaeev eee eee een eoevee ee eee ee 


112 FURNACES - 5 TYPES- 8 LINES 
Get ALL from ONE Source... WILLIAMSON, 
the most complete furnace line, ever! 
Regardless of size or type home you build, 
WILLIAMSON can supply you with everything 
you need for complete warm air heating and 
summer cooling. 


ESS Re), | 
Ho diner ees SR Cc OM PAR 
3538 MADISON ROAD, CINCINNATI 9, OHIO 

Please send me complete information on: 
Assembled Furnaces [_] Gas [] Oil 
Summer Cooling Units 

[_] Water-Cooled [] Air-Cooled 
[] Pipe & Fittings 
[-] Complete Line of Furnaces 















@ Pipe and fittings for 
@ Noshopwork, small 


@ Save time and cost 
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but on politics and demagoguery. How else 
could you explain a book which will end 
with people filling their Frank Lloyd 
Wright houses with 1930 Swedish furni- 
ture, or scorning Japanese imitations only 
to buy imitation ranch houses, with a mod- 
ern refrigerator in the cow stalls? No, no, 
no, Robsjohn-Gibbings’ delightful truth is 
of an entirely different character. 
“His whole career falls in place once you 
interpret it as a parody on the politician. 
“Remember his first book, Goodby Mr. 
Chippendale? Just when did it come out? 
In the last part of the war when people all 
hoped the postwar world was going to be 
a fresh start. They were going to throw 
out all their old junk and do better. No 
less a brain than Dorothy Parker wrote 
about Gibbings: ‘Oh, he and his pure 
designs and clear spaces and fine feathered 
functions, indeed! But you know in your 
disturbed heart, that you must agree with 
him.’ Get it? Pure, clear, functional. 
“And just when did he come out with 
Mona Lisa’s Mustache? Right after the 
war when the air was full of Plots, commie 
and fascist. So he pictured all Modern Art 
as a Plot. People who couldn’t quite under- 
stand about it were ready to believe him 
because anything they weren't bright 
enough to understand might be a Plot... . 
“That one cost him dear, because he is 
said to have thrown out of his own apart- 
ment a pile of pretty nice abstract art he 
had been quietly enjoying. But Gibbings 
will sacrifice all, all to his inner principle.” 


And the antelope 


“Now we have this new book, just when 
people are being herded by the thousand 
into little boxes labeled ‘ranch house’ in- 
stead of ‘Cape Cod,’ 
duced to 3’ each side of the plot and just 
room for the cat on the sidewalk, with 200 
other identically individualistic ranch 
houses on the same street. 

‘So what does this wonderful clown do? 
Offers ’em the hair of the dog that bit ’em! 

“There are other aspects of this thing 
that are just delicious,” went on the Pro- 
“just delicious, ... 


and the ranch is re- 


fessor, 

“It’s just the opposite of what he said in 
his first book—‘pure, clear, functional’ are 
gone—but what politician cares? 

“Well did you say thai all the ideas he 
offers are dunked in just-yesterday—the 
work of the Greene brothers who are now 
well past 80, and Wright of 1910, Swedish 
of 1930, And dear, dear Mary, who got so 
loyally patriotic about Greene & Greene, 
drawing in a nice earlier Wright brothers’ 

continued on p. 230 











BUILT-IN 
RADIOS 


«+ Only 3%” Deep! 


@ Fits in standard 4” partition 

@ Excellent tone and selectivity 

@ Installed as easily as any electric outlet 
@ For kitchen, bath, bedroom, ete. 

@ Colored plastic panels 

@ Approved by Underwriters’ 

@ Retails for $43.50 less panels 


Write today for specifications 
and low builder prices. 


(Dealer inquiries invited) 


FLUSH ayy 


RADIO COMPANY 


1012 HH 1 Cleveland St., Clearwater, Fla. 














Are you a 


Prefabricator? 


If so, you will want to be listed 
in the HOUSE+HOME Prefabri- 
cation Directory in December. 
Included will be prefabricators, 
manufacturers of pre-cut houses 
and manufacturers of preassem- 
bled house components (such as 
roof trusses) who distribute over 


a wide area. 


Send information to 

Prefabrication Editor, HOUSE+-HOME, 
9 Rockefeller Plaza, 

New York 20, New York. 
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GIVE HOME BUYERS THE BEST AT LOW COST... 


GREAT NEW SELLING 
FEATURE FOR BUILDERS! 














Freedom From Fear of Fire 


Builders in every price range report the new Edwards INSTALL 
Home Fire Alarm is a powerful sales persuader! Here’s s R 
a $20 feature — easy to install and demonstrate — that |} I 4 \] | CKL 
gives every new home what every new home buyer wants: dA \ P 


fire protection! Add this feature to your new homes. 


lo. | 7 LIFETIME PIPE 
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Z Before you start your next house, consider these facts about 
Bermico sewer pipe... 
1 Economical! You can’t buy a Jower-cost root-proof sewer 
Complete, integral signal unit Two automatic, foolproof detectors pipe installed. 
mounts behind smartly styled, —ceiling-installed in furnace room, : : . 
modern aluminum plate that fits storage area— operate at 140°F., Easy to install! 8-foot lengths install faster, easier. Few 
flush into wall. System can be safe coverage for 400 sq. ft. each. h lioi Sy 
tested anytime simply by push- Additional detectors easily added ammer taps seal joints permanently. 
ing button. to system. UL listed. 


Permanent! Lasts a lifetime because it’s made of tough 


* COMPLETELY AUTOMATIC, wood fibre impregnated with pitch. 
ELECTRIC! 

* PERMANENT DETECTORS — 
NEED NEVER BE REPLACED! 

i * USES LOW-COST BELL WIRE! 

%* NEEDS NO SERVICING 

§ OR ADJUSTING! 


Root-Proof! Gives permanent protection against root pene- 
tration, when properly installed. 


nl 
Titi Ged Lisp RAN RUS ROE DL 28 


Corrosion-Proof! Not affected by acids and alkalies usually 


found in soils. 
Rings the bell with your prospects! Light 


s a match. Hold it under a detector. Bermico is profitable for builder and dealer. Use it for 
In seconds, alarm bell sounds off. house-to-sewer connections, septic tanks, downspouts; per- 
- i Dramatic proof that your prospects 





forated pipe for drainage or irrigation. For 
| detailed information write to Dept. CB10, at 





are protected! Edwards adds free- 


























s dom from fear of fire to your homes’ 
other selling points! | our Boston office. 
r | 
s | 
Home Fire Alarm Complete line of Bermico 
Edwards Home Fire Alarm, Catalog #F-100. Two Wyes, Tees, and Bends 
detectors plus complete signal unit. $19.95. Cash in! | 
Se slectrical s lier, Wi hone Edwards ‘ 7 
ray full details NOW! re BROWN QUALITY COMPANY, Berlin, New Hampshire 
Die CORPORATION, LaTuque, Quebec 
WARDS COMPANY, INC., NORWALK, CONN. | General Sales Offices: 150 Causeway Street, Boston 14, Mass. 
| Dominion Square Building, Montreal, Quebec 
4 | SOLKA AND CELLATE PULPS * SOLKA-FLOC * NIBROC PAPERS * NIBROC TOWELS * NIBROC 
i | KOWTOWLS * NIBROC TOILET TISSUE * BERMICO SEWER PIPE AND CONDUIT * ONCO INSOLES 
' CHEMICALS 
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LATH and 


Frederick F. Quinlan, Superintendent of 
Schools, Lake Forest, Illinois, says, ‘‘After 
careful study, we found lath and plaster the 
best choice for our new Deerpath School. It 
provided the fire protection and permanency 
we feel is especially necessary in a school 
building. And we were pleased to find it was 
more economical. For example, lath and 
plaster ceilings effected an insurance saving 
which will recover the additional cost in three 
years—and yield a four figure premium saving 
each year thereafter.” 





Circular corridor juncture 
illustrates decorative accents pos- 
sible only with plaster. Acoustical 
plaster in dome provides sound 


absorption in this high traffic area. 
RALPH MILMAN, CHILDS & SMITH, 
Associated Architects 






























@ RAY FELDNER, Superintendent of McNulty Bros, 
Plastering Contractors on Deerpath School, 





presents Certified Craftsmanship Certificates 

to Mr. Frank A. Childs, Senior Partner, 

Childs & Smith, Architects; Mr. Ralph Milman, 
Architect; Mr. Frederick F. Quinlan, 
Superintendent of Schools, Lake Forest, Illinois; 
and Mr. William D. Matthews, Construction 
Superintendent, John Griffiths & Sons, 

General Contractors. 










Certified Craftsmanship IN ACTION! 


e This Pledge of Performance is your written and signed assurance that the 






lathing and plastering on specific jobs will be in compliance with the 
newly adopted Code of Standard Practices for Lathing and Plastering. 
This Code was developed by the National Bureau for Lathing and Plas- 
tering, an organization of contractors and craftsmen. It is subscribed to 
by scores of local chapters throughout the country. 

Certificates issued on specific jobs are written commitments to work 
schedules, job cooperation, work of craftsmanship caliber and nationally 
recognized standards of quality. They are yours for the asking from 
lathing and plastering contractors adhering to the Code. 

We suggest a thorough reading of the Code of Standard Practices 
which appears on the back of every pledge. Ask your lathing and plaster- 
ing contractor for a copy. Or write National Bureau for Lathing and 
Plastering, 1401 K Street, N.W., Washington 5, D. C. 














ure 

Saas Associated Manufacturers 

cal of Lathing and Plastering Materials 

nd » Bad : er 

a 520 N. Michigan Avenue, Chicago 11, Illinois 

TH. FINISHING LIME ASSOCIATION OF OHIO. e GYPSUM ASSOCIATION This is the emblem of the National Bureau 
ects . METAL LATH MANUFACTURERS ASSOCIATION for Lathing and Plastering. It symbolizes high 


PERLITE INSTITUTE ¢ VERMICULITE INSTITUTE standards of job performance and responsibility. 








Hows no fetter. wood siding thar 


Harborite is plastic-faced SUPER-Harbord 
—the original boat hull plywood that has 
gone into thousands of pleasure, work and 
fighting boats. Harborite is a premium 
grade builders’ product that weathers like 
glass, does away with paint checking, takes 
advantages of plywood’s tremendous 
strength, and exceeds standard building 
requirements. It costs less than conven- 
tional siding materials, adds strength, 
beauty and value to any home. 


is mich. moro than “just plywood 


... and the difference is in the construction of the panel. 
Horborite is ao premium grade plywood, manufactured with 
extreme care to assure highest quality—consistently. 


1. ALL HEARTWOOD—Heartwood is the most durable 
port of the tree. Only prime Douglas fir heartwood is 
used throughout the panel. Result... flawless, stronger, 
better looking panel. 


2. SOLID INNER PLYS—Even the smallest knotholes are 
removed and plugged in all veneers. Troublesome, hard- 
to-repair core gaps are eliminated. Screws and nails 
bite solid wood every time. 


3. EDGE- JOINTED INNER PLYS— Veneers for inner plys 
are machine-edged, meticulously butted square together. 
Every sow cut reveals solid wood. 


4. REKUMIDIFIED—Natural moisture lost in manufacture 
is corefully restored—an exclusive Harbor process. Elimi- 
nates main reason for dimensional change or warping. 


5. TOUGH PLASTIC SURFACE—Rugged surface hides 
wood grain, wears like glass, holds paint far better 
than wood, does away with checking. 


fuilda fettur homo, outnide, ini 


LAPPED SIDING, SOFFITS yr Ld 


Hard finish, smooth plas- 
tic surface gives ony 
house a better-built look. 
Holds paint far better 
than wood. 









GROOVED PANEL SIDING 


Fits modern trend to- 
wards vertical-texture 
exteriors. Gives homes 
expensive look. Big 4x8 
panels go up fast. 










INTERIOR PANELING 


Earthy color with con- 
trasting grooves adds 
rich texture to dens, play- 
rooms—wherever hard 
wear occurs. 








HARBOR PLYWOOD 


CORPORATION 


ABERDEEN, WASHINGTON 
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plane above them, never did get to draw the 
parallel, a jet plane over ye pseudo-Greene 
brothers’ chalet or ye ranche house with 
the 5-ton Mission furniture in it. People 
are a bit cowardly ir. facing their opportuni- 
ties today, wouldn’t you say, with all 
thoughts on security, security? ... 
“There’s one bit of genius in it all,” went 
on Thrugg, after a pause, “the part where 
all evil comes from Europe, and every good 
thing comes off the prairie where the ante- 
lope roams—or used to. It must have cost 
dear Gibby. quite a bit to forget that it was 
only a few years ago he himself stepped 
off the boat; but. as | say. he’s a fellow who 


sacrifices all, all, to his principle... .” 


With ulcers 

“Question, question,” urgently interrupted 
a student in the third row. “I don’t quite 
get it. The book was praised by the best 
critics, who said how sane it was.” 

“Yes, yes, go on,” retorted Professor 
Thrugg, “wasn’t that wonderful? Gibby, 
who knows his Frank Lloyd Wright very 
well, from close up, low down and a little 
to rearward, must have heard Wright say 
that a New Yorker is a Middle Westerner 
with ulcers, so Gibby could well rourd it out 
to figure the average newspaper reviewer 
is a wise guy out of Podunk, who knows 
that the mob ever since Galileo has en- 
joyed nothing so much as a clown whack- 
ing its betters. So he earns their love whack- 
ing all modern architects.” 

“You've been roaming a bit yourself,” 
came a disrespectful voice from the rear 
benches. “What about the ‘commor. deno- 
minator’ to help us understand it?” 

“TIL give it to you real quick,” said Pro- 
fessor Thrugg, miffed. “Summing up: 
here’s a book by somebody who once threw 
out Chippendale, and now says get in Mis- 
sion; who says sunk bathtubs, etc. are the 
bunk, while on the side he designs ’em; who 
flays pretense but says the lower clawsses 
should live among the jet planes like Holly- 
wood cow hands; who pretends all evil 
comes from Europe which is where he came 
from; who praises craftsmanship but seems 
to think it should have stopped before any- 
one learned welding; who selects his heroes 
among octogenarians or dead men... . 

“It remirds me of a story Artemus Ward 
told about his good friend Billson, the 
type of the politician whom Gibby is satiriz- 
ing. “Billson,’ said Ward, ‘you ain’t got a 
well-balanced mind.’ ‘O yes I have, old 
hoss-fly’ replied Billson (he was a rough- 
spoken cuss), ‘yes I have. I’ve got a cre- 
ative mind what balances in any direkshun 
—DH. 
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that the publick rekwires.’ 
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Abies: 


If so, please tell us 





at your earliest convenience 
so that you may continue 
to receive copies 


without delay. 


To expedite the change 
kindly send the old address 


as well as the new to: 


househome 


540 North Michigan Avenue, Chicago I], Ill. 
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LOW CoMPETiTive 
PRICE 


TRADE-WIND 


AXIAL FLOW VENTILATOR 


It’s outstanding in every feature! You have never seen 
a fan like this—less watts—less money—less noise — 
but with a full 300 CFM performance. 


Can be installed in wall or ceiling—requires no elbow 
for vertical discharge. And the modern high-style grille 
makes a striking installation in any room. 


WRITE FOR COMPLETE INFORMATION 


LradeDiiad! Mtodryfens, ve. 


7755 PARAMOUNT BLVD., DEPT. HH, RIVERA, CALIFORNIA 
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Don't Hide the Grain 
and Beauty of Natural 


REDWOOD 


Specify 
RESIN FREE 
LIQUID RAW-HIDE 

2 IN 1 FINISH 

for Redwocd, Cedar, Mahogany 
Fir, etc. 
We have discovered that mild pig- 
mentation helps kill Ultra-Violet 
light action and will often double 
the life of a clear exterior finish. 
Our new 2 In 1 combination Stain 
and Clear Finish does not hide the 
grain—consequently to obtain maxi- 
mum clear finish exterior durability 
specify three coats of 2 In 1 Finish 
on new wood. 
Actual wood panel and pamphlet 
sent FREE when requested on your 
firm letterhead. WRITE 
LINSEED OIL PRODUCTS 

COMPANY 

1118M South Fremont Ave. 


Alhambra, California 














All-magnesium panels and plywood faced panels in magnesium frames 
were used on the above job. The two kinds of forms are interchangeable. 


WORKMEN PREFER MAG-FORMS 


Lightweight and Easy Stripping 
Make Symons Magnesium Forms Decided Favorites 


e Absolutely accurate, no swelling or shrinking 
e Do not rust e Less than 3 Ibs. per sq. ft. 
e Rentals apply on purchase 


Symons magnesium panels give longer service life, require less time to 
assemble, and do a better and more satisfactory job. Because magnesium 
does not absorb water, the panels remain accurate in shape and size. Use 
of a crowbar is not necessary for stripping . . . these lightweight forms 
pull back easily by hand. Panels are 2’ wide and 4’, 6’, 7’ and 8’ long. 
Panels may be rented with purchase option. 





ttninanantencnee titi ens aanepinel —_— ——4 


SYMONS CLAMP AND MANUFACTURING COMPANY 
4277 Diversey Avenve, Dept. J-4, Chicago 39, Illinois 


Please send catalog and prices on Symons Magnesium Forms. 








City Zone. State 





| 
| | 
| | 
| | 
| Name | 
| Address | 
| | 
| | 
| 


|_<>Symms CLAMP and MFG. co.___ 
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Complete SELLOUT 


—48 homes from this one model! 


Fred &.8runetti, Brunetti-Built Homes, Fair Lawn, N.J., | 
vice-president of the Home Builders Association of H 
Northern New Jersey and a veteran builder of over 
3,000 homes ranging from $13,000 to $23,000. 








suburban 


eo 8-2 ¢ 


Gas or Electric “Built-Ins”’ 


Here’s how another of the nation’s most prominent builders is using 
Suburban as a great new merchandising tool. Says Fred Brunetti: 
“Suburban built-in ranges are the best deal yet we’ve found for helping 
to sell homes faster. In our 48-unit Fair Lawn, N. J. development of split- 
level homes ($19,990) we had a complete sellout from a furnished model 
in less than 5 weeks, largely due to the public’s demand for the latest 
modern features. Women raved about the complete individuality of the 
Suburban gas eye-level range with the 4-burner unit on one side of the 
sink and the look-in oven and broiler, at waist height, in the wall on 
the opposite side. | believe they could actually see bending, lifting and 
drudgery going out the kitchen door! And, with Suburban’s interchange- 
able color panels for oven fronts and surface unit trim, each woman easily 
visualized this up-to-the-minute kitchen in her own personal color scheme.” 


EXCLUSIVE—BEST DEAL FOR BUILDERS! Whether your public demands 
gas or electric, either oven will fit the same size cabinet opening with 
Suburban—the only manufacturer who makes both! 





Age ewe ee a on ork eee ee mee 
Dept BB, Samuel Stamping & Enameling Co., Chattanooga, Tenn. 
At no obligation to me, please send complete information on [] GAS... 
() ELECTRIC Suburban built-in ranges. 











NAME TITLE 
FIRM 

STREET 

CITY. STATE 
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Insulate 5-Room House 
Prevent Paint Peeling, 


eae 


Condensation Damage 



































WITH 
Aluminum-Coated 


SISALATION 


This reflective insulation 
is equivalent to about 
1” of fibrous insulation. 
Sisalation is easy to 
apply. Its strength pre- 
vents rips or tears. It is 
also an effective vapor 
barrier for controlling 
condensation. 

With Sisalation you 
can offer your client a 
truly insulated house — 
cooler in summer, warmer in winter PLUS vapor barrier 
protection — at a minimum cost. Available in 36” and 
48” widths at your Lumber or Building Supply Dealer. 3 
Send coupon for samples and more facts. 
Flashing at 1/5th cost of Heavy Gauge Copper: 

COPPER ARMORED SISALKRAFT : 
for concealed flashing. Provides permanent protection. Ys 
Available in 1, 2 and 3 oz. of copper per square foot. 

Widths from 4” to 60”. 


For denser, drier concrete slabs: 
SISALKRAFT 

A tough reenforced paper. Use for mem- 
brane over sub-fill . . . for covering con- 
crete ... under floors ... to back up 
stucco . . . as waterproof covering for 
materials and equipment. 





AMERICAN SISALKRAFT CORPORATION 
Dept. HH-10, Attleboro, Massachusetts 


Please send samples and more information on Sisalation. 


AMERICAN SISALKRAFT CORPORATION 
Attleboro, Mass. +« Chicago6 + New York 17 + San Francisco 5 
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At last! Economical Plastic Wall Tile 
that assures “TROUBLE-FREE” installations! 


NEW MATICO PLASTIC WALL TILE! 


Now you can use economical plastic wall tile without worrying about installation 
problems. MATICO SuperDeLuxe Plastic Wall Tile has a positive double 
water-seal that keeps moisture out—always. It’s made from pure virgin poly- 
styrene. 64/1000 of an inch thick, MATICO plastic wall tile stands up under 
even hardest wear. Colors always match perfectly . . . it’s guaranteed not to dish 
..it adheres permanently ...and it’s especially designed to prevent adhesive 
from oozing out at the joints. 

MATICO plastic wall tile is stingy with adhesive, too—actually saves you money 
on every job. It’s available in 15 sparkling colors—in solid and marbleized tones 
...has a gentle, deep “jewel” bevel and a durable, sparkling finish. 

Yes, MATICO plastic wall tile sets a new standard for the industry in design, in 
beauty, in economy. Send for details and installation data today! 

Most colors also available in the MATICO De Luxe line—the economical stand- 
ard gauge plastic wall tile. 





Dept. 14-10 

MASTIC TILE CORPORATION OF AMERICA 
Mfrs. of: Confetti ° Aristoflex ° Parquetry * Cork Tile * Asphalt Tile * Plastic Wall Tile 
Joliet, Hl. Long Beach, Calif. Newburgh, N. Y. 
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L-M PERMA-LINE Pipe 
Ends Root Troubles 


There’s no use sad- 
dling home owners 
with future root-clogged 
sewers—when you can pre- 
vent the trouble, and make a 
selling paint of it—by using 
L-M Perma-Line pipe. 

L-M Perma-Line pipe is easily 
installed with permanent, watertight 
joints that don’t attract roots. There’s 
no calking, no cement to crack. Perma- 
Line has machine-tapered ends, with 
tapered couplings that, when driven 
home, form tight, friction-welded joints, 

Perma-Line pipe is light, easy to han- 
dle. You can put it in fast, and do a good 
job. It’s flexible—normal soil heaving 
and settling won’t harm it. 

Perma-Line lasts for years. What's 
more, it’s not subject to rusting, corro- 
sion, cracking or chipping. It isn’t af- 
fected by sewage, or soil acids or alkalis. 
Boiling water doesn’t bother it. L-M 
has made fibre tubes for over 25 years. 

Perma-Line pipe is smooth inside. 
There’s little friction and no hollows to 
clog or hold sludge. It carries its full 
rated flow. Sizes: 4” in 5, 8, and 10-ft. 
lengths; 2” to 8” in 5-ft. lengths. 

L-M Perma-Line is the general-pur- 
pose outdoor pipe—for above-ground 
and underground use. Use it—for houses 
you are planning, building, or financing. 
It's a good deal for everybody, especially 
the home owner. 


PERMA-LINE Pipe 
for Cellet aeuwend- and duaind- 


















Cutaway view of 
Tap-Tite Joint— 
needs no cement 
or calking 













Fittings, bends, 
adapters for 
every job 


Get 
Complete 
Information 


Perma-Line pipe is suitable 
for house-to-street sewers, 
footing drains, downspouts, 
well casing, septic-tank filter 
beds, land drainage—many 
other non-pressure uses. 

For information ask your 
plumbing wholesaler, contrac- 
tor, or building supply dealer: 
or write for bulletin: Line 
Material Company, Milwau- 
kee 1, Wisconsin (a McGraw 
Electric Company Division). 
167 
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(@PERMALINE Sewer Pipe CSI16-44 


“Perma-Line” is a Line Material Company trademark 
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Aas 
if it’s worth building, 
it’s worth saving with 


androc 


PENTAchlorophenol 
WOOD PRESERVATIVES 


Add years to the life of all wood construction 
with ANDROC PENTA WOOD PRESERVATIVES. 
You'll like ANDROC better because it’s . . . Fast 
Drying . . . Fast Penetrating . . . Economical to 
Buy ... Easy to Apply. 


RED LABEL ANDROC PENTA WATER REPELLENT 

Preferred for millwork and all wood products requiring paint or varnish. 
Ready-to-use ANDROC PENTA Red Label controls swelling and shrink- 
ing, protects against rot, fungi, stain, termites and insects. One coat of 
Red Label ANDROC makes an excellent primer and sealer . . . stops 
grain raise and checking . . . leaves surface clean and pleasant to work 
and handle. Available in all size containers. 


GREEN LABEL ANDROC PENTA 

Insures prolonged protection for all wood products not requiring paint 
or varnish. Deep penetrating Green Label ANDROC PENTA sets up a 
barrier zone to attack by imsects, termites and decay. Green Label is 
available in 1-to-10 Concentrate or Ready-to-use solution. An ideal low 
cost, effective preservative for construction lumber, concrete forms, ramps, 
docks, poles, posts, etc. Available in all size containers. 


androc 





If it's worth building, it's worth saving — with 
ANDROC. Write today for full information. 


CHEMICAL COMPANY 


7301 WEST LAKE STREET 
MINNEAPOLIS 16, MINN. 




















HOW TO BUILD MORE 
SALEABLE SPACE INTO HOMES 


Write today for 
FREE 


BESSLER 
CATALOG 





showing how 
easily and 

economically 
you can use 


BESSLER 





DISAPPEARING 
STAIRWAYS 


(7 Models) 





to assure more 


IMMEDIATE 
DELIVERY 


assured on all models! 


cubic feet per 


building dollar! 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-E East Market Street, Akron 5, Ohio 
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NOW! WHEN \ a. PLAN THE BUILT-INS 








You Can 





The World's Finest Roller Bearings 
for Wooden Drawers 
ADDED SALES APPEAL can be put 
into New Homes and Remodeling 
Jobs with Drawers that SILENTLY 
RESPOND TO FINGERTIP PRESSURE! 





FREE ul TERATURE Shows 10 Applications 


Make —at Little Cost! 





Typical 
Installation 





Two Roll-eez ‘“‘N”’ attached 
to rail at drawer Opening. 
Third one on drawer back 
under center runner sheee. 
Guide haw og eez ‘‘M’’ o 


bottom back edge of p An 
straddles lower center 
runner. 





Builders everywhere are taking advantage of 
Roll-eez... the sensational plastic roller bear- 
ings that give you drawers operating under 
fingertip control—year after year—even in 
hot, humid climate. Made in nine styles, they 
eliminate friction of wood-against-wood and 
keep drawers rolling straight, are applied 
easily and quickly in many ways and com- 
binations. Small, durable, 
efficient, they prevent draw- 
ers from sticking and binding 
throughout a lifetime of 
service. 


Write for Complete 
Details Today! 





















JUNIOR-PRO PRODUCTS CO. 
3206 MORGANFORD RD., 





ST. LOUIS 16, MO. 








Top QUALITY and Low PRICE 
in ONE WATER SUPPLY PACKAGE 





The NEW 


AURORA 





CONVERT/8B 


a WATER SYSTEMS 
be TWO SIZES 
[ Available in 1/3 and 1/2 horsepower 


* 
PACKAGED UNIT 
All parts included for either 
Shallow or Deep Well Installa- 
tion. 
* 
FULLY AUTOMATIC 
at 20-40 PSI working range 
Hy * 
ACCESSORIES 
Nationally recognized makes — 
Pressure Control Switch Under- 
writer's Approved. 
* 
DESIGNED and BUILT 
for long, dependable service 
with Maximum Economy. 





WRITE 
for 
BULLETIN 
113-ML 
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LE-JET 


—with either 17 or 30 gallon tank. 





V3 HP: 
17, GALLON TANK 
ONLY 


$109 50 





You can profit and you can please 
your customers with these precise, 
rugged and efficient Mainliner 
Water Systems. Adequate for all 
kitchen — bath — laundry — car 
washing — garden sprinkling and stock watering. In- 
stant, generous and economical water supply at a 
turn of the faucet. Backed by the Know-How of the 
Aurora organization — long the exclusive builders of 
quality pumps for Industry — Farm and Home. Put 
yourself ahead with the Mainliner. 


Complete Information on Request 
y DISTRIBUTORS IN PRINCIPAL CITIES 


PUMP COMPANY 





DIVISION OF THE NEW YORK AIR BRAKE COMPANY 
97 Dearborn St., Aurora, Illinois 






























low cost storage space with EZ-Way Folding 
Stairways @ specify or detail into your 
building plans inexpensive storage space , 














EZ-Way Folding Stairways 
Sturdily built, modern in 
appearance. EZ-Way fea- 
tures touch-control, balanced 
spring action. Close study 
of EZ-Way Folding Stairway 
specifications will prove to you 
the way fo best please your cus- \ 
tomers and clients on auxiliary, \ 
low cost storage space. 

Write Topay for the illustrated 
brochure providing information and 
specifications of EZ-Way products. 
EZ-Way products are manufactured by 
EZ-Way Sales, Inc., Box 300-10, St. 
Paul Park, Minnesota. 














Are builders 


missing a bet? 


You know from experience that you sell a house by selling 
its features. You also know that the kitchen contains some 
of the most important selling features in the house. 


There was a time when a builder got by with a modern 
range in the kitchen as a selling feature. Then he began to 
include a refrigerator and, one by one, other appliances. 
Why? Because his customers demanded them! 


Now customers are demanding freezers. More and more 
homemakers every year want this appliance that saves 
them time, money and work, allows them to serve better 
meals, at lower cost. They want to “‘be modern—live 
electrically.”” Last year, more than 1,000,000 freezers were 
installed in American homes. 


That’s why you’re missing a bet unless you design your 
kitchens with space for a freezer—allowing, too, for the 
weight of this appliance and its contents, in designing the 
load-bearing strength of the floor. 


Don’t miss out on this important selling feature. If you need 
more information, write to any of the manufacturers listed 
below—or see their dealers in your community. 


FARM & HOME FREEZER SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL « BENDIX « CROSLEY + DEEPFREEZE 
FRIGIDAIRE » GENERAL ELECTRIC + HOTPOINT 
INTERNATIONAL HARVESTER « KELVINATOR +« NORGE + PHILCO 
QUICFREZ « REVCO « SEEGER « WESTINGHOUSE 

ler m= 














235 








A rchitects look upon the How-ell-dor in terms of a 

- quality standard of performance. To builders and 
suppliers it means ease of installation, fast turnover. 
To the homeowner it is an attractivgy priced wo. 
built for lasting beauty. 





Both the El Dorado and the Picture Door, 
illustrated, come equipped with the new, 
extra-durable How-ell-tite track .. » another 
Mye-ey-tor engineering first. 


THE HOWELL MANUFACTURING CO. as 3 


i Ce fast, dey ; 
service. There are now 44 stock sizes ond 
dential and commercial doors to ay ery 
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In just a few minutes, at 
negligible cost, you can install 
Midget Louvers on soffits, gable 
ends, dormers, eaves or you 
face the menace of moisture. 
These inexpensive all-aluminum 
ventilating units are your fastest, 
cheapest, surest per t profection. 
They will prevent the accumulation of 
heat and condensation . . . virtually 
eliminate paint blistering . . . combat 
rot... maintain the efficiency of insula- 
tion. Made in 7 sizes (1” to 6”) and 2 
styles (with and without rain deflectors 
— both with insect screens). 

WRITE for full information. 










Quick and easy to install. 
Just drill a hole and push 
in place. No nails or screws 


ne <a s 


“A House That Breathes is a Better House” 
The cluminun louver is the original louver. Don’t accept “second best’’ substitutes! 


IDGET LOUVER CO. 


NORWALK, CONN. 





6 WALL STREET 





Are you a Prefabricator? 


If so, you will want to be listed in the HOUSE+-HOME 
Prefabrication Directory in December. Included will be 
prefabricators, manufacturers of pre-cut houses and 
manufacturers of preassembled house components 
(such as roof trusses) who distribute over a wide area. 


Send information to 


Prefabrication Editor, HOUSE+-HOME, 


9 Rockefeller Ploza New York 20, New York 











ge" UNIQUE OPPORTUNITY FOR 


America’s foremost manufacturer of bathroom vanities, oper- 
ating at full capacity without sales force, is now in the process an 
of tremendous expansion and will honor applications from a 
salesmen of excellent character and successful background. f 
3 E We will carefully scrutinize all applications for all territories. 34 
“¢ " This is a once-in-a-decade opportunity for men accustomed 
to exceptional earnings. We suggest that you state fully all # 
pertinent details. Confidential. Interviews will be arranged. ce 


et: * Box 52 
> Rs HOUSE & HOME e 3 
a 9 Rockefeller Plaza, New York 20,N. Y. | adr a 
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For Smooth Performance Continuously! 











This quality hardware has been designed and 
Luilt*to operate with friction-free precision. 


Stoutly built of fine basic materials to withstand 


strenuous daily service wherever installed. 


Experienced builders recommend the use of three 
butts for every door instead of two. The 
placing of an extra butt in the center of the 
door relieves the strain from the top and 


hottom butts. Perfect alignment and less 


A * * 
i poe 
7 e yb mht 
—enaurie Res mama, = Gm mR TT 


danger of doors warping are other note- 


worthy advantages. 


Your trade will admire these 


4 smart, new, round cornered styles 


Sterling, 


MANUFACTURING COMPANY - j,,0;; 
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Acorn Designs, Inc. 

Airtemp Division (Chrysler Corp.). 

Allis-Chalmers Manufacturing Co. 

Alysnite Co. of America 

American Gas Association 

American Hardware Corp., The (P. & F. Corbin Division) 

American Hardware Corp., The (Russel! & Erwin Division) 

American Motors Corporation (Kelvinator Division) 

American-Olean Tile Co. 
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Armco Steel Corporation 
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Aurora Pump Company 

Bakelite Company (Division of Union Carbide & Carbon 
Corporation ) 

Bell & Gossett Co. 

Bessler Disappearing Stairway Co., The 

Bird & Son, Inc. 
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Briggs Manufacturing Co. 
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Brown & Co., Inc., George C. 


Cabot, Samuel 
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Closures, Inc. 
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Colorado Fuel & Iron Corporation, The 

Colpaert Homes, Inc. 
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House & Home 

Howell Manufacturing Co., The 
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Indiana Limestone Co., Inc, 
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Johns-Manville Corp. 
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Keasbey & Mattison Co. 

Kelvinator Division (American Motors Corp.) 

Kennecott Copper Corporation 
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Maas & Waldstein Co, 

Majestic Co., The 

Malta Manufacturing Company 

Manufactured Homes, Inc. 

Marsh Wall Products, Ine. 

Masonite Corp. 

Mastic Tile Corp. of America 
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Samuel Stamping & Enameliag Corporation 

Saturday Evening Post 

Scholz Homes. Inc 

Selec-Temp Division (ron Fireman and Tron Fireman, 
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if this page 
were actually 


Stainproof 


Wall Covering és ink spot would 


ase} 


_~Oona Case 


GB Ge gli plain SOAP 
2, _ and WATER! 








































































































SWITCH TO 


VARLAR Stainproof Wall idles. ite 
Covering —and swift soap and water stainproof 
washing replaces costly redecorating efficiency to 


en. . 
more than 25,000 times. ogg 
Send TODAY for 


FREE 


Testing Samples 


















a In handsome styles for every type of public building. 
Leading Wallpaper and Paint Dealers carry VARLAR. 


VAR LAR stainproof Wall Covering, 


a product of United Wallpaper, Inc. Makers of Nancy Warren Wallpaper, United Wallpaper, 
Trimz Ready-Pasted Wallpaper and Masterpiece Interiors. 
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VARLAR i this indelible 


eee and so would costly 
soil hazards like these: 


lipstick @ crayon e hair oil e Mercuro- 
chrome e food stains e fingerprints e city 
he soot e 








ii 2 | 























smoke cooking grease e and 
countless more. 


A 2¢ postcard pasted to this coupon 
will show you what VARLAR can save you 


VARLAR, Dept. HH-104 
Merchandise Mart, Chicago 54, Illinois 


Please send FREE TESTING SAMPLE and full information on VARLAR 
Stainproof Wall Covering. | am particularly interested in VARLAR for: 


oO Homes 0 Hotels oO Clubs 0 Theatres o Hospitals 
O Restaurants O Office Buildings © Schools O Stores 
© Apartment Buildings 


Name 
Address 
City Zone____ State 











Also name of the Varlar dealer who can handle large installations o 
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MirccoR. Metd lath and Aester 


help you give home and building owners 
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better walls and ceilings in 10 ways 


The pictures at left show 
how Milcor Metal Lath 
and plaster were used to 
form a lighting cove in 
the Peter A. Brooks 
Memorial Union of 
Marquette University. 





The pictures at right show 
how Milcor Metal Lath 
and plaster were used in 
the same building to 
create a modernistic column 
and protect it from fire — 
and impact. Dead loads 
were reduced, because 
Milcor Metal Lath and 
plaster weigh less than 
masonry and concrete 
fireproofing. 


1, Fire Resistance — Fire-resistance 
ratings as high as 214 hours have been 
awarded to partitions of Milcor Metal 
Lath and plaster. 


2, Design Freedom — Milcor Metal 
Lath can be formed to any contour, to 
faithfully express the architect’s concep- 
tion of interior design. 


3, Adaptability — Milcor Metal Lath 
is as practical for remodeling as it is 
for new construction. It can be nailed 
through old lath and plaster into the 
wood studs or joists without removing 
the original surface. : 


4, Space Saving — With Milcor Metal 
Lath, you can erect a 2-inch, solid-plas- 
ter partition — the thinnest of all par- 
titions in common use — and save as 
much as 7% in floor space. 


5, Economy — Milcor Metal Lath 
saves labor because it goes up so easily 
and so fast. After the job is done, you 
enjoy further savings because the cost 
of upkeep and repair is negligible. 





6, Strength and Resiliency — The 
union of Milcor Metal Lath and plaster 
creates a monolithic slab that is safe- 
guarded against sudden stress or pro- 
longed strain. 


7: Crack Resistance — Milcor Metal 
ath doesn’t swell or warp when wet 
plaster is applied ~— or shrink, when the 
plaster dries out. 


g, Sound Insulation — Two inches of 
solid plaster on Milcor Metal Lath have 
a sound-transmission loss of 40 decibels. 
This exceeds the rating for hollow-block 
partitions and is equal to or better than 
other types of heavier wall construction. 


9, Fireproofing—Columns, beams, and 
fabricated structural members are effec- 
tively fireproofed by enclosures of Mil- 
cor Metal Lath and plaster — at savings 
in weight, materials, and time. 


10, Shock Resistance — Plaster on 
Milcor Metal Lath partitions, furring, 
and suspended ceilings has survived 
earthquake shocks which did irreparable 
damage to other types of construction. 


Give home and building owners these advantages of steel-reinforced 
plaster. Specify Milcor Metal Lath, in letting sub-contracts for plaster- 


ing. Write for catalog 253. 
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Six fashion-right colors, or snowy white, let you meet all customer preferences. 


How to meet customer demands profitably 


There’s no longer any need to study 
several catalogs, or send out sepa- 
rate orders to fill the demands or 
cost requirements of one customer 
...ora hundred! Or, to co-ordinate 
orders for different items used in 
even the biggest project! 


Here are the five important 
reasons: 


1. A full, style-matched line of 
cast-iron, formed steel, and vitreous 
china fixtures . .. plus famous 
quality Eljer brass fittings! 


2. Color matching of all three ma- 
terials! (You can match a formed 
steel bath, a cast-iron lavatory, 
and a vitreous china toilet, for 
example. ) 

3. Prompt delivery of colored fix- 
tures, thanks to Eljer’s better pro- 
duction and warehousing facilities! 
4. Famous-name merchandising— 
featuring “Eljer plumbing fixtures 
throughout the house!” 


5. Easier specifying and ordering, 
better service from one source! 


Write Eljer Co., Box 192, Ford City, Pennsylvania, for Condensed Catalog 


There are color-matched Eljer fixtures to meet any cost requirement—twin lavatories or single. 











In this pleasant National living 
room, the traffic-free floor plan permits 
hospitable grouping of furniture. 
(Photos from Redbook Magazine.) 


GET THE 


ii NATIONALS ENJOY HIGH 
PUBLIC ACCEPTANCE 


lwo &, Z @ ] RY oO he Our continuous national advertising} 
LIFE and other leading magazines .. 


beautiful full-color literature . . . unequal 


x A 4 oO Ke. A L * Bi support for our dealers at local level . . . p 
ee the superior quality and lower cost of ¢ 
product. . . all combine to make Natios 


homes first in popularity, first in sales. 


in on this pre-sold market as a Nation 


See how much more you can offer as a neti i 


NATIONAL HOMES BUILDER-DEALER 


Inside as well as outside, National homes have what it takes to 

sell houses today. Not only are the exteriors superbly designed by a 
famous architect; the interiors are spacious, convenient, 

appealing in every detail . . . as these photos prove. 


Even more important to you is the “‘inside story” of how 

National Homes builder-dealers benefit all along the line by buying 
a “Shouse package” from one reliable source. You get the finest 
quality ‘“‘brand name” materials, pre-assembled for quick erection. 
You operate with far less site labor; less overhead; less invested 
capital; no inventory. It pays to build Nationals! 


Write or wire for particulars. Sound financial resources required. 


o “> 

* Guaranteed by © 

Good Housek ° : pig , 
a A step-saving National kitchen: 


N27 as AovreTistd asd ° . 
everything streamlined ! 


Woman’s Home Companion recently 
presented the Companion Award to National 
Homes for good kitchen planning . . . and 
for some time all National Homes 
prefabricated panels and structural parts, 

as they leave our assembly plant, have 
carried the Good Housekeeping guaranty seal 
and the Parents’ Magazine seal of 


commendation, as advertised therein. | : LAFAYETTE, INDIANA - HORSEHEADS, N. Y. 
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